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Truck Production 
(racks 59 Record; 
ar Output Steady 


y Ford Division Tops 
- In Auto Schedules; 
4 Makes on Overtime 


By Martin L, Whitmyer 
Staff Writer 
UTO production held up well 
last week as the summer sea- 
approached. Meantime, weekly 
production broke 1959 rec- 


' Last week’s 126A83-car total 
an improvement over the 
ous week’s 117,401 assem- 

1 6s and well above the week 
ed June 7 a year ago, when 

t) e industry turned out 73,666 


eDaily car makers working six| 
last week were Rambler, Pon- 
wc, the Thunderbird plant at 
om, Mich., and Ford division at 

ee assembly units. 

‘An estimated 27,756 trucks were 
duced last week, eclipsing the) 
rs best previous yield (week of | 

9) by several hundred units. 
* ~ * 
ORD division’s six-day car op- 

* erations put that maker on top 
the second consecutive week. 
The 32,975 cars scheduled by 

Ford last week topped Chevrolet’s 

42,200 assemblies, and its output 

pet 31,438 cars the previous week 

ed Chevrolet’s 30,007 assem- 

Included in Ford division’s total 
last week- were 1,875 Thunder- 

a new high for weekly out- 
of that car, Its former high 
of 1,845 assemblies. was set during 

ie week ended May 23. 

‘In other Ford Motor operations, 
icoln, working six days, jumped 
output from 417 cars a week 

earlier to an estimated 510 assem- 

last week, Mercury, with its 

Angeles plant down Monday in 

rvance of Memorial Day, 

imbed from 2,896 to 3,110 assem- 

s. Edsel turned out 600 cars last 

compared with 597 assemblies 
Previous week. 

* * a 

LL General Motors divisions 
Showed output gains over the 
vious week. 

| Chevrolet, with its Los Angeles 

down the entire week for 
tery but all other assembly 

Units working five days, climbed 

+ (Continued on Page 45, Col. 3) 


'Monroney’s T. S. Bill 
§ Ready for Congress 
_ WASHINGTON.—Senator Mike 
4 oney’s bill to permit auto 
ers to pay bonuses for sales 
fe their areas of influence 
almost ready as Automotive 
bWs went to press last week. 
Introduction was expected mo- 
tarily. Three other measures 
with territory security 
are in the congressional 
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fight against the propos 
mobile sales tax in D 
dealers have adopted ft 
slogan, ‘‘Let's * 


Pat Barbieri; Bill Plunkett 
tive vice-president; Alfred 


sr., MADA president; Bill 
Bloomberg. 


dealer and maker responsibilities, | 


will be placed before the NAD4 
Board of Directors at \its midygar | 
meeting opening Wednesday (June 
10) at Detroit’s Sheraton-Oédillac 
Hotel. 

The program would cover ad- 
vertising, merchandising and 
service responsibilities recom- 
mended by the association’s In- 
dustry Relations Committee. 

The 55-man board also is ex- 
pected to discuss NADA’s pre-| 


viously announced .Federal legisla- | 


tion program drawn up by its 
National Affairs Committee, 

A highlight of the three-day 
meeting will be the annual recep- 
tion and dinner Thursday night, at 
which executives of the auto com- 
panies will be guests of honor, 

Charles C, Freed, former NADA 
president and current NADA di- 
rector for Utah, will be master of 
ceremonies at the dinner. 

* of oe 


oo officers will have a meeting 
Tuesday (June 9) prior to the 
opening of the board session, which 
is being held in Detroit for the 
first time since 1955. 

The officers are Herbert L. 
Galles jr., president; Birkett L. 
Williams, first vice-president; A. 
E, White, secretary, and John H. 
Lander, treasurer. Executive vice- 
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Talk of Smal 


To Trim C 


réilek 


Dealers Split on Outlook 


By Robert M, Lienert 
Associate Editor 

hyp cde cars from the Big 

Three? So what? That just 
about sums up the attitude of new- 
car dealers and John Q, Public, 
according to a nationwide market 
check conducted by AUTOMOTIVE 
News. 

In general, dealers reported few 
inquiries about and little discus- 
sion of the Chevrolet Corvair, 
Ford Falcon and Chrysler Corp. 
Valiant due to debut this fall. 

They would much rather talk 
about the current market, which 


.| finds most makes selling at rates 


far ahead of those of a year ago. 
Although some complain about 


-| the scanty profits on new-car sales, 


most dealers are in the black. Fur- 
thermore, used-car trade is running 
at peak-of-1959 levels in nearly 


Also are scheduled to meet before 
| the board convenes: Nominating, 
| Policy and Bylaws, Business Man- 
|agement, Guide Book, National 
| Affairs, Personnel Relations, Inter- 
pe Relations, Insurance, Con- 
(Continued on Page 4, Col, 1) 


Dodge Dealers 
Lose Plymouth 


To Get 118-Inch Car 
In ’60 Line This Fall 


By John K, Teahen Jr. 
Staff Writer 
pjreees dealers will give up 
Plymouth next fall and will 
begin marketing a new 118-inch 
wheelbase car called the Dart, 
But reports that Chrysler and 
Imperial dealers also will lose 
Plymouth are false, AUTOMOTIVE 
News has learned. 


Plymouth will continue to be 
handled by most DeSoto, Chrysler 
and Imperial dealers, plus some 
200 exclusives. It is reported that 
all Chrysler Corp. dealers who 
hold Plymouth franchises also 
will sell the Valiant, the com- 
Pany’s new smaller car. 

Dodge exclusives and Dodge 
duals or multiples with DeSoto, 
Chrysler and Imperial also will get 
the Dart, it is said. 

It is reported that a dealer will 
not be allowed to handle both 
Simca and Valiant, Dealens who 
get the Valiant will have to give 
up the French impogt. 





= Dart is-a full-sized car with 
more conservative lines than 
current Chrysler Corp. offerings. 
Its 118-inch wheelbage is the same 
as that of the ’59 Plymouth, the 
car it will replace in Dodge-Plym- 
(Continued on Page 47, Col, 1) 





every major marketing area in the| 


country. 
* & om 

a apparent lack of interest in 

upcoming small cars at a time 
when Big Three factories are 
feverishly preparing for their pro- 
duction might come as something 
of a surprise at first glance. 

Market analysts for the fac- 
tories, however, probably don’t 
have too much to worry about, 

Dealers, with fat stocks on. hand 
and small-car debuts still at least 
three months away, are certainly in 
no mood to drum up enthusiasm for 
a product which isn’t in the show- 
room now. 


As for apparent public apathy 


dope” 
last winter that the o 


* 


NEW ENGLAND dealer ven- 

tured that perhaps the public 
doesn’t even know about the Big 
Three small-car announcements. 

Then, too, a hot prospect for 
one of the new compact cars has 
little to gain by stalking his 
dealer’s showroom or talking to 
salesmen at this time. 

Despite many glowing reports on 
the current sales pace, there were 
scattered indications that a soft- 
ening. of the new-ear. market may 
be at hand. 

Many dealers reported a spotti- 
ness in sales—either: from line to 
line, from month to month or from 
week to week. 

. * a 


[STSRESTINGLY, where slowups 
were noted, not a single dealer 
was willing to pin the blame on 
small-car announcements, 

In cities where-local economies 
are geared to the steel industry, 
prospects of a strike most often 
were blamed as the key sales de- 
terrent. 

Others mentioned seasonal fac- 
tors, the aftermath of sales contests 
and a variety of standard explana- 
tions. 

There is, of course, a possibility 


Top Cars 

New-car registrations for three 
months, plus 31 states for April: 
1959 1958 
Pos. Pos. 
1— 395,298 358,808— 1 
383,055 276,287— 2 
104,442 96,441— 4 
103,377 71,152— 6 
93,404 111,360— 3 
86,027 36,929—10 
76,475 84,725— 5 
42,711 38,216— 9 
41,959 39,200— 7 
36,913 11,528—14 
35,084 39,121— 8 
15,956 19,378—11 
13,776 13,438—13 
15,820—12 


9,712—15 
Imperial = 
Misc. 718,261 
Total All Makes. . 
1,600,851 1,305,633 
Further details on Page 38. 


Make 
Chev. 
Ford 
Olds. 
Pontiac 
Plym.. 
Rambler 
Buick 
Cadillac 
Mercury 
Stude. 
Dodge 
Chrysler 
Edsel 
DeSoto 
Lincoln 


oo 





that dealers reporting a lack of 
small-car interest are merely un- 


| able or unwilling to read the hand- 


writing on the wall as the sales 
curve flattens out or dips. 
* * + 

EALERS were unable to agree 

on what effect the new compact 
cars will have on the overall auto- 
mobile market. 

Some say they will open up 
new fields of selling; just as many 
insist they will merely a from 


1 upset the entire used-car 
arket, They'll hurt imports. 


They'll help, They’ll hurt stander’ Ate 


sized cars, They’ll] kill medium-pri 
makes, They won't sell at all. 

At this stage.of the game, every 
man’s estimate carries as much 
weight as the next. 

” - ” 
7 MAY be a bit early for cer- 
tainty, but there are preliminary 
symptoms of uneasiness in the 
market place. 
The admitted spottiness in sell- 
(Continued on Page 43, Col, 1) 


‘Right’ to Cancel 
Seen Jeopardized 
By Court Ruling 


By Maynard M. Gordon 
News Editor 

| WHAT may prove a historic 

legal breakthrough, a Federal 
Court of Appeals ruled last week 
that an auto manufacturer runs 
the risk of violating the antitrust 
laws when it cancels or threatens 
to cancel a dealer. 

“The use of a short-term can- 
cellation provision for the pur- 
pose of violating the law is itself 
a violation of the anti-trust law,” 
the Sixth Circuit Court held at 
Cincinnati. 

The opinion—a unanimous one by 
three judges—was handed down in 
a $1% million antitrust suit by 
Englander Motors, Inc., of Cleve- 
land, against Ford Motor Co. The 
decision reversed a Ford motion to 
dismiss the suit.and remanded the 

case for trial. 
* * Oo” 

fru scope of the opinion will 

not be felt until the Englander- 
Ford tase is tried by Federal Dis- 
trict Court in Cleveland. But the 
fact that the Circuit Court of Ap- 
peals saw fit to spell out its think- 
ing at such an early stage held 
great significance for auto indus- 
try attorneys. 

Despite passage of the good-faith 
law in 1956, Federal courts have 
consistently ruled that the dealer 
as signer of a franchise agreement 
is beholden to the hire-and-fire 
whims of the factory. 

This “controlling rule,” first 
enunciated in the famed 1933 
case of Ford vs. Kirkmyer, was 
reiterated by the Fourth Circuit 
Court of Appeals as recently as 
January, 1958, in a cancellation 
suit against Ford by Miller Mo- 
tors, of Winston-Salem, N. C. 

Last week, however, the sanctity 
of the factory’s cancellation power 
was jeopardized for the first time 
(Continued on Page 4, Col. 3) 
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BEDFORD, Pa.—(UTPS)—N e w- 
car dealers were advised here last 
week to do the thing that is best 
for them on the same basis “the 
factory and its representatives are 
supposed to do the thing that is 
best for the factory.” 

The statement was made in a 
speech prepared by Harry J, Vick- 
ery, operator of Vickery Motors 
(Ford), Houston, Miss., at the open- 
ing business session of the 39th 
annual meeting of the Pennsylvania 
Automotive Assn. 

David G. Reese, operator of Dave 
Reese Oldsmobile, Inc., Drexel Hill, 
Pa., president of PAA and nation- 
ally known expert in the field of 
business management, presided at 
business sessions at which Vickery 
addressed dealers on the subject, 
“How a Small Dealer Makes 
Money.” 

Delegates were to hear a clos- 
ing address from H, L, Galles jr., 
of Albuquerque, N. M., NADA 
president and president of Galles 
Motor Co, (Cadillac-Oldsmobile). 
He was expected to review NADA 


Rambler Claims 
66% Gain in May 


DETROIT.—Rambler retail sales 
in May were 66.1 percent over the 
1958 month, said Roy Abernethy, 
vice-president of automotive distri- 
bution and marketing of American 
Motors. 

Rambler dealers delivered 33,795 
new cars in the month, against 20,- 
349 last May, he said. 

Deliveries in the model year total 
222,328, compared with 97,956 in the 
comparable year-ago period, a gain 
of 127 percent, Abernethy said. Or- 
ders on hand from dealers, Aber- 
nethy said, indicate June will be 
the highest retail sales month in 
Rambler history. 
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Must Look Out for Self, He Tells Pa. Parley .. . 


Small Dealer Views the Business 


policy and programs for the com- 
ing year. 

Sales management and the im- 
portance of good salesmen was to 
be covered in a talk to be heard 
from W. Heartsill Wilson, sales 
consultant for Plymouth-DeSoto. 

Others to appear on the conven- 
tion program were Edward M. 
Hyde, advertising director of the 
Sharon (Pa.) Herald, and Frank J. 
Fellows, Harrisburg, assistant man- 
ager of PAA. 

Vickery told dealers no establish- 
ment is entitled to be called a 
business unless it operates at a 
profit, and described how he has 
operated the small dealership he 
took over last Nov. 15, uninitiated 
in the automobile business, having 
been born on a farm and educated 
in agriculture. ~ 

“We started small and we are 
still little,” he said, “yet we are not 
so small that we have not been 
brainwashed on volume selling. 

“We have tried to learn the 
business and have learned one 
thing the hard way. It was our 
business and no one gave a tink- 
er’s dam whether we won or 
lost.” 

Vickery went on to declare: 

“This last statement includes the 
factory, despite the crocodile tears 


that are shed over the smal] profits | 
that you and I make. If I, or you, | 


expect to stay in this game we 
must do the thing that is best for 
us, not necessarily what some fac- 
tory representative has dreamed up 
that will sell another thousand 
automobiles for his factory. 

“Some factory representatives,” 
Vickery stated, “would have you 
believe that they are Simon Legree 
and they can crack the whip at 
will, but if you have guts and hold 
your own with competition, have 
no fear.” 

Action was expected at the con- 
vention in the way of renewed 
opposition to a legislative pro- 
posal to remove the tradein ex- 
emption from Pennsylvania’s 
sales tax. 

E, W. Parkinson, PAA’s assistant 


Best Summer Since 1955 
In Store for U. S. Economy 


By Kenneth C. Kelley Jr. 
Staff Writer 
Y one major cloud was on 
the horizon as the economy of 
the U. S. moved into what will 
probably be the best summer for 
businesses generally since 1955, 

The cloud is the possibility of a 
steel strike on July 1. There were 
solid indications that just about 
every other sector of the economy 
will roll through the summer at a 
near-boom pace. 

With the economy on such a 
strong upward movement, many 
observers believed it would take 
a long and widespread steel strike 
te slow the business pace. 

All Federal Reserve banks re- 
ported that bank debits, a measure 
of overall business activity, con- 


tinue to run well ahead of the 1953) 


pace. Sharpest gains in April were 
reported in the Boston and Rich- 
mond Federal Reserve districts. 
The individual Federal Reserve 
banks have made these recent 
comments on business conditions on 
the regional level. 


* 


New England 


7es Boston FRB reports that 
businesses in New England have 
been slow to increase capital- 
spending plans, despite the pickup 
in the economy. 

Manufacturers in the area plan 
to spend $490 million on capital 
items in 1959, a gain of 2 percent 
from the 1958 total, The bank 
added, “The figure is still far 
below 1957 expenditures.” 

The bank noted that larger com- 
panies seem more willing to in- 
crease capital spending plans than 


the smaller firms in the area. 
ca + x 


New York 


money market continues to 


I grow tighter and interest rates’ 


continue to go up, according to the 
New York FRB. 
Higher interest rates are being 





charged by banks on business 
loans and the Government is pay- 
ing more on short-term borrow- 
ing. The interest upswing resulted 
in a one-half percentage-point 
boost in the discount rate in late 
May. This is the interest paid by 
banks on borrowing from the 
Federal Reserve System. 
The increased demand for loans 
has left the nation’s banking system 


(Continued on Page 8, Col. 1) 











general manager, noted that the 
organization was successful in op- 
posing removal of the tradein 
exemption from the measure enact- 
ed recently increasing the state’s 
sales levy from 3 to 3% percent. 
Parkinson repeated an_ earlier 
warning to Pennsylvania car and 


truck buyers that they will be faced |. 


with double taxation unless they 
join in the protest to the Legisla- 
ture against removal of the tradein 
exemption from the levy. 

“At present,” he explained, “the 
tax applies to only the cash dif- 
ference between the full price of 
the new car being purchased and 
the amount allowed in trade, but 
removal of the tradein exemption 
would make the total selling price 
of the vehicle being purchased 
subject to the levy, with no credit 
allowed on the car being traded 
in,” 

Parkinson stressed that Pennsyl- 
vania dealers did not oppose the 
increase in the levy to 3% percent 
since the need for additional reve- 
nue for many state-aided programs 
was recognized, but declared that 
“we are unalterably opposed to 
double taxation which would re- 
quire purchasers of vehicles to pay 
over again a tax which he has 
already paid.” 

Directors were elected by the 
general membership at the close of 
Thursday's session. The board was 
scheduled to meet immediately 
afterward to elect new officers for 
the coming year. 

Other activities during the con- 
vention was a golf tournament, spe- 
cial programs for the ladies in 
attendance and a variety show for 
all delegates, their wives and guests. 


Vermont Dealer 
Sues Ford Over 
Claims for Edsel 


BURLINGTON, Vt.—Robert G. 
Shearer, Burlington automobile 
dealer, has filed a $35,000 contract 
suit against Ford Motor Co. in 
U. S. District Court here in what 
has been described as a test case 
involving the Edsel. 

Shearer claims that Ford com- 
pany induced him to open an Edsel 
dealership here, contending the 
Edsel would have a large sale be- 
cause it was a quality car and 
would be priced to meet competi- 
tion from certain models of Ford, 
Chevrolet and Plymouth. 

After going to much expense, 
Shearer claims, he found that the 
Edsels delivered to him lacked the 
promised quality and were priced 
too high to be competitive with 
these other automobiles. 

The local action is apparently the 
only suit in the country which has 
arisen from the Edsel promotion, 
according to L, John Cain, Burling- 
ton, counsel for Shearer. 


Business Barometer 


Automotive News Economic Index — 
99.0 Percent of Last Week 
126.3 Percent of Like Week Last Year 


Percent of Like Week 
Last Week Last Year 


Auto Production 
Truck Production 
Auto Registrations—Year,to date. . 
Truck Registrations—yYear to date. 
Steel Production—tTons 

Lumber Production—Board feet... 
Paperboard Production—tTons.... 
Soft Coal Output—tons 

Oil Refinery Output—Barreis .... 
Electric ag egg hours.... 
Barometer ight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index....... 
U.S. Government Spending 

—Fiscal year to date 


Savings Deposits . 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks 


June 3 
37 
67%, 
71% 


50% 


May 27 1959 Range 
36% 43%-25, 
692 725%-50% 
72, 734%,-50% 
51 525-45 


wees $84,985,577,000 
Commercial and Industrial Loans $31,061,000,000 
$28 501,000,000 


Percent of 


117,371 
25,345 
1,600,851 
245,231 
2,650,000 
263,811,000 


87.9 
92.9 


176.3 
169.6 
122.6 
132.4 
169.1 
110.3 
129.9 
115.0 
103.7 
114.4 
115.0 
109.4 
131.6 


100.2 
100.5 
102.7 
102.0 
100.7 

98.7 

98.8 
102.2 
100.0 


113.2 
105.7 
103.1 
107.4 

95.0 


100.3 
100.0 

98.6 
101.9 


$1,047 
264 


Common 
Stocks June3 May 27 
48%, 
44Y, 
11l\% 


45% 


1959 Range 
485% -39% 
48 -32% 
154%-10% 
58-40%, 
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Simca's New U. S. Entrants— 
Featuring 


curved windshields and wraparound 


rear windows with 30 percep 


more total glass area, these two new additions to the Simca line will be show, 


in dealers’ 


showrooms starting June 26. 


The Elysee (foreground) is a four-doo 


sedan with a new body on a 96-inch wheelbase. The Grand Large two-door hardtop 


is at left. 
engine. 


Both use Simca's front-mounted, 48-h.p., four-cylinder overhead val. 


Simca Shows 2 Models, 
Plans to Add Dealers 


By Maynard M, Gordon 
News Editor 

NEW YORK.—Confident of Sim- 
ca’s future in the U, S. market, 
Chrysler Corp. officials announced 
plans Thursday to expand both the 
model offerings and the dealer 
organization. 

At previews here and in Los 
Angeles of a new P-60 line, Chrysler 
Sales Vice-President E. C. Quinn 
spoke of Simca’s potential as if his 
own Valiant and the competitive 
Corvair and Falcon would make no 
difference to imported cars. 

“There is a need for additional 
dealers in those areas where we 
have not as yet realized the full 
potential of the growing interest 
in imported small cars,” said 
Quinn 


The "P-60 line includes two! 
dressed-up models on the 96-inch | 


wheelbase of the economy Aronde 
series. The Elysee is a four-door 
sedan and the Grand Large is a 
two-door hardtop, Both new models 
use Simca’s four-cylinder, 48-horse- 
power engine. 

Prices for the Elysee and Grand 
Large will be announced June 26, 
when the 720 Simca dealers in the 
U. S. put them on sale, 

David R. Crandall, national direc- 


tor of Simca sales, reported that} 
the French make retailed 17,000) 


cars in the first five months of this 


year—almost as Many as were sold | 


all last year and triple the number 
sold in the January-May period of 
1958. 

“Interest in and demand for 
small imported cars continues to 
grow,” Crandall declared, “and 
the economy imported-car market 
still has a strong head of steam 
with no sign of running down.” 

Among the features of the Elysee 


and the Grand Large are curved! 


windshields and backlights with 30 
percent more total glass area, an 
improved shift linkage on the four- 
speed transmission and a more 
efficient heater system. 

The Elysee features an oval- 
shaped, vertically striped chrome 


grille and forward-sloping hood. A/| 


silver metal arrow extends the full 
length of the car from the hooded 
headlamps to the tip of the slightly- 
finned rear fenders. 

The word Simca in chrome block 
letters arches over the grille and 
is featured on the rear of the new 
models. A factory-installed, tubular 
guard protects the front grille while 
oval-shaped rubber-tipped guards 
are fixed to both front and rear 
wrap-around bumpers, Special 
chrome wheel covers are set off 
by a circle of black dashes. 

Both the Elysee and Grand 
Large models have new instru- 
ment panels with a horizontally- 
reading speedometer which in- 
cludes a daily mileage indicator, 
fuel gauge, oil and electric charg- 
ing indicators, new heater control 
and a large glove box. 

A heater and defroster, a two- 
tone horn for city or country driv- 
ing, reclining front seats and a 
windshield washer also are standard 
equipment, There is a covered ash 
tray in the center of the top of the 
instrument panel and an ash tray 
in each rear door of the Elysee, 

Simca’s brocade upholstery comes 
in four colors—blue, green, red and 
brown combined with vinyl, Single- 
tone body colors include: Diamond 
black, Chinese ivory, Copenhagen 
green, princess gray, burning coal 


|red, Venetian beige, Leman blue 
and Periwinkle blue. 

Both the Elysee and the Grand 
Large may be obtained at no 
extra cost in 17 two-tone com- 
binations of these eight colors 
with the roof painted a different 
color from the body. An anodized 
aluminum insert in the arrow-like 
side molding is available without 
extra cost. 

| Front seats are made of foam 
rubber and there are arm rests on 
all P-60 doors, Ceilings on the 
|Grand Large are of perforated 
vinyl. 

In the new Simcas the gear shift 
mechanism is contained in its own 
separated tube parallel to the steer- 
ing column and enclosed in its own 
plastic outer casing, according to 
Lou Brucker, national Simca serv- 
ice manager. 

“The result is greater ease in 
gear shifting through all the 
gears from first through fourth 
gear. Furthermore, the gear shift 
connecting rod lever is adjustable 
and is linked to a rigid part of 
the body, thereby always ensur- 
ing smooth shifting,” he added. 

Simca gears from two through 
four are of the synchromesh type, 
Brucker noted. 

Changes in the P-60 air cleaner 
are said to provide a greater 
amount of heated air in winter. 
The heater distribution duct has 
been modified and the core en- 
larged. 

The new Simca models are being 
shown Simca dealers at 19 meetings 
across the nation through June 12 

7 * 7” 


Chrysler to Assemble 
Simeas in Britain 

LONDON. — Simcas im ported 
from France will be assembled here 
by Chrysler Motors, according t 
Wendell Clough, managing director 
of the Chrysler Corp. subsidiary. 

He said the French cars will be 
assembled in the plant where Dodge 
trucks have been turned out for 
the last quarter century. 





Corvair’s Size 
Put at That of 


Prewar Cars 


DAYTON.—Some “hints” of what 
General Motors’ new small car 
look and be like were dropped here 
recently by Dr, Peter Kyropoulos. 

Dr. Kyropoulos, technical director 
of the GM Technical Center at De 
troit, said Chevrolet’s Corvair 
be about the size of autos produced 
in the early 1940s. It will make its 
first public appearance in the fall. 

The Corvair will not be built 
along the lines of Chevrolet’s Cor 
vette sport car, Dr, Kyropoulos said. 

“It will be a completely new ct 
not a derivative of any previous 
models,” he said. ; 

“It will be big enough for family 
vacations but smal] enough 
economy. It will not be as 
as today’s models but it will be 
more functional. There will be less 
power and more mileage.” 

Dr. Kyropoulos dodged specific 
questions on engine size and desig™ 
saying this kind of information was 
still an industry secret. The Corvalf 
will introduce a rear engine to the 
U. S. auto making scene. 























by Robert M. Finlay 
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OW should the auto 
meet its problems? 
You can find a lot of answers to 
this. During a visit with M-E-L 
folks, Ben D, Mills, general man- 

ager, took this position: 

“I believe that there are few 
problems in the industry which 
cannot be solved, 
if we make it our 
No. 1 aim to earn 
the confidence of 
the general public 
with respect to 
the product, serv- 
ice and dignity of 
the deal.” 

This is a state- 
ment that is diffi- 
cult to quarrel 
with, and I think 
it is a position 
sincerity. 

Yet it seems only fair to re- 
mark that if the industry has 
been trying to win public confi- 
dence in the past, we can chalk 
up a dismal failure, The strength 
of this viewpoint doubtless will 
vary with how close you are to 
retail auto selling. 


* * 


industry| and, while factory men said they 

did their best to get the best 
possible dealers, they were not 
always successful. 

For the last four or five years, 
dealers have been slugging it out. 
Sound business principles have 
been ignored or forgotten, But 
there has been under way in the 
past two years sincere efforts by 
both factories and dealers to re- 
turn basic decency and honesty to 
the auto business. The industry can 


not do this in a day. 


* * * 


Three Problems 


= E. BOWIE, general 
sales manager of M-E-L, said 
that dealers have three main prob- 
lems today—how to get salesmen, 
how to train 
them and how to 
compensate them 
in order to keep 
them. 

The job, he 
said, 





Ben D. Mills 
that Mills takes with 





communica- 
tions involving 
makers, staff and 
dealers. 

In doing some- 
thing about it, 
makers are understandably wary of 
doing anything that might curtail 
competition. 

They note that some dealers feel 
that if a rival dealer outsells him, 
he is being unethical. 

* ce 


Today’s Deal 


_—— those closer to the public 
than to the trade, you get vary- 
ing reactions when you mention 
salesmen and the dignity of the 
deal. 

“Ha,” says a friend in the adver- 
tising business, “the only deals you 
get today are the mile-high deal 
(discounts), the near-sighted- 
appraiser deal and the no-money- 
down deal.” 

This is the common reaction. 
An unusual one is that of Bert 
Doane, a penetrating observer of 
auto selling who is admired by 
many dealers for his sales record- 
ings. 

After many years of association 
with salesmen and their problems, 
Doane makes it a practice to avoid 
saying anything that would tend to 
tear down salesmen. 

“The big need,” he said, “is to 
build salesmen up.” 

x 


The Important People 


N LINE with giving sales first 
attention, the dealer should look 
on his salesmen as the most impor- 
tant people in the dealership, Doane 
insists. 

He should select them with care, 
train them with patience, inspire 
them daily and compensate them 
in proportion to their importance. 
He must lead them over the rough 
spots by taking an attitude, based 
on knowledge of the business, that 
will keep them plugging, keep them 
going out after prospects before 
they get to be shoppers, 

Yet, Doane asks, how often do 
you find salesmen the most 
abused men in the business—the 

least trained, the poorest man- 
aged, the victims of chiseling 
compensation programs? 

And, when sales become most dif- 
ficult, when dealers need salesmen 
most, you often find dealers firing 
salesmen in the name of cost con- 
trol. 

Is it possible for auto dealers 
to keep good salesmen in good 
years and bad? Is it possible to 

elevate the stature of auto retail- 
ing when we look on salesmen as 
temporary employes? 

Any real quality selling program 
in the auto industry calls for the 
facing up to some of the bitter 
truths about auto retailing—as they 
appear to the public. Too often we 
blind ourselves to these truths by 
complaining about what “those 
chiseling shoppers” are doing to us. 

This, we know, is foolish, for the 
industry itself is responsible for the 
sales practices of the industry. 


. 
Makers Do Not Buy | 
IS PERHAPS unfortunate that 
automobile manufacturers do not 
buy automobiles at retail, so they 
never get very close to the bounc- 
ing around a customer takes at 
the hands of the system salesmen. 

Nonetheless, the M-E-L men feel 
that progress has been made in the 
last few years and that we are on 
the way toward greater progress. 

Walker A. Williams, a veteran 
and respected figure in the sales 
field, points out 
that there will al- 
ways be some 
wild practices 
caused by margi- 
nal dealers in dis- 
tress. 

And, of course, 
distress for one 
usually means 
distress for 
others, for deal- 
ers in such a 
market must deal Walker Williams 
with a public confused by distress 
merchandising. 

Here Williams noted that in its 
efforts to clean up deception of the 
public, Ford has written to some 
dealers notifying them that they 
are in violation of their sales agree- 
ments. 





C. E. Bowie 


* 








* 
* * 


Perspective 
BACKWARD look is of value 
to get perspective on present 
auto dealing, Williams pointed out. 
During the war, dealers learned 
that they could fare well on service 
alone. Then came the years of the 
tremendous backlog of demand for 

new cars. 

In the early postwar period, 
also was a tremendous de- 
mand for dealer sales agreements, 


* 
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Ala. Newspaper Hails 


‘Live Better’ Campaign 


MONTGOMERY, Ala.—The 
Montgomery Advertiser in a page 
advertisement commended auto 
dealers of the city for their “do 
something about it attitude” and 
for their cooperation in the “Live 
Better by Far with a Brand New 
Car” campaign. 

The Advertiser stated that 
total auto registrations during 
the period of this promotion 
(Apr. 6-20) were up 80 percent 
over the same period a year ago 
and up 27 percent and 21.5 per- 
cent over periods prior to the 
promotion, The newspaper said 
more than $1 million worth of 
cars were sold during this pe- 
riod, 








Public Put on the Alert... 





R. I. Group Hits Anew 


By Thomas L, Forbes 
Staff Correspondent 


PROVIDENCE. — Continuing its 
drive to restore public confidence 
in automotive retailing, the Rhode 
Island Automobile Dealers’ Assn. 
|has alerted the public against 
questionable practices by certain 
dealers in the state. 


The warning was issued by the 
dealer and public relations com- 





Residents of Central Louisiana turned out in force to view the area's first auto- 


mobile-truck show in Alexandria. 


chairman, termed the show a success. 





Price Is Dominant Theme 


The show, featuring 70 vehicles, was sponsored 
by 14 members of the Alexandria Automobile Dealers Assn. 


John Adams, show 


In Dealer Advertising 


By John K, Teahen Jr. 
Staff Writer 
RICE is the dominant theme in 
dealer advertising as the ’59 
model season moves into its final 
months, but many retailers have 
discovered that originality also has 
a place in newspaper messages. 

In Memphis, John Wellford Co. 
mentioned a discount of $1 a 
pound for buyers of Dodges, 
Plymouths and Larks. “The 
more you weigh, the less you 
pay,” the dealership chanted. 
“Million-Dollar Dividend Days” 
were staged at Clayton Motors 
(Ford), Hartford, Conn, The cur- 
rency was in “spendable Bolivian 
dollars” and went to the persons 
who best completed the sentence, 
“I think the ’59 Ford is the world’s 
most beautifully proportioned car 
because ... ” 

* a” a 
ULL-DOBBS FORD, Louisville, 
gave a crate of oranges with 

each new car, and Byron Stout 


Pontiac, Wichita, offered a bicycle|- - 
prices, we do not discount the value | 


for a penny with new cars and $25 
worth of groceries for a penny with 
used cars. 

Martin Motors (Chrysler-Plym- 
outh-Lark) turned the spotlight on 
behind-the -scenes employes in an 
institutional advertisement. Pictures 
of the company’s receptionist and | 
bookkeeper-cashier appeared in the 
ad. 

Dealers in steel towns are seek- 
ing to assure would-be buyers that 
they will not lose their cars in the 
event of a strike. 

Kenny Ross Chevrolet, Pittsburgh, 
said “special arrangements have) 
been made with our finance com- 
panies to help you through an un-| 
employed period,” and Edmund’s| 
Ford Town, Birmingham, Ala., de-| 
clared that “99 cents per month will 
assure you of enjoying your new) 
Ford free from worry if you go on | 
strike.” 


* * * 


| 
 & KANSAS CITY, Rudy Fick 

Ford celebrated a “Decade of} 
Progress” by paying cash dividends 
to purchasers of new and used cars 
and trucks and to all parts, acces- 
sories and service customers, 

“As soon as you make any pur- 
chase, whether for $1 or $5,000,” the 
company said, “bring your invoice 
to the cashier and you will be given 
a cash dividend immediately.” 

The dividend period begar May 
25 and was to last “until the 
entire dividend fund is distrib- 


| the two-cars-for-one-price program 
is Capital Plymouth, Inc., Talla- 
hassee, Fla., which offered a Plym- 
outh and a Fiat for $460 down and 
$97.45 per month. 

The idea was first used by Hine 
Pontiac, Dallas, which applied it to 
Pontiacs and/or Vauxhalls, and it 
has spread to several other areas. 


* 


* 


Witt so many dealers quoting 
weekly terms, it was only a 
matter of time until someone began 
talking about the daily bite, In 
Birmingham, Ala., O. Z. Hall (Ford) 
advertised a Galaxie for $1.67 per 
day and a Custom 300 V-8 for $1.33. 
Neither figure included insurance. 


Farrow Nash Co., Ventura, 
Calif., used a single ad to seek 
additional salesmen and to pro- 
mote its sales policies. 


The company said it needed more 
personnel and continued: “We sell 
our Ramblers at low, low prices 
. But even though we discount 


of a qualified salesman, . 

“We want no high-pressure 
pitchmen, no tricksters, no sleight- 
of-hand artists. We have an honest 
deal for our customers, and we 
want men who can explain it hon- 
estly. . . . If you’re such a man, 

(Continued on Page 48, Col, 1) 











At Unethical Dealer 


mittee of RIADA. It was carried 
in the Providence Sunday Journal. 

Emphasizing that unethical meth- 
ods are employed by only a small 
fraction of the dealers, the com- 
mittee noted that the practices 
tend to destroy public confidence in 
auto retailers generally. 


Addressed to every potential and 
actual buyer of a car, new or used, 
the committee’s statement cautions 
such prospects against: 

A downward readjustment of the 
tradein allowance after the pur- 
chase contract has been signed, 


Increased finance charges by 
the seller after a sale agreement 
has been consummated, thus in- 
creasing the size of payments, 


Adding tc the buyer’s obligation 
with an additional payment or two 
in excess of the number originally 
contracted for—or thought he had. 


The RIADA also warned buyers 
to insist that all papers be filled in 
and completed before they sign. 

It was further suggested that 
the buyer should make certain that 
the dealer or sales manager sign 
acceptance of the order; insist 
upon a copy of any and all papers 
signed by himself and the dealer; 
obtain a clear understanding in 
writing as to the warranty; and 
make certain as to the insurance 
coverages and their duration. 


RIADA coupled the warning 
with a suggestion that any buyer 
who feels he may have been vic- 
timized by a dealer report the 
malpractice, deception or wrong- 
doing in writing to the Rhode 
Island Automobile Dealers’ Li- 
cense Commission. 


This state agency is headed by 
Leo B. Carey, a former RIADA 
president. It has the power to sus- 
pend a dealer’s license, and in ex- 
treme cases, can revoke it, 

The warning was prompted by a 
flood of signed complaints to the 
Providence Better Business Bureau, 
most of them involving about a 
half-dozen dealerships in the area, 
said Robert W. Pierce, association 
president. 

The committee is headed by 
Charles R. Burgess, and includes 
Carey; Franklin R. Hurd, associa- 
tion vice-president, Joseph L. 
Nunes, Frank A, Morrone and 
Alphonse A, Marcoux, directors, 


and Pierce. 


* ok 


Governor and Dealers 


Joust in Rhode Island 


PAWTUCKET, R. I.—Gov. 
Christopher Del Sesto and the 
Rhode Island Automobile Dealers 
Assn. became involved in bitter dis- 
pute last week over a “sleeper” 
bill passed by Legislature on the 
last day of the 1959 session. 

State House newsmen discovered 
the “sleeper” in bill after the gov- 
ernor had signed it, unaware of 
the full import of the eleventh-hour 
amendment. 

It exempts auto dealers from 
having to collect the state sales 

(Continued on Page 45, Col. 4) 


On the House... 


Welcome to NADA’s directors who are returning 
to Detroit this week for their mid-year session 
after several years’ absence. They’ll confer with 
factory officials, too. Meantime, NADA last week 
reported it has total assets of $2,300,396, including 
$900,212 in government securities and $1,112,753 in 


land, building and equipment. Rented space in 


$1,696,445... . 


Wemhoff 





uted.” 
Among the latest dealers to adopt | 


NADA’s Washington building brings 
revenue annually. NADA’s net worth is reported at 


in $105,000 


Ford’s first dealer in Belgium (1908), Jules 
Gohman visited the Rouge plant for the first 
time last week, reported that he made more 
money on the walnut boxes the Model Ts were shipped in during 
the early days. Sold boxes to carpenters for $3 each, while the 
cars sold for $300 each, “but it wasn’t easy to sell them” ... “Don’t 
learn the tricks of the trade; learn the trade,” advises a pinup card 
of the North Dakota dealer group. ... 

Los Angeles dealers have elected the following directors: Wilson 
Albertson, Mel Alsbury jr., A. E. England, Frank French, Phil Hall, 
Corson Ide, Irvin Kaiser, Clarence Walker and Ray Wilson. . . . 
Dealers Troy Smith ang George Hunt have been elected mayor of 
Liberty and Lexington, N. C., respectively. 


—Pete Wemuorr, Editor, 
Automotive News 
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Meet This Week in Detroit... 


NADA Board to Study 
Quality Dealer Plan 


(Continued from Page 1) 


vention and Exhibition, Public Re- 
lations and Budget Review. 
* * * 


ACT company executives who 
will attend the dinner include: 
AMERICAN MOTORS CORP. 

George Romney, president; Roy 
Abernethy, automotive distribution 

and marketing vice-president; V. 
E. Boyd, field sales manager; H. E. 
Cardoze jr., national used-car man- 
ager; Roy D. Chapin jr., automo- 
tive division general manager; W. 
H. McGaughey, communications 
vice-president, and C. M, Tilling- 
hast, automotive parts and service 
manager. 
CHRYSLER CORP. 

L. L, Colbert, president; J, A. 
Baubie, public relations director; 
P. B. Hopkins, director of service 
development and training; J, B. 
Wagstaff, director of the corporate 
sales staff; C, L. Jacobson, dealer 
relations vice-president. 

* * + 
Cc. NEVERGOLD, assistant to 
© dealer relations vice-president; 
W. C. Newberg, executive vice-pres- 
ident; J. E. Consolmagno, manager 
of public relations services; D, R. 
Crandall, Simca sales director, 

A, B, Nielsen, executive assist- 
ant to the automotive sales group 
vice-president; E. C, Quinn, gen- 
eral sales manager; R. C, Somer- 
ville, assistant to dealer relations 
vice-president, and L, I. Woolson, 
corporate manufacturing staff 
and services vice-president. 

CHRYSLER-IMPERIAL 

E. M. Braden, sales director, and 

J. T, Condon, dealer relations di- 


rector. 

DODGE 

M, C. Patterson, general man- 

ager; L, F, Desmond, executive as- 
sistant to the general manager; L. 
J, Ouellette, dealer relations direc- 
tor, and William J. Bird, assistant 
general manager. 

* mn 


PLYMOUTH-DeSOTO 
E, CHESEBROUGH, general 
*manager; J. W. Minor, mar- 
keting director; Kenneth M, Porter, 


Ford’s Walker 
Looks at Cars 
50 Years Hence 


NEW YORK.—Amid a celebra- 
tion held to commemorate 50 years 
of change and progress in America, 
an automotive stylist looked half a 

century into the 
future and pre- 
dicted five signi- 
ficant develop- 
ments. 

George W. 
Walker, Ford 
Motor Co. direc- 
tor of styling said 
that if present 
trends continue, 
cars of the future 
will have: 

G, W. Walker 1. Entire roofs 
made of glass with the structural 
strength of steel. The molecular 
structure would change with the 
angle of light to form a natural 
shade. 

2. Smaller and more compact en- 
gines, some of which will be pow- 
ered by chemical fuels. 

3. Changes in basic proportions 
to provide increases in passenger 
space without proportionate gains 
in overall size and bulk. 

4. Greater simplicity in styling. 

5. Cars that move through the 
air as well as those that continue 
to operate on the ground. 

Walker made his predictions at 
a luncheon marking the start of a 
reenactment of the 1909 New York- 
-to-Seattle race. 

The car of the 21st Century “will 
be thought of as a miracle of mass 
distribution, mass ownership, and 
the rising living standard, rather 
than as a miracle of mass produc- 
tion, as has been the case during 
the past 50 years,” he said. 

For this reason, he added, auto- 
motive styling will continue to be a 
most important factor in car mer- 
chandising. 








Plymouth dealer relations director, 

and Paul Herpolsheimer, DeSoto 

dealer relations vice-president, 
FORD MOTOR CO. 

Henry Ford II, president; Jo- 
seph E, Bayne, associate member 
of the Dealer Policy Board; 
Duane D, Freese, Dealer Policy 
Board member; William W, Her- 
sey, associate for dealer informa- 
tion. 

R, S. McNamara, car and truck 
group vice-president; T, J. O'Neil, 
Dealer Policy Board member; F. J. 
Spittle, Dealer Policy Board secre- 
tary, and T. H. Mecke, general 
public relations manager. 

FORD DIVISION 

J, O. Wright, general manager; 
Wilbur Chase jr., truck marketing 
manager; Walter J, Cooper, general 
sales manager; Carl T, Doman, na- 
tional service manager; H, E. 
Higginbottom, dealer relations co- 
ordinator, and C, J. Seyffer, dealer 


relations manager. 
* * * 


M-E-L 

BEX D, MILLS, general manager; 

Walker A. Williams, assistant 
general manager; C. E. Bowie, gen- 
eral sales manager; T. A. Griffith, 
Sales Administration Department 
manager; T, H. Holden, dealer 
representation and relations man- 
ager, and E. B, Rebhan, used-car 
sales promotion manager. 

GENERAL MOTORS 

John F, Gordon, president; 
Henry C. Botsford, advertising 
manager; Patrick Crowley, dealer 
relations director; Anthony De- 
Lorenzo, public relations vice- 
president; T, A, Dykstra, service 
section. 

William F. Hufstader, distribu- 
tion staff and dealer relations vice- 
president; Gail Smith, television 
advertising director; M. E, St. 
Aubin, service section director, and 
L. B. Yost, highway and traffic- 
safety section director. 

BUICK 

J. S. Hudgens, assistant general 

sales manager. 
CADILLAC 

F. H. Murray, general sales man- 
ager; W. H. Niven, executive as- 
sistant to general manager in 
charge of dealer relations, and C. J. 
Staufenbeil, national used-car man- 
ager. 

CHEVROLET 
owas’ N. COLE, general man- 
ager; Ed Cowan jr., national 
used-car and truck manager; Willis 
E. Fish, general sales manager; C. 
J, French, executive assistant to 
general manager in charge of dealer 
relations; Kenneth E. Staley, ex- 
ecutive assistant general] sales 
manager; C. A. Wilson, manager 
of dealer committee operations. 
GMC TRUCK & COACH 
Philip J, Monaghan, general 
manager; W. L, VandeWater, ex- 
ecutive assistant to general man- 
ager in charge of dealer relations, 
and R. C, Woodhouse, general 
sales manager. 
OLDSMOBILE 

Jack F. Wolfram, genera] man- 
ager; R, E, Gifford, used-car mer- 
chandising manager; W. O, Lampe, 
executive assistant to general man- 
ager in charge of dealer relations, 
and V. H. Sutherlen, general sales 


manager. 
PONTIAC 
George D, Dennis, executive as- 
sistant to the general manager, 
a om 


* 
STUDEBAKER-PACKARD 


Ro B. BENDER, parts and 
service division manager; El- 
wood W. Dalton, national used-car 
sales manager; S. A. Skillman, gen- 
eral sales manager, and C. F. Wat- 
son, merchandising supervisor, 
WILLYS MOTORS, INC. 

S. A, Girard, general manager; 
Cruse W. Moss, genera! sales 
manager; C. M. Ritchey, adver- 
tising and merchandising direc- 
tor, and James Beattie jr., as- 
sistant general sales manager, 


INTERNATIONAL HARVESTER 


Louis W. Pierson, sales manager, 
and D, F. Kuntz, assistant sales 


manager. 
WHITE 
N. O. Gresham, sales manager. 








Testing a Flying Scooter— 


Dr. William Bertelsen's home-built flying scooter sinks into a Neponset (Ill.) pond 
as the engine stalls during a demonstration flight for newsmen. 
mobile, the machine managed to fly four inches above the ground at 25 m.p.h. 


before water spray flooded the ignition. 





Court Ruling Seen Threat 
To Cancellation ‘Rights’ 


(Continued from Page 1) 


by the Englander decision, which 

found abuse of such power to vio- 

late Section 4 of the Clayton Act. 
* x oo 

AKING note of Englander’s 

charge that Ford forced sale of 
the dealership in 1952, Circuit 
Judge Charles C, Simons said in 
the opinion: 

“There is nothing intrinsically 
wrong with a short notice cancella- 
tion provision unless by its exercise 
Ford was able to coerce violations, 
and by” its use had forced Eng- 
lander to sell its business.” 

Concurring in Judge Simons’ 
opinion were Chief Circuit Judge 
Florence E. Allen and District 
Judge W. Wallace Kent. Their 
edict reversed Chief District 
Judge Paul Jones, who had 
granted Ford’s dismissal motion 
in line with the historic precepts 
stemming from the Kirkmyer 
case. 

The Circuit Court ordered the 
lower tribunal to explore in trial 
Englander’s charges that it was in- 
jured under the antitrust laws be- 
cause Ford, dissatisfied with the 
dealer’s parts and accessories sales, 
used the cancellation threat to 
force transfer of the business to a 
Dealer Enterprise setup at a sub- 
stantial loss. 

7” +. * 

NGLANDER MOTORS also won 

Circuit Court support for an- 
other violation it attributed to 
Ford and which Judge Jones had 
dismissed. 

Englander charged that in viola- 
tion of Section 3 of the Clayton 
Act, the public is injured because 
it must pay higher prices for parts 
and accessories purchased from 
Ford dealers. 

This is so, said Englander, be- 
cause the public is limited in 
obtaining such parts and acces- 
sories by Ford’s power to fix 
prices for goods and services and 
because the factory can control 
the dealers’ operations, including 
personnel, finances, stocks of 
goods and equipment. 

Judge Simons cited the Standard 
Oil and Richfield Oil exclusive 
dealing opinions as substantiating 
the basis of Englander’s allegation 
against Ford in this respect. 

In two other aspects of the deal- 
er’s complaint, Judge Simons called 
for further amplifications in trial 
proceedings. These centered about 
charges that Ford limited sale of 
“unauthorized” parts and fixed 
prices on many specific products 
and services. 

* a * 

aan Tes of the departure in 

thinking reflected by Judge 
Simons and his colleagues was the 
opinion last year in the Miller case 
by Chief Circuit Judge Simon E. 
Sobeloff, of the Fourth Court of 
Appeals. 

“.. The pressures unquestion- 
ably applied against Miller Mo- 
tors,’ Judge Sobeloff said, “were 





Called the Aero- 


legitimate under the circumstances 
and did not amount to an implied 
agreement not to deal in goods or 
commodities of other suppliers... 
We have carefully scrutinized the 
record and conclude that the find- 
ing is well supported.” 

In the Miller case, the Fourth 
Circuit unanimously upheld the 
District Court’s finding that 
Miller Motors was not entitled to 
antitrust damages because of ter- 
mination of the dealership, Miller 
Motors did not seek review of the 





decision in the Supreme Court. 

Congressional testimony which 
resulted in enactment of the good- 
faith law was injected into the 
Englander hearing last December 
before the Sixth Circuit, although 
the violations ascribed to Ford took 
place before the law was proposed. 

* * ” 
OOD faith is defined in the law 
as the duty of a factory or 
dealer to refrain from coercion, in- 
timidation or threats of coercion or 
intimidation in complying with or 
terminating a franchise. 

One Federal District Judge, De- 
troits Ralph M. Freeman, has 
ruled that the good-faith law is 
constitutional in a termination suit 
involving Chrysler Corp. 

Englanders Motors, now a Ram- 
bler dealer at 15311 Kinsman Rd., 
was represented in the Ford litiga- 
tion by Myron N. Krotinger, Her- 
bert A. Rosenthal and M. Alfred 
Roemisch, all of Cleveland. Charles 
W. Sellers, also of Cleveland, led 
defense counsel for Ford. 


Drive-Yourself Auto Show— 


The demonstration ride, recognized as an important device in any sales compaig® 


Flying Scooter # 
Makes Splash in 
Maiden Flight 


By Gene Booth 
Staff Correspondent 

PEORIA, IIl.—While various Goy. 
ernment contractors are spen 
millions trying to develop a fi 
scooter, a Neponset physician hag 
designed one for less than $2,000, 

Dr, William Bertelsen, 38-year. 
old general practitioner and preg. 
ident of Bureau County’s medica] 
society, test flew his Aeromobile 
last week for newsmen, 

With a new four-cylinder, 7% 
horsepower engine replacing ap 
earlier, smaller powerplant that 
was plagued with cooling trouble, 
the plywood-aluminum craft map. 
aged to fly four inches above the 
ground at 25 m.p.h. 

It met its downfall over a n 
pond, where water spray-—kickeg 
up from the craft's air jets—floodeg 
the ignition and stalled the engine 
The Aeromobile sank in knee-deep 
water. 

The principle used in his machine, 
Dr. Bertelsen explained, ig the 
“peripheral jet’ whereby air is 
forced out through an uninterrupted 
two-inch-wide slit which extends 
all the way around the machine’ 
base. 

The air forms a curtain beneath 
the craft, trapping air pressure in- 
side to provide lift. By directing 
the angle of the air coming out, 
the driver can move the Aeromo- 
bile in four directions or hover in 
one spot, according to Dr. Bertelsen, 

Dr. Bertelsen developed the 
machine as a solution to the 
problem of getting to patients 
over snowbound roads or flood 
waters, He said a 200-horsepower 
engine could raise the machine 
several feet off the ground. 

Starting in the doctor’s machine 
shop, the demonstration flight in- 
cluded a quarter-mile trip down a 
highway east of Neponset, a village 
about 40 miles north of Peoria, 

Dr. Bertelsen plans to refine and 
develop the Aeromobile further, 
and visualizes mass production of 
the craft at a cost less than that 
of automobiles. 

With proper engineering and de- 
velopment, he said, the machine 
could do any job performed by 
wheeled vehicles “except plowing— 
you need traction there.” 


S-P Purchases 
Gering Products 


NEW YORK.—Purchase ly 
Studebaker-Packard of 100 percent 
of the stock of Gering Products, 
Inc., was jointly announced by the 
two companies last week. Gering 
Products, Kenilworth, N, J., is @ 
volume producer of plastic com 
pounds, polyethylene film and pla& 
tic garden and industrial hose, 

Gering Products will be operated 
as a separate division of S-P, kt 
will be managed by Larry and 
Herman Gering, who have directed 
the activities of the company since 
its inception. 


and the auto show were combined for the first time at the “World Car Show ‘ 


at the Roosevelt Raceway, Westbury, N. Y. More than 90 cars, representing 24 differ 
ent foreign and domestic makes, were driven around the track in 28,647 demonstfe 
tion rides. A few of the 66,895 persons who visited the 10-day show are shown here 
as they take their demonstration rides. Dealers sold 144 cars, at a retail cost of 


$331,200, directly from the floor. An excellent list of buying prospects was compi 


through the use of a release form which each person was required to sign [for 


insurance purposes) before he was given 


his demonstration ride. 
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! Nation-wide success! Full 4-seater, all aluminum air cooled rear engine, 
26 h.p., famous mountain climbing pep and roadability, trouble-free 


erformance! Ask the dealer who sells them. Ask him how many 


e’s selling! No wonder it’s the wunder-buy of the imported car field! 
FROM WEST GERMANY 


SUUPRINZ *1398 


P.O.E. N. Y./HIGHER IN THE WEST 
FADEX COMMERCIAL CORPORATION: EXCLUSIVE UNITED STATES IMPORTERS OF NSU PRINZ / NSU SPORT PRINZ / BMW ISETTA 300 / BMW 600 / BMW 502 / BMW 503 / BMW 507 


; EXECUTIVE OFFICES: 487 PARK AVENUE, NEW YORK 22, PLAZA 1-7200 + NEW YORK SPARE PARTS CENTER: 421 E. SIST STREET, NEW YORK 28, TRAFALGAR 6-7010 
for 


WESTERN DISTRICT OFFICE AND PARTS CENTER: 319 VAN NORMAN ROAD, P.0. BOX 442, MONTEBELLO, CALIFORNIA, RAYMOND 3-3148 
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sion of Levies... 


No Change in Excise Taxes Seen 


By William Uliman 
Washington Bureau Chief 


WASHINGTON.—Excise-tax rates 
on motor vehicles and auto acces- 
sories are expected to stay right 
where they are now when Congress 
gets down to overhauling the na- 
tion’s tax structure this month. 

The present 52 percent income 
tax on corporations is also ex- 
pected to continue unchanged. 

Under law, these levies expire 
June 30. Last January, however, 
President Eisenhower in his budget 
message recommended that they 
be continued. 

He noted that in the current 
state of Federal finances, the 


month expires. Instead of it going 
back to its old permanent level of 
$283 billion, an increase will be 
voted if the Treasury’s bid for a 
boost to $295 billion wins. 

The excise tax on the transpor- 

tation of persons also will have 
advocates for repeal while the 
auto, distilled spirits, beer, wine 
and cigaret excises are under fire 
by respective interests. These 
were set in the Revenue Act of 
1951. . 
The so-called Korean taxes of 
| 1952, amounting to $2,225,000,000, 
|} and boosted year after year since 
| then, will be in the fireworks be- 
fore June ends. 





Treasury would only face a bigger | Last year the Administration op- 
deficit if these taxes were eal posed all amendments offered on 


to expire June 30. 
While Congress is expected to 


the Senate floor to reduce taxes, 
land the same opposition may be 


renew the corporate rate as it is,| expected again this year, 
there no doubt will be an attempt| Late oor month, Rep. Wilbur 


made to modify the normal and 
surtax relations so as to give relief 


Mills, Arkansas Democrat and 
chairman of the House Ways and 


to small business. | Means Committee, announced that 


Under present law, the normal | 
corporation rate is scheduled to de-| 
crease from 30 percent to 25 per-| 
cent July 1. The present surtax of 
22 percent would continue, thus 
giving a combined rate of 47 per- 
cent on corporation incomes in ex-| 
cess of $25,000. 

But, alas! that is not in prospect, | 
though the revenue picture has| 
changed substantially since Janu- 
ary and forecasts are being made| 
that the 1960 budget will actually 
be balanced as a result of much 
higher-t han-anticipated corpora-| 
tion earnings and steadily rising| 
personal income. 

The national debt ceiling is an-| 
other prime fiscal problem that will| 
enliven money matters before this | 





Dealer Council 
Pow-Wows with 


GMC Officials 


PONTIAC. — Millar White, pres- 
ident of General Truck, Inc., Okla- 
homa City, was elected chairman 
of the 1959 GMC Truck Divisional 
Dealer Council which convened here 
for a three-day business session. 

Vice-chairman and secretary of 
the council was Samuel R, Chasa- 
low, president of General Truck 
Sales Corp., Newark, N, J. 

In addition to discussing dealer- 
management relations with GMC 
factory executives during their stay 
in Pontiac, council members also 
visited the General Motors Proving 
Ground at Milford, Mich. 

Besides White and Chasalow, 
council members included: H, R. 
Thornton jr., Knoxville, Tenn.; R. 
J. Soulen, E. Hartford, Conn.; 
Frank Goodpasture jr., Bristol, Va.; 
A. F. Toppins, Green Bay, Wis.; 





William T. Male, Charleston, W. 
Va.; F. E. McNutt, Pittsburg, Tex.; 
Enrico Menapace, Gallup, N, M., 
and William E. Burnside, Bay City, 
Mich. 

Leslie Heitel, Phoenix, Ariz.; 
Grady E. Morgan, Jackson, Miss.; 
A, W. Holtman, Marysville, Calif.; 
T. E. Dickerson, Roanoke, Va.; R. 
C. Albee jr., Elmira, N, Y.; John M. 
Scarlett, Eugene, Ore.; Walter E. 
Broom, Salem, Ill; L, B. Vidal, 
Rapid City, S. D., and Carl M. Eddy, 
Alamo, Tex. 


5-Month Sales Hit 
Record 65,413, 
Cadillac Reports 


DETROIT. — Domestic retail de- 
liveries for May totalled 12,532 
units, James M. Roche, Cadillac 
general manager, announced last 
week. 

Sales last month were up 10 per- 
cent over the previous May, when 
11,406 Cadillacs were delivered, 


- Roche said. 


For the first five months of 1959, 
he added, Cadillac’s domestic de- 
liveries total 65,413, an increase of 
more than 12 percent over last 
year’s 57,993, 

The January-through-May deliv- 
eries for 1959 also surpass the 1957 
figure of 65,346, Roche said, estab- 
lishing a new high for the first five 
months of any year in Cadillac’s 57- 
year history. 





his group will launch an exhaustive 
study of the entire revenue struc- 
ture later this year with the objec- 
tive of general revision of the tax 
law. 

The planned program, how- 
ever, is not expected to result in 
any quick revision of the law, 
but rather in a study extending 
over several years, and probably 
producing some form of install- 
ment reductions. 

The effort will be, Mills said, to 
achieve a broadening of the tax 
base so that some cutting may be 
possible without clipping overall 
revenues. 

Needless to say, this sort of de- 
layed program is not satisfactory 
to the many members of Congress 
who are for quick action. 

When the tax extension measure 


does come along, as it will shortly,| Af the Canadian Press Trials— 


you may be sure that on the Sen- Executives of Canadian subsidiaries of British car and component manufacturen 
ate floor there will be strong effort| man the dispatch board at the British Motor Industry in Canada's second annul 
to attach amendments of various | Press Trials Day. Companies rolled out 62 new automobiles for use of over 100 Ontario 
types. press, radio and TV representatives who drove them an estimated total of 3,000 mile:, 
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Rodger Ward, 1959 Indianapolis winner at 135.857 m.p.h., says: 


“In the Big Ones of auto racing like Indianapolis, you literally bet your life on your tires! 
That’s why race drivers insist on Firestones. They’re tops for family safety on turnpikes, toor 


FIRESTONE WINS 


36th CONSECUTIVE VICTORY Ss 


AT INDIANAPOLIS... 


Proving Firestone Rubber-X safest for you on turnpikes, too! , 


Firestone is FIRST in competitive tests that prove performance for you! 


Again this year, for the 36th 500-mile race 
in a row, Firestone tires carried home the 
winner on the Indianapolis Speedway. This, 
the world’s most famous sweepstakes, is 
racing’s supreme test of men and machines. 
It’s a cruel test for tires, too! That’s why 
winning Indianapolis drivers insist on— 
and buy—Firestone tires for the big race. 


But there’s a lot more than sports page 
color behind Firestone’s complete domi- 
nance of this world series of auto racing. 
Firestone engineers use the blazing track at 
Indianapolis to accelerate passenger car 
tire improvements—to develop more safety 
when you drive at modern turnpike speeds. 


From Indianapolis competition has come 
Firestone Rubber-X, the longest wearing 
rubber ever used in Firestone tires. And 
thanks to this annual classic of speed and 
endurance you also benefit from the proved, 
high-impact security of Firestone S/F 
(Safety-Fortified) nylon cord. 


Firestone is FIRST in speedway research 
to bring you performance-proved safety in 
tires. Remember that the next time you 
need tires. Buy Firestones now, on con- 
venient terms if you wish, at your nearby 
Firestone Dealer or Store. 

*Firestone Rubber-X is compounded specifically for each type 
of car, truck, farm implement and construction equipment tire. 
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4-Month Steel Supply 
Seen in Auto Industry 


By Frank Gawronski 
Staff Writer 


UTOMOBILE manufacturers 

will have enough steel to carry 
them for four months after the 
June 30 steel-strike deadline, 

This prediction was made by 
Charles M, White, 
chairman, Republic 
Steel Corp., at the 
67th annual meeting 
of the American 
Iron and Steel Insti- 

tute in New York. 

The head of the country’s third 
jargest steel company also predicted 
that with current steel inventories 
the nation could withstand a three- 
month steel strike without “depriv- 
ing anyone of real necessities.” 

Although other steel producers 
agreed that the automobile in- 
dustry “is apparently well 


$11 Ray Harroun, 74.59 m.p.h. 
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4 Wild Bill Cummings, 104.86 m.p.h. 





stocked,” they were less bullish 
about the adequacy of steel in- 
ventories to carry the country 
through a prolonged strike, 

All steel producers reported that 
the upturn in national business was 
causing steel to be used up more 
rapidly than had been anticipated. 
They expressed confidence that 
the third quarter would bring 
better steel business than expected 
earlier, if the industry is spared a 
strike. 

* * * 

ITE, long associated with the 
“get-tough” element of the 
steel industry in labor relations, 
said he hoped there would be no 
strike, But he emphasized that he 
expected no wavering in the in- 
dustry’s firm opposition to a cost- 

boosting contract. 
He conceded that a strike 
would be followed by spot short- 
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1956 Pat Flaherty, 128.49 m.p.h. 


ages among some steel users. 

However, he added that “any- 
body would be an utter damn 
fool” if he failed to lay in an 
adequate reserve in face of the 
strike threat. 

The industry’s stand against a 
wage increase appeared to make 
a strike inevitable, barring Govern- 
ment intervention or a retreat by 
the United Steelworkers of America 
from its general demands for sub- 
stantial pay boosts and numerous 
other contract improvements. 

The outlook for averting a strike 
was made even gloomier by dis- 
closures that the union was being 
asked to give up what the com- 
panies called “featherbedding” pro- 
visions in the old agreements. 

A strike by the union would in- 
volve about 500,000 workers and 
affect nearly 90 percent of the na- 
tion’s steel tonnage. 

* * ok 


Expect Tire Shortages 


eva the eight-week-old 
strikes at Firestone Tire & 
Rubber Co, and B, F. Goodrich Co. 
are expected to create some tire 
shortages if they aren’t settled 
soon. 
Auto and truck manufacturers 
say they will be feeling the pinch 


tNo races during the war years. 
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Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week declined $15 to $1,047, 


index. 


according to Automotive News’ 


Only two models showed increases: ’59s went up $12 and ’53s 


advanced $4. 


Losses amounted to $30 on ’58s, $27 on ’55s, $25 on ’57s, $24 on 
56s and $20 on ’52s, New lows resulted for ’58s, ’57s, ’56s and 55s. 
At a group of representative auctions last week, the average 
consignment was 250.6 units, compared with 285 a week earlier. 
The sales ratio was 69.6 percent, compared with 66.3 percent the 


previous week, 


Auction reports begin on Page 35, 


by the end of June if the disputes 
aren’t settled. 

To avoid production curtailments, 
the vehicle manufacturers indicate 
they will stretch their supplies by 
delivering cars and trucks without 
spare tires, sending the spares 
along later. 

So far, vehicle makers have been 
in a comfortable position for tires, 
due to heavy inventory accumula- 
tion earlier this year in preparation 
for labor trouble in the rubber in- 
dustry. However, they are begin- 


1957 Sam Hanks, 135.601 m.p.h, 


irestone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1959, The Firestone Tire & Rubber Company 





ning to show concern about the 
supply. 

Firestone and Goodrich normally 
produce nearly one of every four 
tires sold in this country, This is 
the first time in rubber history that 
such a large part of the tire-pro- 
ducing capacity has been idled for 
such a long time, Firestone and 
Goodrich were struck Apr, 16, 

- a cd 


Worried Over Supply 


OODYEAR TIRE & RUBBER 

CO., General Tire & Rubber Co. 
and Seiberling Rubber Co, already 
have signed new contracts with the 
United Rubber Workers, without 
strikes. United States Rubber Co. 
was struck Apr. 9, but settled with 
the union three weeks later, 


A Ford Motor Co. spokesman has 
warned that there could be some 
shortages in July if the Firestone 
and Goodrich strikes aren’t settled 
this month. 

Firestone normally supplies about 
50 percent of Ford’s tire require- 
ments, more than 25 percent of 
General Motors purchases and 
about 75 percent of Studebaker- 
Packard Corp.’s needs. 

Goodrich produces about 25 per- 
cent of Ford’s tires, about 20 per- 
cent of GM’s and close to 25 percent 
of American Motors Corp.'s. 

x + a 


No Threat at Chrysler 


=== CORP. is supplied 
entirely by Goodyear and would 
experience no difficulty, Goodyear 
also supplies about 75 percent of 
AMC’s tires. 

Truck manufacturers appear to 
have sufficient tires for current 
needs, but they also warn that 
their production might be cut 
this summer if the strikes aren’t 
settled this month. 

There was at least one hopeful 
sign of a break in the deadlocked 
talks when members of the Federal 
Mediation Service met with repre- 
sentatives of Firestone and the 
URW in Cleveland last week. 


Little progress has been made in 
negotiations since the two com- 
panies were struck when the con- 
tract ran out. 

Up for negotiations are pension 
programs, medical insurance agree- 
ments, supplemental unemployment 
plans and the basic labor contracts, 
including work rules. 

Wages are not an issue at this 
time and will likely be brought up 
in separate negotiations later this 
year. 


Car Makers Get 
Sales Pitch for 
All-Butyl Tires 


DETROIT. — Car tires made of 
100 percent Butyl are being offered 
to auto makers for use as original 
equipment on passenger cars. 

Engineers and executives of 
Enjay Co., Inc., the arm of Stand- 
ard Oil of New Jersey which mar- 
kets Butyl, were in Detroit last 
week making a presentation to the 
auto companies. 

They said Butyl tires have “built- 
in” qualities that cannot be pro- 
vided by other synthetic tires, al- 
though Butyl tires cost about 20 
percent more. 

They reportedly wear 11 to 24 
percent better, give better traction, 
provide a smoother ride with less 
bounce, are safer and have more 
resistance to weathering and ozone. 

The tires are now undergoing 
their first marketing test in Esso 
service stations in 18 Eastern and 
Southern states. 

These Butyl tires are being mar- 
keted under the Atlas Tire label. 
Atlas tires are produced by U.S. 
Rubber Co. and Firestone Tire & 
Rubber Co. 
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Reserve Banks Examine U. S. Economy... 


Best Summer Since °55 Shapes Up 


(Continued from Page 2) 


as a whole in debt to the Federal 


Reserve System, an indication that | 


banks may be more selective on 
loan requests in the weeks ahead. 
- + a 


Philadelphia 


I CONTRAST to the report on 

capital spending in New Eng- 
land, the Philadelphia FRB has 
observed a dramatic change in the 
spending. plans of manufacturers in 
the industrial Delaware and Lehigh 
valleys. 


When the bank surveyed this | 


group of manufacturers six 


months ago they said their cap- 


ital spending in 1959 would 
amount to $369 million, a drop of 
about 11 percent from the 1958 
total. 

When rechecked in late spring, 
the same companies said spending 
would total $460 million, an 11-per- 


cent increase over the total for last 


year. 
a + 


+ 
| Richmond 
ARMERS in the Richmond Fed- 
eral Reserve District appear 
headed for “another year of big 
crop production” in 1959 with land 
planted in major crops up by 1,- 
020,000 acres or 7 percent, accord- 
ing to the Richmond FRB. 
Meanwhile, the textile industry, 
the district’s largest manufactur- 


gains. 
The usual late spring slump was 
j}absent this year. Instead, orders 


| Blast Rocks Buick Deal 


PORTSMOUTH, N. H.—Fire of- 
| ficials are investigating an explo- 
| Sion which caused extensive dam- 
|age to Anchor Buick Co, Fire 
| Chief Frederick R. Crompton said 
| he believed an accumulation of 
gas near the boiler in the base- 
ment caused the blast. No one 
was injured. 








ing employer, continues to score | 





| continued to roll in at above-normal 
| rates with some customers making 
orders for delivery in the third and 
fourth quarters. 

* * * 


Deep. South 


oe department store sales 
are running 10 percent ahead 
of the 1958 pace, the Atlanta FRB 
| reported. 
There has been a gain of one 
| percentage point in manufactur- 
| ing employment and a one-point 
gain in bank deposits, However, 
the increase in factory employ- 
ment was uneven across the dis- 
trict. 

Employment held steady in 
Georgia and Mississippi while a 
one-point gain was reported for 
| Alabama, Louisiana and Tennessee. 
| Florida was the district leader with 





ment, 
* * 


* 
Cleveland 
oo latest report on department 





| a two-point gain in factory employ- | 





store sales in the 12 reporting’ 


Piggyback Haulaways 


Could Cut Freight Rate 


CHICAGO —Three Western 
railroads reportedly are experi- 
menting with piggyback opera- 
tions involving automobile-carry- 
ing trailers. 

One has published tariffs 
which, if given ICC approval, 
could reduce automobile trans- 
portation costs from factory to 
dealer by 15 to 20 percent. 


metropolitan areas of the Cleveland 
Federal Reserve District shows 
gains of 2 to 20 percent over the 
1958 totals. 

The Cleveland FRB said that 
business conditions in the Cleve- 
land area are particularly good. 
New-car sales in May were at a 
24-month high. 

The steel mills in the Cleveland- 
Lorain district have been aiming at 
production in the 95 to 100 percent 
of capacity range in recent weeks, 
although finished production has 
most often fallen a bit short of the 
high goals. 

* & * 

Chicago 
ILE the Midwest has had 
perhaps more than its share of 
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a 
areas with severe unemplo 
the Chicago FRB has pointeq out 
that a number of cities have 
sented a strong employment Picture 
through the recession and into the 
recovery. 

Cities like Des Moines ang 
Madison, Wis., which have 
proportions of their labor forces 
in nonmanufacturing act ivity 
have had no major unemployment 
problems. 

Last year’s rise in farm income 
and the resultant rise in farm 
equipment sales helped the Quag 
Cities, Racine, Wis., and Waterloo, 
Ia, Strong sales of Ramblers 
employment up in the car’s home 

town, Kenosha, Wis., just as the 
success of the Lark has helped 
ease unemployment in South Beng 
+. * * 


Upper Midwest 


‘La business pace in the Upper 


Midwest is experiencing “4 
stronger than usual seasonal up. 
turn,” according to the Minneapolis 
FRB. 

The bank added, “Construction 
activity is particularly strong, 
both in residential and other 
types of building.” The boom in 
steel production has resulted in 
a boom in iron ore production in 
the district. 

Nonfarm employment gains con- 
tinue, particularly in the construc- 
tion and mining industries, District 
department store sales are running 


||9 percent ahead of last year’s total, 
* * ed 


St. Louis 


—— St. Louis FRB observes that 
it is impossible to state with 
certainty what interest rates will 
do in the months ahead. 

With businessmen seeking loans 
to expand inventories and finance 
capital spending, there will be 
pressures toward higher interest 
charges. 

On the other hand, the Federal 
budget is expected to be in balance 
or only slightly in the red in the 
fiscal year starting July 1. This is 
in contrast with the large deficit 
for the year ending June 30, Bor- 
rowing to meet that deficit has 
undoubtedly contributed toward the 
increases in interest rates in recent 


| months. 


* * * 


Kansas City 


|‘ Tu Kansas City FRB finds that 


plans to export surplus crops 


| produced in the U, S. have been 
| something less than a success. 


While some excess foods have 
been moved onto the world mar- 
ket by the export plans, farm 
productivity in the U, S, has in- 
creased and the surplus pile has 
shown a net increase. 

In addition, the surplus disposal 
program has been administered 


| carefully in an effort not to upset 
| world markets, This caution has 
|reduced the amount of food that 


might have been exported under 
the program, the bank said. 
* * * 


Southwest 


ROSS currents were noted in 
the petroleum market by the 
Dallas FRB. 

Warm weather has cut into the 
demand for heating oil and the 
summer driving season has not 
yet begun to boost the demand for 
gasoline. However, overall de- 
mand for petroleum products 
continues to run ahead of the 
1958 level. 

Production of petroleum products 
has been brisk, resulting in some 


increase in inventories. 
+ * cs 


Far West 


FrArM production in the Far West 
in 1959 may well top the record 
total of last year, if growing condi- 
tions are favorable, according t 
the San Francisco FRB. 

Relaxation of acreage restric- 
tions plus the end of the soil bank 
program which put large numbers 
of acres out of production last 
year account for the bulk of the 
expected increase in production 
this year. 

Farmers of the Far West plan 


\|to plant 12 percent more uplan 


cotton this year, 43 percent more 
sugar beets, 6 percent more corm 


|}and one percent more wheat. 


Lark .Lament 


ALBUQUERQUE, N. M.—“Do 
you have any complaints about 
your new Lark?” Dale Enyart, 
Enyart Motor Co., asked a rece 
customer. “Yes, I do,” the lady 


|| answered seriously. “I don’t gas UP 


often enough to keep the wind 
shield clean.” 


* 
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Time 


... tempers all things ...including. of course. advertising values. 
For today, the competition for People’s Time is at peak load... 
and still accelerating. In fact. in advertising. each ad competes 
against all others for the precious minutes. In the daily news- 


paper. how many minutes to absorb so much? Sindlinger & Co.’s 


Chicago newspaper readership study gives these most important 


answers. 
DAILY PAPER MEDIAN ADULT READING TIME 
CHICAGO DAILY NEWS 37.2 MINUTES 


PAPER B 27.4 MINUTES 
PAPER C 26.0 MINUTES 
PAPER D 21.2 MINUTES 


USE THE POWER OF THE “NEWS” 
CHICAGO’S HOME NEWSPAPER 


BATTERY OF FOUR GLASSES WITH RUNNING 
TIME OF 15, 30, 45 AND 60 MINUTES 
REPRODUCTION OF A SET OF GLASSES 
BELIEVED TO HAVE BEEN MADE IN NU- 


THE MECHANICAL WATER CLOCK REPRE. 
SENTED THE FIRST USE OF THE GEARED 
WHEEL PRINCIPLE. WATER TANK EMPTIED 
AUTOMATICALLY AND CALENDAR MOVED 
ONE DAY FORWARD EVERY 24 HOURS 


EARLIEST (1641) ATTEMPT TO REG- 
ULATE A TIMING DEVICE BY MEANS OF 
A PENDULUM. MADE FROM GALILEO'S 
ORIGINAL DRAWINGS FROM WHICH HIS 
SON BUILT THE FIRST ACTUAL MODEL 
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AUTOMOTIVE 


{ 2. Every doliar of 
governments, appl 
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else in the world 


AUTOMOTIVE NEWS PLATFORM 
(1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
line and oil taxes, collected by states and federal 
te the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
and gave its citizens more 


of the better things of life than anywhere 





What's Your Ad Goal? 


— can detect a taste of sour grapes in much of the pres- 
ent advertising of auto dealer groups. 


It is an axiom of the business that you sell your own 
product and don’t knock the other guy’s car. 


But you find a great many violations of this in pres- 
ent advertising. This really amounts to advertising at 
the competitive dealers rather than at your prospective 


customers. 


Even if ads knocking the competition are successful, they 
do their sponsors no good. Don’t forget—the goal is to get 
people interested in what you have to sell. 


So train your sights on the folks who are reasonable pros- 
pects for your product. These do not include competitive 


dealers. 


A Welcome Move 


ETURN of sales responsibilities to the Chrysler divisions 
& will be a welcome move for the corporation’s dealers. 


It makes sense to have a clear line of authority and 
responsibility behind the various cars. It was obvious that 
the corporation had a problem in trying to get support 
behind Plymouth. But in seeking to accomplish this, all 


the makes suffered. 
It will be in 


teresting to see if a harder sales punch 


results. Good luck to the revitalized divisions. 
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Coming 
Events 


Dealer Conventions 


June 8— Delaware Automobile Dealers 
ee Henlopen Hotel, Rehoboth Beach, 


Del. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
1a ceaamaias Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn. of 
Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 


ich. 

Aug. 7-86— Montana Automobile Dealers 
Assn., Butte, 

Aug. 9-I1— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 22—Kentucky Automobile Dealers 
oe eer Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 

Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Oct. I1-13—Automotive Trade Assn, of 
Virginia, John Marshall Hotel, Rich- 


mond. 

Oct. 18-20—Florida Automobile Dealers 
Sm Hotel Pobert Meyer, Jackson- 
vitie. 

Oct. 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Oct. 31-Nov. 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, | onnecticut Automotive Trades 

Assn., Statler-Hilton, Hartford, 

Nov. 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City. 
Jan. 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 
Feb. 14-15—t6tisiana Automobile Dealers 
Assn., Raosé¥Velt Hotel, New Orleans. 
a- & $8 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London, England. 

Oct. 31-Nov. I1—4Ist International Motor 
Show, Turin, Italy. 

Dec. 1-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. 16 2nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 


cago. 
Jan. 20-24—Lincoln Auto Show, Lincoln, 


Neb. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 
Feb. 6-14—Detroit Auto Show, Artillery 
Armory. 
Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York, 
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General 


June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 

Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 

Oct, 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 


craft Engineering Display, The Am- 
bassador, Los Angeles. 
Oct. 1823— Annual American Trucking 


Assn. convention, Hotels Biltmore and 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 21-25—Second Annual Rod & Custom 
World's Fair Auto Show, Industrial Arts 
Bldg., Eastern States Exposition Fair- 

grounds, West Springfield, Mass. 

Oct, 26-28—National Transportation Meet- 
ing, La Salle Hotel, Chicago, 

Oct. 27-28—National Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 


30 Years Ago... 


Automotive Cartoon 


Of the Week 





"I believe a woman should let her husband 
choose the car... first." 


Letterbox 





‘Dissatisfaction ...... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





No Monopoly on Virtue 


I'd like to call your attention to 
an error in an article on Page 53 
of the May 4 issue of AUTOMOTIVE 
News. In describing a survey made 
by the Better Business Bureau in 
Pittsburgh, the following statement 
was made in this article. “The 
check of complaints also showed 
that new car dealers are not among 
the ten groups of retailers who 
draw the greatest volume of com- 
plaints. Auto equipment and serv- 
ice outlets drew the seventh larg- 
est number of complaints and used 
car dealers were in eighth place.” 


The above article is incorrect. 
Used cars as a classification was 
in eighth place in the first ten 
business classifications creating 
most frequent customer dissatis- 
faction in 1958. The complaints 
which made up the total number 
in this classification were regis- 
tered by purchasers of used cars 
from franchised as well as non- 
franchised dealers... 

While neither the used-car deal- 
ers nor the new-car dealers in 
Pittsburgh can claim a monopoly 
on virtue, both groups are appar- 
ently doing quite well considering 


The Big Stories 


= 

Chevrolet broke all production records in May, 1929, with an 
output of 160,895 cars and trucks. This compared with the previous 
mark of 157,131 units in April, 1929. Total Chevrolet production for 
the first five months of 1929 was 672,732 cars and trucks, against 
618,791 units in the corresponding period of 1928. 

The Marquette, a six-cylinder car, was introduced this week in 
1929. Built by Buick, the car was available in six models and sold 
in the $1,000 class. The Marquette became the ninth car in the 


General Motors line. 


Outdoor used-car lots were gaining favor in Boston in 1929. It 
was reported that “several of the leading dealers have established 
outdoor sales places along Commonwealth Ave. and some newer 
ones on main routes leading to the city.” It also was reported that 
the “public was still cold to the idea.” 


—From the Files of Automotive News 





the volume of used-car sales in this 
large metropolitan market. 

The Pittsburgh Better Business 
Bureau has done an outstanding 
job in helping the automobile deal- 
ers of this city to improve their 
public relations. Most intelligent 
dealers are just as anxious as the 
bureau to keep the number of cus- 
tomer complaints to a minimum— 
A. H. Scuwartz, President, National 
Independent Automobile Dealers 
Assn., Suite 300, 1413 K St., N.W. 
Washington 5, D. C. 

“« ” . 


I’s GCunk Laboratories 


Our agency made an error in 4 
firm name sent out in a publicity 
release. Unfortunately you have 
already printed the item and now 
all that we can ask is that you be 
so kind as to run a correction. 

Our original release on Gunk 3 
Gallon Bench Kit was in error, The 
firm name should have been Gunk 
Laboratories, Inc.—ARTHUR 


Mocce, Chicago. 
7 x of 


Sought 


For the information of dealers, 
a 318-pound individual who gave 
the name of Kyle Blanton recently 
secured employment as a salesman 
with a Mississippi dealer. He used 
his connection with the company 
to establish credit and then on 4 
Friday night, after the banks 
closed, gave numerous bad checks 
to local merchants. Saturday, he 
left town for parts unknown. 

He was known to have driven 4 
rough, red and white 1954 Plym- 
outh with a Florida license plate. 
From his employment application, 
it appears that he has worked in 
Washington, D. C.—R.S.L., Missis- 
sippi. ee 

* 


Sense Maker 


Senator Monroney’s stand for 
territory sales bonuses, rather than 
cross-selling penalties, makes more 
sense than anything NADA has 
said about this crucial problem. 
—Texas DEALER. 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I’m on the throughway or driving in bumper-to-bumper traffic in the city.’ 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I’m at ease even when taking the children to school.” 





Bendix* Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix fivrsicx South Bend, wo. 


- swe a 


ee ot Se ie Se ees 
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brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes a good ‘“‘talking piece” for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*REG. U.S. PAT. OFF. 


i 4 





FROM DENVER: “There’s new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the-car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 
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Eprror’s Note: This is another 
in a series of articles which will 
report on the selling features of 
imported cars. 

, . 


By William Carroll 
Staff Correspondent 


> been a long time since I’ve 
tested a car which provides such 
a feeling of elegance as the Rover; 
from England where it’s known as 
the doctor’s Rolls Royce. It is a 
real surprise package which is 
highly underestimated in the U. S. 

The test car, a Rover 90 de- 

luxe sedan, had a built-in fuel 
reserve in the gas tank, backup 
lights, leather upholstery, car- 
pets, a dandy tool tray under the 
dash and wheel rings. 

Another accessory was the over- 
drive which can be switched on 
and off by the driver through use 
of a steering-column lever. The 
kickdown switch is beneath the 
accelerator pedal. 

Getting into a Rover causes 
fewer complications than in any 
recent test. Doors are adequately 
high and wide to do away with 
ducking, and steering-wheel con- 
formation leaves plenty of room 
for long legs. 

The interior is plush. Pile car- 
pets are beautifully fitted. The ma- 
hogany dash and door-reveal mold- 
ings are well done with attention 
to detail and finish that one ex- 
pects in a custom-built car. 

+ * * 

Headlining Is Plastic 

EADLINING is a washable 

plastic, as are the door panels. 
Both front doors are equipped with 
a large map pocket. An unusual 
feature of the doors are armrests 
which can be raised or lowered to 
suit either driver or passenger. 

The instrument panel is fin- 
ished in dull black nonrefiecting 
paint with a complete comple- 
ment of instruments. 

The fuel (and oil) gauge nor- 

mally measures gasoline in the 
tank. By pressing a small “Oil- 
Level” button, you can learn the 
amount of lubricant in the crank- 
case. 
Five different colored lights on 
the panel advise you if the choke 
is out, oil pressure low, generator 
not working, turn blinkers func- 
tioning, or if you’re driving in the 
city with high beams on. 

For some reason, the choke 
(“Cold Start”) is fitted to the 
heater-and-defroster instrument 
panel. No built-in ash tray is fur- 
nished, but there is a tiny tube-size 
unit beneath the dash. 

* ~ * 


Hand Tools Provided 


weer to the ash tray is a unique 
Rover feature, a tray of hand 
tools each fitted in soft sponge rub- 


Car Tested: 
ROVER 90 


Model: Rover 90 sedan. 

Engine: Six-cylinder overhead 
intake and side exhaust valves; 
carburetion, single S.U.; dis- 
placement, 161 cubic inches; 
bore and stroke, 2.875 by 4.134 
inches; compression ratio, 17.5- 
to-1; horsepower, 93 at 4,500 
r.p.m.; torque, 138 foot pounds 
at 1,750 r.p.m. 

Transmission, four speeds for- 
ward, plus overdrive and re- 
verse; clutch, single dry plate 
nine inches in diameter. 

Rear-axle ratio: 4.30 to 1 (in 
overdrive—3.34 to 1). 

Steering: 3.5 turns lock-to- 
lock. 














Dimensions: Overall length, 
178.3 inches; width, 65.6; height, 
.63.8; wheelbase, 111; tread, 52. 

Suspension: Front—independ- 
ent coil springs; rear—semi-el- 
liptic leaf (covered). 

Tires: 6.00 by 15, tubeless. 

Accessories: Whitewalls, radio, 
overdrive, bucket seats, roof 
rack, towering attachment, slid- 
ing roof, underseal and fog- 
lamps. 





AUTOMOTIVE NEWS, JUNE 8, 1959 


The Man Behind the Wheel... 


Sales Testing the Rover 90 





ber. Included is a screwdriver, end 
wrenches, spark-plug wrench, tire 
gauge and, best of all, a small tube 
of touchup paint. 

Two huge glove compartments 
are part of the instrument panel, 
above which is a small map light 
which turns on when either front 
door is opened. The electric clock 
remained accurate during the 
three weeks we had the car. 

Dual sun visors are hung in 
clips to keep them from bouncing 
around, and the passenger visor 
has a small high-quality mirror. 
Each door pillar is fitted with an 
individual switch controlling a 
reading light in the back of the 
car, 

The back and front seats have 
wide, comfortable center armrests. 
One surprising feature of the front 
seat is the adjustment mechanism, 
which must be mounted on greased 





skids. The seat flies back and forth 
at a touch. 

Starting a Rover requires ab- 
solutely no skill. In cold weather 
the “Cold Start” button is pulled 
to enrich the mixture and increase 
idle speed. 


* * cal 


Plenty of Elbow Room 


IOWN-DRIVING a Rover is a 

rewarding experience. The “A” 
posts are so far away that it would 
be almost impossible to hide a car 
behind them. Steering-wheel posi- 
tion is excellent, leaving plenty of 
room to swing elbows. 

Rear fenders cannot be seen 
from the front seat, but the rear 
of the car is so short there’s no 
trouble in parking. This includes 
many spaces not suitable for 
some large American cars. 

The car handles rather heavily 
and many drivers commented on 








Up Front— 


The instrument panel of the test Rover 
is finished in a dull black nonreflecting 
paint and has a full set of instruments. 
The steering wheel's position leaves 
plenty of room to swing elbows. 

* * * 


the lack of power-steering. Accel-| 


eration is moderate, and you'll win 
“stop-light races” with nothing ex- 
cept Fiat 500s. 

If one outstanding virtue of the 
Rover had to be selected, it would 
be smoothness, The brakes, vacu- 





a 
um assisted, are great. They haye 
plenty of feel, pedals are wide ang 
far apart, so there’s no conflict be: 
tween feet on brake and clutgh 
pedal. 

The transmission pattern cop. 
forms to English standard with 
first, or emergency low, in the 
upper left hand position. Driving 
the Rover, you use only three 
gears; second, third and fourth 
Reverse in the floor-mounted shift 
lever is way left and toward the 
dash. : 

* * 


Engine Vibrates 


CCELERATION is extremely 

moderate and for sOme yp. 
known reason the engine vibrates 
badly if run near maximum reypo. 
lutions. I found the best way to 
drive the Rover was to start ip 
second and shift to third at about 
25 miles an hour. 

Maximum torque comes in at 
1,750 r.p.m., so there’s not much 
use in winding the engine to 
achieve acceleration. At most 
speeds, the car is sufficiently ag- 
gressive to stay with normal 
traffic requirements. 

The overdrive (Laycock de Nor. 

(Continued on Page 42, Col. 3) 
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GET 
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GREAT BRAKE 








PRODUCTS DIVISION 





12-02. 


You liked the convenient 12-ounce container for Delco 
Super 99 brake fluid, so here is Delco Super 11 in the 
same handy size. They service every braking 
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Ramblers and Rabbits— 


Nor- Using the prolific rabbit as a theme, Irvington Sales and Service, Irvington, N. J., 
) set up this window display to boast that “Rambler Sales Multiply.” 





HYDRAULIC 


te FEDERAL SPEC. VV-49 


MAT 5 5459620 of II- i 


SS UND Ounces = 12.09 be. Fuvio ounces * LITEOL™ 





oF GENERAL moTORS CORPORATION a 
DAYTON, OHIO 
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How They're Pushing Sales... 





Dealer Ad Ideas 


A Bow to the Boys 


ie A full-page ad in the Clovis 
(N. M.) News-Journal, members 
of the Clovis Automobile Dealers 
Assn. offered “best wishes to the 
Cannon Air Force Base on Armed 
Forces Day.” 

The ad was brightened by a pic- 
ture of a transport plane and a jet 
fighter and was signed by nine 
members of the association, 

* * * 


Economy Promoted 


mt ted good a driver are you?” 
asked Navajo Chevrolet Co., 
Gallup, N. M., in announcing a 
gasoline economy contest running 
six weeks through June 26. 

Rules of the contest were listed 
as follows: 

“1. You may enter once each 
week, 


“2. Anyone holding a valid New 


DELCO SUPER 99 
HEAVY DUTY BRAKE FLUID 


Here’s heavy duty protection for cost-conscious customers. Free flowing at — 60° F. 
and exceeds the minimum boiling point and all other requirements set by S.A.E. 70R1 
specifications. It’s chemically inert, physically stable, and compatible with rubber or metal brake 
parts as well as other quality brake fluids. Sold through United Motors System and Chevrolet. 


DELCO SUPER 11 
EXTRA HEAVY DUTY BRAKE FLUID 


This is the brake fluid that is original equipment on all new General Motors cars—a ready- 
made market for replacement. Improved with HTD, Deico Super 11 flows freely at —60° F. and 
exceeds the minimum boiling point and all other requirements set by S.A.E.70R1 and the new 
S.A.E. 70R3 specifications. It's completely compatible with rubber and metal parts, chemically 
inert, physically stable. Sold through United Motors System and General Motors dealers. 


| FLUIDS IN HANDY 
_| CANS 


system—with 


Both Delco brake fluids continue to be available in 







Vital Parts for Automotive Progress 





pints, quarts, 1-, 5-, and 30-gallon containers. 


Moraine Products 


Division of General Motors, Dayton, Ohio 





Mexico driver’s license is eligible 
to enter... 


“3. Contestant will drive 1959 





Colo. Law Sets Limits 


On Financing Rates 

DENVER. — Gov. Steve Mc- 
Nichols has signed a bill fixing 
limits of auto-financing interest 
rates. The bill permits interest 
charges as high as $17 a year for 
each $100 of unpaid balance on 
autos more than four years old. 
The interest limit on new cars is 
$8 per $100 annually. 

Reporting he signed “with con- 
siderable reluctance,” McNichols 
said, “the finance rates as pro- 
vided by the bill are far too high, 
but since we have no ceiling at 
all, these rates are better than no 
control.” 








profit for you and safety for your customers. 
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Chevrolet Economy Run Test Car 
over prescribed course. 

“4. Upon completion of test run, 
judge will record results, 

“5. You need not be present to 
win.” 

First prize will be a television set 
or $300 credit on a new car and 
second prize will be a portable tran- 
sistor radio or $100 credit on a new 
car, 

ok * * 

2+ 2 Stull = # 
— has been nothing new 

in auto retailing in 35 years, 
said Robert E. Parson, Inc. (Buick- 
Opel-Chevrolet), Farmington, Conn., 
in an ad claiming it’s “still doing 
business in the same old way.” 

“Automotive ads are the same 
as they were 35 years ago,” Parsons 
said. They still feature such early 
lures as “bargain—chance of a life- 
time — we need the room — today’s 
special volume —below cost,” he 
added. 

The veteran retailer continued: 

“A businessman 35 years ago had 
an operating cost, employes to sup- 
port, taxes to pay, supplies to buy, 
equipment to replace. Today it is 
the same. 

“There’s nothing new. Two plus 
two still equal four.” 

* * +. 


Horner Sello-O-Brates 


ORNER MOTOR CoO., INC. 

(Chevrolet), Lafayette, Ind., 
celebrated its 35th anniversary as 
a Chevrolet dealer with a Sell-O- 
Bration. 

In promoting the sale of used 
cars, Horner offered 55 gallons of 
gasoline free with each 1955 car 
purchased. A two-color, full-page 
newspaper ad was used to pro- 
mote the event. 

* * 


Plymouth Dealets 


In Detroit Offer 
Tourist Helps 


ro the eighth consecutive year, 
members of the Greater Detroit 
Plymouth Dealers Assn. are sup- 
plying free Michigan tourist maps 
and folders to the public. 

Jim Mason, president of the as- 
sociation, said, “The enthusiastic 
response on the part of motorists 
to our past campaigns has prompt- 
ed us to augment the normal Mich- 
igan maps and folders with a spe- 
cial four-state ‘Northern Great 
Lakes Area’ map, covering Mich- 
igan, Wisconsin, Minnesota and 
Ontario, plus a wealth of informa- 
tion of great value to tourists.” 

The 1959 maps and folders are 
available in Plymouth showrooms 
in the Detroit area. 


Weaver-Beatty 
Marks 25th Year 
As Olds Dealer 


DENVER.—Weaver-Beatty 
Motor Co., the largest Oldsmobile 
distributor in the West, recently 
observed its 25th anniversary in 
Denver. 

The firm was founded in 1934 by 
Roy J. Weaver, who is chairman, 
and E. Jack Beatty, president. 
Weaver became a GM dealer in 
1912 and Beatty in 1919, when he 
took over the Oldsmobile outlet in 
Pueblo. 

Oldsmobile ranked 14th in area 
sales when the firm was organized, 
Weaver recalled. In recent years it 
has climbed to third, he said. 

Weaver is a former president of 
the Colorado Automobile Dealers 
Assn..and has served two terms as 
a State senator. 

Beatty is a former regional vice- 
president of NADA, a director of 
the CADA for 13 years and former 
president of the Denver Automobile 
Dealers Assn. 





Denver Plymouth Dealers 


Accept Mass Delivery 


DENVER.—One of the largest 
convoys of auto transports ever 
to arrive in Denver delivered 500 
new Plymouths to dealers in the 
Denver area. 

The cars were ordered by 
members of the Denver Plym- 
outh Dealers Assn. William E. 
Goodro, president, said the ship- 
ment gives Denver buyers the 
most complete selection of mod- 
els of the year. 

















AUTOMOTIVE WASHINGTON 


A Pleasant Holiday: 
Washington Deserted 


By William Ullman 


Washington Bureau Chief 
wk says Memorial Day traffic was terrible? Those of 
us who were trapped in Washington over the holiday 


weekend had the streets to ourselves. Even parking spaces | 


were available for a change. The nation’s lawmakers, with 

customary devotion to duty, led the parade out of town on 
Oo 

Thursday afternoon. Federal peas Bay, beside the fishing 

employes who, as they put it, | streams of West Virginia. 

were “cheated” of an extra} ie Hardly a = 

day off because Memorial Day fell | Bae fr oe a 

on a Saturday, left the hot, humid | Free World,” as 

Capital in one massive exodus on 

Friday night. 


State Department 
By Saturday morning, the bulk| 








correspondents 


call it. 
of the emigrants had set up holi- | amen’ & tlaat 
day headquarters within a 150-mile | tried to phone a 
radius of the Capital—in the Ca-| big national in- 
toctin Mountains, on the beaches} 
of the Eastern Shore and Chesa-| 





i . Surance company 
William Uliman 
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to make a change! shared in the loan approvals, in- 


cluding a retailer in Anchorage, 
Alaska, who secured $20,000. 
A dozen loans went to motels 


in his auto policy. This particular 
firm lists six numbers for its of- 


fices in Washington, along with 4 
separate numbers for more than pod ae een ae. 
40 agents. | rants. Three trailer parks obtained 
My friend called no less than |joans. One was for $150,000, and 
12 different numbers without get- | it went to a one-employe trailer 
| ting an answer. That was at 2 | park in Texas. 
p.m, On the 13th try, he found , Be Nae ie 
| @ Maryland agent in his office. Looking for Revenue 
“How come you're still in town?” ——” plagued by local 
he asked the agent. tax troubles, is beginning to 
“M 'n tm the show.” th t wish it had some industry of its 
plied car's in the shop, cl sta own. The District of Columbia can- 
eplied. 


not levy property taxes on the sub- 


* * * 


|$23.4 Million Loaned 


UR pursuit of leisure via the| 
open road is in evidence in the 
latest crop of Small Business Ad- 
ministration loans. During April, 
SBA approved 525 business loans | 
totalling nearly $23.4 million, and 
a big share of these went for proj- 
ects to entertain people. 
Forty-eight loans went to auto- 
motive enterprises of one sort or 
another, including service stations, 
body shops, parts stores, farm im- 
|plement dealers and car wash in- 
| stallations, 
Fourteen new-car dealers 


tax-exempt foundations and 
churches with headquarters in the 
Capital. 

But the nation’s Capital 
hastened to reassure the auto 
capital (if it needed any) that 
Washington is “not trying to 
create a new Detroit.” 

It has been suggested, however, 
that the District might be a good 
place for such industries as struc- 
tural steel fabrication and truck 
plants. 


* * * 
British Ease Quotas 


EY lawmakers and officials 
have applauded Great Britain’s 











“Our Burroughs Accounting Machine cut payroll time 50%,” 


says Mr. E. G. Clason, 

Office Manager, 

Humphrey Chevrolet Company, 
3419 W. Wisconsin Ave., 
Milwaukee, Wisconsin 


Humphrey Chevrolet knows 
that efficient dealer accounting 
is no small job . . . especially 
when it’s multiplied four times. 
With dealerships at four lo- 
cations in Wisconsin and Illinois, Humphrey has a ready 
answer to high volume accounting activity. Here’s what 
Mr. E. G. Clason has to say about the Burroughs 
Sensimatic Accounting Machine: 





2 


“Our first Burroughs Sensimatic Accounting Machine 
brought us so many benefits—such as cutting our pay- 
roll time in half—that we’ve installed these machines in 
our other three dealerships, too. 


Ask to see our new film “The 
Open Road.”’ No obligation! A new 
insight into Sensimatic savings told 
in dealers’ words. 





Burroughs 









“Using the standard Auto Dealer plan developed by 
Burroughs Corporation, we now handle accounts 
receivable, accounts payable, general ledger, financial 
statements, payroll, W2’s and 941’s on our Sensimatics. 


**'These flexible machines are tailored to our own account- 
ing procedures and follow factory-approved methods. 
Built-in accuracy and automatic features assure us of the 
up-to-the-minute figures necessary for sound business 
management.” 


Humphrey Chevrolet is but one of many dealerships that 
helped themselves to peak efficiency—and economy— 
with a Burroughs Sensimatic Accounting System. 


Phone our nearby branch office today for a demonstra- 
tion of this modern machine—one of a complete line of 
Burroughs equipment, ranging to the most advanced 
electronic computer systems. Or write to Burroughs 


Corporation, Burroughs Division, Detroit 32, Michigan. 
Burroughs and Sensimatic—TM’s 











Burroughs Corporation 
“NEW DIMENSIONS | in electronics and data processing systems” 


stantial holdings of the Federal} 
Government here, or on the many} 
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recent move in eliminating ang 
loosening its import restrictions oy 
|a wide variety of U. S. and other 
dollar-area goods, 

Effective today (June 8), Britain 
| will allow most types of consumer 
| goods to enter the country in up. 
| restricted quantities. These include 
| appliances, soaps, phonograph ree. 
|ords, paints, boats and many food. 
| stuffs. 

| Other annual quotas will be ip. 
|creased but not lifted entirely, 
| These include quotas on automo. 
| biles. 

Rep. Wilbur Mills, Ariansas 
Democrat and chairman of the 
tariff-making House Ways and 
Means Committee, called the 
British action “a step in the right 
direction.” 

A State Department aide saiq 
|that the U. S. has been pointing 
}out to Britain that there is no 
|longer any good reason to dis. 
|criminate against goods from the 
| dollar area. At the moment, Great 
| Britain is selling more to the U.§ 
than it is buying—for the first time 
since the Civil War. 

Despite loosening of auto import 
quotas, however, U. S. auto makers 
|nmoted that American manufactur. 
ers do not meet even the present 
quota of about 650 cars a year. 

* * * 





Ignorance Exalted 


oo that Secretary of Com- 
merce Lewis L. Strauss had 
picked a leading railroad financier 
to head a Commerce study of 
national transportation policy 
brought on one of the saltiest 
comebacks since Mrs. Luce com- 
mented on Senator Morse and his 
trouble with a horse. 

Strauss, according to reports, 
wanted Armand G. Erpf, partner 
in a New York brokerage firm, to 
head his transportation study. The 
brokerage firm and its customers 
own more than $20 million in rail- 
road shares. 

A reporter asked Erpf whether 
these holdings might not conflict 
with his running a transportation 
study. 

“Of course not,” Erpf replied. 
Then he added that he was wor- 
ried over a theory gaining cre- 
dence in America that “the only 
way to be unprejudiced is to be 
ignorant.” 

Erpf has a point. At the moment, 
the transportation study is being 

handled by Federal employes (ca- 
reer civil servants, for the most 
part) and by academic people. 

While these people are far from 
ignorant, it seems short-sighted to 
eliminate businessmen from roles 
in the Government simply because 
they are directly involved in f& 
nance and manufacturing. 

There is no evidence to indicate 
that business people have any more 
prejudices than civil servants and 


| professors. They do have a lot of 


special knowledge and experience 
which Government planners fe 
quire. 

cad 


Coal for Autos? 


CALLING electricity “coal by 
wire,” the United Mine Work- 
ers Journal has hailed the re 
appearance of the electric automo 
bile as a possible boon to the coal 
industry. 

With an increasing amount of 
coal going into electric gener- 
ating plants, the interest of both 
mine owners and workers in new 
applications of electricity is sec 
ond only to that of utility man- 
agers. 

“As the cost of gasoline im 
creases,” said the Journal, “the 
public will begin to seek a less ex 
pensive method of operating auto- 
mobiles. The modern coal industry 

. will be able to supply the fuel 
‘by wire’ at a price well under the 
high cost fuels of today.” 


Strikes Cut Use 
Of New Rubber 


NEW YORK.—Strikes at several 
major rubber plants made them- 
selves felt as consumption of neW 
rubber in the U. S. for April de 
clined to 118,020 long tons, as com 
pared with the 147,080 long tons 
during March. 

However, the April figure wa 
above the same period a year 38° 
when 103,742 long tons were con 
sumed, according to the monthly 
report of the Rubber Manufactur- 
ers Assn. 


* * 









Which Medium-Priced Car 
Is Up 91.9% In Sales This Year? 







*: A AMBASSADOR V-8 By Rambler, 












import - 9 

i America’s Only Compact Luxury Car! 
on Yes—While Sales In The Medium-Priced Field Are Down As A Whole, Ambassador 
sad Sales—Like The Sales Of All Cars Sold By Rambler Dealers—Are Skyrocketing! 


LER’? 





with RAMB 










MAIL THIS COUPON TODAY 






We Have the Product for the ! Drader of Desa Developmen 
Exploding Compact Car Market... ! Oe ee 






~we American Motors Sales 

them 

2 

am ~ tion about the Rambler franchise. | understand that | am under no 
tons You Ha ve the 0 0 rtunit / obligation and my inquiry will be held in the strictest confidence. 
ago icipapieiieiintg ipabigeetemirnpientionngicn 





Rambler Franchises Also Available in Canada and Important Expor! Markets. 


A eee eas 
In Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. mee 





ee | 
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Volume Soars at North Bros... . 


$125,000 Investment in Service 


By John K. Teahen Jr. 
Staff Writer 

ARDEN CITY, Mich.—A $125,- 

000 investment in service facili- 
ties, tools and equipment is paying 
off handsomely for North Bros. 
Garden City, Inc. a large Ford 
dealership in this Detroit suburb. 

Ray and Ernie North have 
pumped that amount into the 
backshop since taking over the 

Garden City location last May, 
and the expansion program isn’t 

finished. The next project will be 

a used-car reconditioning build- 
ing. 

The North brothers have been 
auto dealers 31 years—20 of them 
with Ford—and currently operate 
three dealerships, They have Ford 
and Edsel outlets in nearby Lincoln 
Park. * 

It’s a father-and-son business 
now. Jim North is with his father, 
Ray, in Garden City, and Ernie and 


People like the little old lady, with a 








his son, Bob, make their headquar- 
ters in Lincoln Park. 
* * * 

os dealer who formerly oper- 

ated the Garden City spot was 
not service minded. His customer 
labor sales were only about $9,000 a 
month. 

That figure slipped below $8,000 
last June, the first full month 
North Bros. had the deal. But a 
new era was dawn'ng. Six months 
later (December, 1958), customer 
labor sales topped $30,000. 

“That was our biggest month,” 





Rambler Dealers Elect 


Posner in Baltimore 


BALTIMORE. —Larry Posner, 
Posner Rambler, Inc., has been 
elected president of the newly or- 
ganized Baltimore Rambler Dealers 
Assn. 

Other dealerships in the group 
are A. D. Anderson, B & J Rambler 
Co., Schaefer & Strohminger, 
Toland Motors and Stewart Motors. 
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said Jim North. “Labor sales 
haven’t hit $30,000 since then, but 
they averaged pretty close to 
$27,000 per month for the first 
quarter of this year.” 

Last December’s parts business 
reached $69,000, putting the dealer- 
ship near the $100,000 mark in parts 
and service volume, Parts volume 
has been about $55,000 to $60,000 
per month so far this year. 

The parts ratio currently is about 
60 percent wholesale and 40 percent 
retail. The company hopes to in- 
crease the retail share of the op- 
eration, 

* * * 
ORTH BROS. found a poorly 
equipped backshop when it 
bought the Garden City outlet. 
Today, the shop has the space and 
the tools necessary for a high- 
quality, high-volume operation. 

In the last year, North has built 
a body shop (18,000 square feet), 
a spray booth and a drying oven. 
The latter is large enough to 











One automobile signal, intro- 
duced in 1921, was mounted on 
the left side of the steering wheel. 
It could be operated to signal the 
letters R, L and 8, signifying 
right, left and stop, respectively. 





go over the road, according to 
Jim North. 

Major equipment purchases 
have included a Clayton dyna- 


handle the largest trailer that will| mometer, a frame machine, a 





“If I have to fight . . . I’m gonna fight,”’ screamed the nice little old lady. 


Little Old Lady or Little Old Tiger? Good Service Makes the Difference! 
by Stony Jackson 


System® . 


. . 4 to 1 favorite over all 


o™~ 


, 


service traffic to absorb overhead .. . 





few unfortunate past experiences in 
car performance, are tiger-touchy 
about new-car service. 

The Pennzoil Program is made to 
order for them. Means extra profit 
for you. 

It provides 100% Pennsylvania- 
grade Pennzci! motor oils and lubri- 
cants that your new-car buyers want 
to keep using. So when you sell them 
on Pennzoil . . . you sew up their 
profitable service business right at the 
time you make the sale! And each new 
customer is worth upward of $200 
per year to you. 

And Pennzoil’s exclusive Kontax 


a 


others with car dealers from coast to 
coast . . . supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: you’ll build greater 


get more repair orders and items per 
Bm. 4k. « 
making better trades and more money 


. and have extra profit for 


on car sales! 
Your Pennzoil distributor can show 
you proof. Call him today. 


The motor oil that makes people mad 





...if they don’t get it! 


MEMBER PENN. GRADE CRUDE O1l ASSN. 
PERMIT NO. 2, OL CITY, PA. 





—_— 
Dumont Enginscope and fiyg 
Globe hoists—three for cars ang 
two for trucks. 

When North Bros. took ove 
there wasn’t a hoist in the shop 
that would handle a truck. 

The dealership has 40,000 squar. 
feet under roof, and _ two-third 
of that area is devoted to parts ang 
service. There are 41 parts ang 
service employes, and the shop 
writes about 1,000 repair orders pe 
month, 








~ * * 


ERVICE absorption rose to #7 

percent at the end of 1958 ang 
dealership officials hope to top % 
percent by the end of this year 
The figure was 31 percent when the 
Norths came on the scene. 

The shop is open from 7:30 am 
till midnight, which brings in , 
lot of truck business. There’s alg 
a goodly number of passenger-ca; 
repair orders written during the 
after-dinner hours. 

“Plenty of men like to watch the 
mechanic work on their cars,” Jim 
North explained, “so they come in 
during the evening for a tuneup or 
some other job.” 

North Bros. is very advertis- 
ing-minded, both for new cars 

(volume: About 2,400 a year) and 
service. There’s a healthy radio 
spot schedule on cars, but the 
service department sticks to 
direct-mail and the weckly news- 
papers in the area. 

The direct-mail list includes some 
8,000 Ford owners who receive an- 
nouncements of “service specials” 
The dealership has received a good 
response to such specials as spring 
and fall tuneups, brake jobs, auto- 
matic-transmission work and 
front-end adjustment. 

The service advertising budget is 
about $800 per month, Advertising 
expenditures amounted to about 
$8,000 for the last seven months of 
1958, but this included $5,000 for a 
special promotion in October when 
the new bump shop was opened, 


390-Mile City 
Seen on Pacific 
Northwest Coast 


SEATTLE. —By 1980 there will 
very probably be an unbroken, 350- 
mile long strip city extending from 
just south of the Canadian border 
to below Eugene, Ore., the Seattle 
Rotary Club was told last week. 

The speaker, Welby M. Frantz, 
first vice-president of the American 
Trucking Assns., pointed out the 
present 600-mile long urban area 
extending from Boston to a point 
south of Washington, and said: 

“T am told by experts that you're 
headed strongly towards the same 
sort of strip metropolitan develop- 
ment here .. , the year 1980 will 
see, if these predictions are cor 
rect, an almost unbroken urban 
zone reaching from above Belling- 
ham all the way down to somewhat 
south of Eugene, Ore. A ‘city’ some- 
thing like 350 miles long and 
maybe 50 miles or more wide.” 

Frantz predicted more truck 
service in the future, and cited ris- 
ing interest in trucks on the part 
of railroad management as evi- 
dence of this trend. 


Rose Bowl Trip 
For Soap-Box King 


DETROIT.—A trip to California 
and a starring role in the 19 
Tournament of Roses parade has 
been added to the prizes awaiting 
the boy who wins the 22nd All- 
American Soap Box Derby Aug, 16 
at Akron. 

The New Year’s Day appearance 
at Pasadena to ride on a speci 
Soap Box Derby float is in addition 
to a $5,000 college scholarship and 
other awards that will go to the 
champion. The derby is sponsored 
by Chevrolet. 

Taking part in the parade for 
the first time last New Year's Day, 
the Soap Box Derby float won the 
President’s Trophy. Jim Miley, 
Muncie, Ind. the 1958 national 
champion, rode on the float with 
Roy Rogers and Dale Evans and 
the three Southern California 
champions. 








Harmon Buys Out Partner 
DANVILLE, Ky.—H. C. Harmon 
announced he has purc 
Raleigh D, Crook’s interest im 
Crook-Harmon Buick Co., 117 N. 
Second St. The firm has been fe 
named H. C, Harmon Buick Co. 
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FLASH... 





450 MORE DODGE PURSUITS 
JOIN CALIFORNIA 
HIGHWAY PATROL 


LARGEST SINGLE ORDER IN STATE'S HISTORY GOES TO DODGE 


Each year, in November, the California Highway Patrol 
holds a series of competitive tests to select their patrol 
cars for the coming year. As a result of those tests, 
Dodge was awarded an order for 331 rugged 1959 
D-500 Police Pursuits. Now, after six months of driving 
and testing these cars in the field, this crack law- 
enforcement agency orders 450 more. 


Today you'll find more Dodge Pursuits in service with 
the California Highway Patrol than all other makes 
combined. And the percentage grows larger every day. 


Why? Because in the experience of the California High- 
way: Patrol,:no other car made does so many things so 
well, lasts so long, or costs so little to maintain as the 
staunch 1959 Dodge Pursuit. 


Here is solid proof of Dodge dependability and supe- 
riority. Proof clearly established in the competitive tests 
the California Highway Patrol holds every year. Proof 
dramatically substantiated in thousands of miles of 
rugged daily service. 


On the test track and on the road, the California High- 
way Patrol has found, “It Pays to Own a Dodge.” 


Next time you specify cars for your force, be sure you: 
get what you need. Test, compare the capable Dodge 
Pursuit; the car that’s specially built from the ground 
up to meet the tough demands of police operation. For 
a demonstration at your convenience, see your local 
Dodge dealer or write: Dodge Division, Chrysler 
Corporation, Box 1259, Detroit, Michigan. 


'59 DODGE PURSUITS 


Designed, Built and. Powered for Police Work 








» |Highways & Safety... 


Colorado has announced it will 
continue for another year a joint 
study with Cornell University to 
find out how people may be hurt, 
or how severity of injury may be 
lessened, in accidents in cars built 
since 1955. 

The study, in which the State 
Patrol, physicians and hospital 
authorities cooperate, is part of a 
17-state program being conducted 
in cooperation with Cornell Au- 
tomotive Crash Injury Research. 

Purpose of the study is to de- 
termine the specific causes and 
precise degree of injury to passen- 
gers, a Cornell spokesman said. 

Injury occurs primarily as a 





Automotive Sales Council Chiefs— 


Officers and governors of the Automotive Sales Council are, from left, seated: J. W. 
Kern, treasurer; J. Ll. Roberts, vice-president; R. L. Nardi, president; A. R. Harding, A 
secretary, and Colman O' Shaughnessy, executive secretary. Board of governors are,| result of occupants striking objects 
from left, standing: H. R. LaTowsky, R. M. Harris, R. W. Lackner, F. G. Wilson, R. F.|inside the car, such as knobs _on 
Dusenberry, W. E. Nash, H. C. Stivers, R. P. Hall, E. J, Muldoon and C. E. Vaughn. | the instrument panel, the steering 
Missing is G. H. Goehrig. wheel, overhead structure or by 


“fine cooperation . . . 
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Franchised Automobile Dealer.” Deanks- 
Dealers like Mr. Johnson who have 
experienced the benefits of Uni- 
versal Underwriters coverage are 
our most convinced—and con- 
vincing—spokesmen. Why not see 
at once if you qualify for the ris 
same kind of complete coverage? sack yer 
ec’ 
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BRANCH OFFICES 








Colorado to Continue 
Study of Injury Causes 


being thrown out when the door 
latch fails, he added. 


Since the Cornell study was 





‘Smithsonian to Exhibit 
Maximum Safety Car 


The maximum-safety research 
auto developed and produced by 
Cornell Aeronautical Laboratory 
has been turned over to the 
Smithsonian Institution in Wash- 
ington, 

The car features such innova- 
tions as replacement of the steer- 
ing wheel by two yoked levers, 
placement of the driver’s seat in 
the front-center, elimination of 
the “deadly” steering column, 
and installation of a backward- 
facing seat for one passenger, 



















WRITE OR CALL YOUR NEAREST OFFICE TODAY 





Oe ; oP Chicago, Ilinois Los Angeles, California 
; aI A Dy Columbus, Ohio Portland, Oregon 
Jacksonville, Florida San Francisco, California 
Westfield, New Jersey 









as 
begun six years ago, the sp>kesmay 
continued, more attention has 
given to engineering interic v-design 
components to minimize i:jury, 

He said the injury risk bas bee, 
cut by as much as 29 percent by 
such safety devices as the paddeg 
instrument panel and sun visors, 
recessed hub steering whecis, new 
door-holding mechanising ang 
seat belts. 

He also said a preliminary evaly. 
ation of improved door locks show; 
that front doors of cars built singe 
1955 remained closed about 27 pep. 
cent more of the time in accidents 
than front doors of older cars, 

Present findings show that , 
seat belt can reduce injury rates 
between 30 and 60 percent, he 
added, depending on the type of 
accident and other factors. 

In investigating Colorado acci- 
dents, the spokesman said, police 
report on special forms the de. 
tails of the road, the accidents 
and interior components of the 
car. Photos of interior and ex. 
terior damage also are taken, 

When occupants are injured, the 
examining physician gives a de. 
scription of each injury suffered 
and forwards the reports to the 
Colorado State Medical Society, 
where they are matched with police 
reports, he said. 

Then all of the information is 
sent to Cornell for analysis and 
statistical interpretation, the 
spokesman added. 


* * * 


Standard of Indiana 


Offers New Travel Aid 


Standard Oil Co. (Indiana) is 
providing a new national map rout- 
ing and “As You Travel” informa- 
tion service. Motorists desiring pre- 
travel information will be served 
through Standard Oil dealers by a 
Travel Center at 918 S. Michigan 
Ave., Chicago. 

The dealers will make various 
travel materials available to the 
motorist, including a Trip Request 
Card which the motorist may fill 
out and send to the Travel Center. 
The Travel Center staff will send 
the motorist maps, routing instruc- 
tions and other useful information. 

* * cd 


Goodrich Booklet Wins 


Safety Council Award 


B. F. Goodrich Co. has received 
the 1958 Public Interest Award for 
exceptional service to safety, the 
National Safety Council announced. 

The award was presented for the 
distribution of a 32-page cartoon 
booklet on safe driving, “Tommy 
Gets the Keys,” designed to train 
the teen-age driver before he gets 
behind the wheel. More than six- 
million copies of the booklet have 
been distributed since it was intro- 
duced in 1954. 


* * * 


Aid to Drivers 


To help the millions of profes 
sional drivers who must constantly 
make decisions behind the wheel, 
a new booklet, “A Professional Code 
for Defensive Driving,’ has been 
published by the National Safety 
Council, 425 N, Michigan Ave., Chi- 
cago 11, Ill. 





Canadian Autos 
Called All Wrong 


For Canadians 


OTTAWA.—The Canadian auto 
industry is not really suited to the 
Canadian economy, according to 4 
professor of economy at Carleton 
University here. 

Professor Ted English, in a 
interview, charged that there are 
too many manufacturers, too many 
models and too many desig® 
changes. 

“We'd do better if we had fol- 
lowed the example of Sweden and 
built only two models—one in 4 
low-priced field and the other @ 
the medium-priced range,” he 54! 

English said the trouble with the 
Canadian auto industry is that it 
was transplanted from the U. &: 
and therefore all of the various 
models being produced in tie U. 5: 
where a greater market }revails, 
were produced in the much smallet 
market of Canada. All this adds 
to the cost of production, ‘“e said 

“If we followed the Swedish & 
ample, we would change iesigns 
only every three or four years,” he 
said. “With lower productic» costs 
we would be able to reduce . 
auto tariff and still compeie W! 
foreign small cars.” 
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TODAY, after fifty years, automotive technical and research men are still in constant search 
of product improvements. No finer tribute could be paid to BLUE CORAL... 

as their search has not led to a better product. Like a BLUE CORAL Treatment .. . it has 
successfully withstood the test of time. That's why car dealers the world over can recommend 
with confidence a BLUE CORAL Treatment as the best formulated method for the 
preservation of any automotive finish. Prove to yourself how BLUE CORAL service can 


add to your dealer prestige and promote better customer relationship. There's no substitute 
for a Blue Coral Treatment . . . Search the World Over! 


‘ 


FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


Bearing Distributors Meet in New York— 


Members of the Industrial Bearings Distributor Council met with representatives of 
United Motors Service division, General Motors Corp., in New York to discuss bearings 
sales promotions, merchandising and distribution for the coming year. Members of 
the council are, from left, Raymond E, Latham, Los Angeles; Roland N. Dames, St. 
Louis; Lester Berry, Chicago; Caldwell C. Marks, Birmingham, Ala.; R. John Moore, De- 
troit; William J. Scully, Cleveland; Thomas E. Kane, New York; Olin S. Livingston, 
Philadelphia; Joseph K. Weiser, Minneapolis; Paul G. Hull, Tulsa, and Dean A. Wood, 
Portland, Ore. 


HIS is from the private files 

of a successful 35-year vet- 
eran of auto selling, now located 
in the northwest: 

One of the pitfalls for the 

younger auto 
Sales salesman ig’ the 
Case business of quali- 
fying a prospect. 
Histories We hear a lot 
about making 
mistakes in qualification, making 
snap judgment from appearance 
or the car he is driving and 
thereby losing a sale to some 
Other more experienced sales- 
man. 

Nevertheless, if you don’t want 
to waste a lot of time, the suc- 
cessful salesman must qualify 
accurately and early. I have re- 
duced my method to a simple 
formula that works almost every 
time. 

The method is to go along 
with the present conversation, 
directed if possible toward the 


good points of the car you are 
selling and then casually in- 
quire: “Is your present car 
clear?” Usually you'll get the 
right answer. If the car isn’t 
clear, figure one or two pay- 
ments more than the answer 
given. 


As the conversation moves 


Old Ford Plantation 
Sold for $171,000 


SAVANNAH, Ga.—<According to 
deeds on record here and in ad- 
joining Bryan County, the Henry 
Ford plantation home at Richmond 
Hill has been purchased by Macon 
residents for a reported price of 
$171,000 

The property was sold by the 
Monadock paper mills, which 
acquired the property after it was 
sold by the Ford estate. Purchasers 
were James W. and Elizabeth H. 
McCook, Macon, who declined to 
reveal their plans for the property. 


Everybody’s enthusiastic about Cold Bonderite! Since its intro- 
duction a year and a half ago, over one hundred plants have 
installed this revolutionary new system. Cold Bonderite System 
solutions operate at temperatures 40° to 75° below temperatures 
in conventional systems, saving important sums in heat costs, 
maintenance and equipment. 
Cold Bonderite can be a winner in your spray finishing line, 
too! Call in the Parker man right now. 


Since 1914—leader in the field 


Parker Rust Proof Company 


2164 E. MILWAUKEE, 


PARCO COMPOUND 
rust resistant 


BONDERITE and BONDERLUBE 
aids in cold forming of metals 


BONDERITE corrosion 
resistant paint base 


DETROIT 11, MICHIGAN 


PARCO LUBRITE—wear 
resistant for friction surfaces 


*Bonderite, Bonderlube, Parco, Parco Lubrite—Reg. U.S. Pat. Off. 


TROPICAL—heavy duty 
maintenance paints since 1883 


along, ask the second question 
in the same casual manner: 
“Will you need help in finance. 
ing?” 

Don’t add or take from that 
question. The answer will take 
care of the cash buyers or those 
who borrow elsewhere and os. 
tensibly buy for cash. If the 
answer is “yes,” you then sel] 
them your financing setup. 

ok * * 


Wit these two questions you 
know the value of the trade 
and whether or not the prospect 
will want to buy on credit. 

Answers are never one-word 
answers, but usually the prospect 
tells where he works, if he bor- 
rows from a credit union, how 
many cars he has bought 
through his present finance com- 
pany and many other facts that 
have a direct bearing on his 
qualifications as a buyer and for 
credit. 

You know then whether you 
can afford to spend your time 
trying to complete the deal, 


Allen Claims 
Championship- 


$64 Million Sales 


MIAMI, Fla.—Don Allen, who 
quit a job as a school teacher in 
1924 to take over a family Buick 
dealership in Gallipolis, O., believes 
he had cinched the title of the na- 
tion’s leading automobile dealer. 

Allen says his 16 dealerships in 
12 cities sold 40,000 cars and trucks 
last year to rack up gross sales of 
$64 million. 

He added that these figures sup- 
port the claim that his dealers sell 
a car every 5% minutes during 
normal business hours. 

“My Miami dealership, which 
accounted for a fourth of my or- 
ganization’s 1958 sales, is probably 
the world’s largest,” Allen said. 

“With the automobile business 
becoming more competitive every 
year, I believe that size is the best 
guarantee of profits. 

“The Don Allen organization 
netted only about one percent on 
1958 sales. A dealer who sells a 
new Chevrolet for $1,895 makes less 
than $100, Out of that he pays his 
salesman’s commission, his over- 
head and his taxes, It takes volume 
to make profits in this business.” 

Allen operates his 16 outlets 
through a management corporation 
from his home on La Gorce Island, 
near here. 

“Currently,” he said, “I am in- 
vestigating three agencies which 
are for sale, and I may add one to 
my chain of dealerships shortly.” 


Ohio Ford Dealer 
Sues TV Actor 


COLUMBUS, O.—Dan Rohyans 
Ford, Inc., has filed a $10,000 suit 
against Robert Horton, actor on 
the “Wagon Train” television show, 
for failing to make a personal ap- 
pearance scheduled at the dealer- 
ship. 

Ben Cowall Promotion, Inc, 
which Rohyans said arranged the 
appearance, also was named as 4 
defendant. 

Rohyans said he had spent money 
advertising Horton’s appearance 
and that the latter’s failure to show 
up caused “embarrassment and 
damage to (its) reputation.” 

Horton said he didn’t “feel well” 
at the time and had no written oF 
verbal contract to appear. He was 
appearing at a rodeo at the State 
Fairgrounds here. 

Ford Motor Co, is a sponsor of 
the “Wagon Train” program. 


Lovelady Repeats 

ALBUQUERQUE, N, M.—Wayne 
Lovelady, of Wayne Lovelady 
Dodge, became the only New Mex- 
ico dealer to win the Chrysler Corp. 
Quality Dealer Award twice when 
Chrysler’s Dan J. Kraft, of Dallas, 
presented the award at a dealer's 
luncheon. 
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If you want to sell more insurance, go where every page is 
1 full of ideas that sell: Better Homes & Gardens, the family 


c. 5 ae 
gSe "Ss 


= idea magazine. It’s impossible to go through any issue of 
=! BH&G without finding a world of ideas that directly or in- 


am in- 


#°! directly sell insurance. As insurance prospects, Better Homes 
& Gardens readers are far, far above average. Over 40% are 
««! males. You reach husbands and wives as a team, because 
.» | Better Homes & Gardens is written and edited to attract dual 
sat | dnterest, stir up dual action. 


“s*! During the year ¥3 of America reads 


na Better io TN ... the family 
Sa mt Ny | 


ait ay mul TL idea m ag azine 
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Press Meets Two-Seater in Performance Tests .. . 


Renault Caravelle a Charmer 


By Joseph M, Callahan 
Engineering Editor 


ST, BRIEUC, France.—Although 
Renault’s new sports car, the Cara- 
velle, made its debut last fall at 
the Paris auto show, it was for- 
mally introduced to the world press 
this spring in one of the most un- 
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usual productions seen in a long| Italy, which also designed the 


time, 

Renault brought 24 groups of 
five-to-10 writers to Paris from 
all over the world for an 800-mile, 
three day whirlwind performance 
tour of one of the 15 prototypes 
of the car. The prototypes were 





~ ADVERTISEMENT 


built by the Ghia Body Co., Turin, 








“Childers Thinline Carport will pay for itself in a very short time," says 
Carl Stinson of Manchester Sales & Service, Manchester, Ky. He adds, “It's great to 
do business on our lot in all kinds of weather . . 


have a lot more traffic. . . 


expenses on your lot turn to Page 43. 


SURPRISE IN CHICAGO 


You should know these surprising facts 


about Chicago’s incomparable Drake Hotel 





before you schedule your next 


meeting—large or small... 





4. While The Drake is one of 
America’s most distinguished 
hostelries, it doesn’t cost one 
cent more than other leading 
hotels to headquarter your 
meeting here. 


2. The Drake is “alive.” Meet- 
ings go like clockwork and 
everyone enjoys the warm, 
hospitable service in a set- 
ting of luxuriant comfort. 


a 


G. E.R. FLYNN, 
Vice President—Sales 


H. B. RICHARDSON, 
Convention Manager 


Keep Your Car 


LEAGE (M)NDER Gas STRETCHER 


- Easy to Install — 12 mins. 
@ Stops 


@ Ends 





dying 


Attach 


1) Disconnect ge Pie 
age er 
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537 TURK ST., SAN FRANCISCO 2, CALIF. 


Cut your costs on good will service 
- + Steady gas pressure... carruns @% 
right with these extras: 7 


% gas 
@ Steady idling — no stop-signal 
@ Gas stretcher 
pagnete Trouble Trap built into glass 
fue 


bowl. Protects carburetor. 
Make Friends! Make extra profits! Sell Mileage Minder 


Now $8,000,000 new! No hotel 
in the midwest can match The 
Drake for unsurpassed conveni- 
ence, location, facilities. 4 major 
meeting rooms accommodating 
up to 800, plus 16 committee 
rooms for functions of 12 to 300. 
700 guest rooms. 100% air con- 
ditioned. May we tell you more? 
Phone or write for brochure. 


T he Drake 


HOTEL 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUPERIOR 7-2200 * TELETYPE NO. CG1586 


Buyer Satisfied! 






a 3 
waste — saves 10% to ' 


flooding, bucking, starving 


ah 





$ 6°75 


. our stock looks better and we 
as soon as we heard about the new Thinline, we knew 
you had what we wanted."’ To see how Childers Carports can increase sales and cut 





body. 

On the first day of the perform- 
ance run, the reporters drove 285 
miles from Paris to St. Brieuc, in 
picturesque Brittany. This was no 
leisurely drive since most of it was 
accomplished before lunch, 


The following day they were 
given the choice ‘of 145-mile or 250- 
mile exploratory cruises through 
the countryside. On the third day 
they drove back to Paris. 

Accompanying each group of two 
or three cars was a Renault station 
wagon and two mechanics, who per- 
formed the dual function of watch- 
ing out for mechanical defects and 
of shepherding any newsman who 
stayed too long in any of the Brit- 
tany brasseries (cafes). Despite the 
rugged and prolonged driving by 
the unfamiliar drivers, the cars 
stood up surprisingly well. 

Looking at the Caravelle from 
the American buyer’s point of 
view, it seemed to this writer to 
be a thoroughly attractive and 
well-performing little (88-inch 
wheelbase) car, Like all cars, it 
has shortcomings. 
|_ Essentially the Caravelle is an 
Italian-styled body on the well- 
tested Dauphine chassis, although 
the Dauphine’s rear-engine has 
| been improved so as to develop 40 
horsepower, or 10 horsepower more. 

This power plant appeared to 
produce adequate acceleration (0 
| to 60 miles an hour in 19 seconds) 
and speed (80-85 miles an hour 
after a long run), However, some 
|drivers were critical of the car’s 
| low torque in certain gears. 

Contributing to this acceleration 
| is the car’s light curb weight—1,675 | 
|pounds for the coupe and 1,719! 
| pounds for the convertible (with its | 
detachable hardtop in place). 
| Since 60 percent of this weight is | 
|'on the rear wheels, the car tends 
to oversteer, with the rear-end oc- 
casionally “breaking away” when 
making sharp turns at relatively 
|high speeds, As in all rear-engine 
| cars, the motorist must be alert to 
|this possibility at all times. 

The car is unusually attractive. 
Its nicely balanced lines are well 
complimented by slightly more 
chrome than the European cars 
normally exhibit, Everywhere the 
car brought “ohs” and “ahs” 
from passing enthusiasts, al- 
though many felt the front-end 
snout was largely dictated by the 
designers’ need to be different. 

Inside, the two-seater Caravelle 
is luxuriously and brightly fur- 

nished. There is room behind the 
front seats for a couple of small | 
children or several pieces of lug- 
gage. However, a six-foot man 
often will find his legs interfering 
with his driving. There also is some 
additional luggage space under the 
bonnet or hood, although this is a 
little cramped because of the wheel 
}and steering-gear housings. 











Points in favor of the Caravelle 
are its quiet engine, good-sized 


* * * 








glove compartment, very functional 
instrument panel and brakes which 
take a lot of punishment. Welcome 
innovations are its opaque sun 
visors, small fire extinguisher and 
four small storage pockets on the 
doors and in front of the doors, 

A minor fault is its low-geared 
window winding mechanisms, 
which require innumerable turns 
to raise or lower the windows, 


Three transmissions are available | 


—a four-speed manual, a _ three- 
speed manual and a three-speed 


with an automatic clutch. The gear | 
stick is on the floor and works well, | 


although it tends toward sloppi- 
ness. 

Full production of the car begins 
this month and it will be available 
in U. S, showrooms in September 
for about $2,500. 

All in all, the Caravelle is a 
dandy two-seat car that’s a lot of 
fun to drive. 

+ ok * 


Goliath 


OREIGN MOTOR DISTRIBU-| 


TORS, 6700 Allentown Blvd., 
Harrisburg, Pa., has been appointed 
Goliath distributor for Pennsyl- 
vania, New York, Maryland and 
Delaware. 

The firm also will be a parts 
depot for Goliath distributors and 
their dealers in the East, 

Foreign Motor headquarters in- 
clude a product display room where 
dealers can inspect the cars, parts 
and learn requirements of a Goliath 
dealer operation. 

The firm also operates a service 
training school, according to 
George Latsha, who heads Foreign 
Motor. He also runs Goliath Auto- 
haus, exclusive retail outlet in 


downtown Harrisburg. 
* a” * 


Toyopet 
'. 7. appointment of Harold N. 
Johnson, former Edsel national 
service manager, as U. S. service 
manager for the Japanese-built 


Toyopet has been | 
announced by} 


Toyota Motor 
Distributors, Inc., 
Los Angeles, 
Under John- 
son’s supervision, 
Toyota has al- 
ready set up a 
parts warehous- 
ing and delivery 


H. N. Johnson tion centers in 
the U. S. will serve as the keystone 
of the system. 

A veteran in the automobile busi- 
ness, Johnson spent 10 years with 
Packard and Studebaker-Packard 
before joining the Ford special 
products division and Edsel in 1956. 

* es * 


Borgward 


oaewss> will enjoy a strong 
competitive position when the 
Big Three small cars bow, but will 
not be vulnerable to the “$2,000 
squeeze market,” Earle C. Anthony, 
West Coast distributor for the car, 
tells his dealers. 

“High-quality, modestly priced, 
luxury-offering, custom-crafted im- 
port cars Offering six-passenger 
roominess, such as the Borgward, 
are protected and will find an en- 


system, Three} 
major distribu- 


a, 


hanced sales position in the « omi 
compact-car market expa sion,” 


Anthony said in a letter 
dealers. 

“The modest Borgward Drices, 
beginning at only $2,515, p.o.c. Pg. 
cific Coast, and $2,470, p.o.e., Guif 
Coast, fortunately place the Borg. 
ward in a price range above the 
‘vulnerable’ $2,000 ‘squeeze market; 
| yet considerably below the price of 
other comparable high quality im. 
| ports,” he said. 
| * * 


Renault 


—— ranked first among 
| imports in first-quarter regis. 
|strations in Pennsylvania’s Alle. 
|}gheny County, including Pitts. 
| burgh, according to Ed Christie, 
general manager of Magna & Dol- 
phin Motors, Renault distributor 
for New York, New Jersey and 
Pennsylvania. 

He said 112 Renaults were regis. 
|tered in the first three months of 
| 1959. Renault was in fourth place 


O his 





|in the corresponding period a year 
ago, he added. 


* * 


| + 

| SAAB 
ESIGNATION of Newark, N. J, 
as a port of entry is a step in 
SAAB’s expansion of distribution 
to the Midwest. In the past, SAAB 
has landed cars only at Boston and 
distribution has been pretty well 
confined to the New England 
states, New York, Pennsylvania 
and New Jersey. 

SAAB registrations totalled 
|about 3,000 in the U. S. last year. 
| Shipments of about 6,000 are an- 
| ticipated for 1959. 


Bd * * 


BMW 


_ HAS opened a factory 
branch and Canadian head 
office in Toronto. The firm is intro- 
| ducing two economy cars to the 
| Canadian market. 

*” + a 


Austin 


| N AUSTIN A-105 was the out- 
right winner in the British 
| Mobilgas Economy run. 
The driver, George Kendrick, won 
| the 1956 run in an Austin A-90 and 
| the 1957 run in an Austin A-105, He 
|also won the French run in 1957 
in an A-90. 


| 


| 


| 


Shamrock 


Acoma to a report from 
London, the first foreign car to 
have 100 percent of its production 
slated for export to the U. S. is the 
Shamrock, which is also the first 
| production car ever made in Ire 
| land. 

The car is being manufactured in 
| Tralee by William K. Curtis, 4 
young coffee equipment maker from 
Los Angeles. 

Initial production will be 3,000 4 
year, Curtis said, with a target of 
10,000 annually after three years. 

The Shamrock is a plastic-bodied 
hardtop with Austin mechanical 
components and the BMC ‘B’ 
series engine. 

Curtis has shipped the first unit 
to Los Angeles, where it will be 
priced at $2,500, he said. 
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Caravelle in Brittany— 


A French girl caresses a Caravelle convertible, Renault's new sports car that will be introduced this fall. In the background 
is a picturesque cove in the French province of Brittany. 
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Across the Nation... 








Auto Dealer Changes 


SANTE FE, N. M.—Bill Camp- 
pell has purchased the Buick- 
Pontiac-GMC dealership in Santa 
Fe from William F, Colwes, The 
frm has been named Campbell 
Pontiac-Buick. Campbell has closed 
his Buick-Pontiac deal in Castle 


Rock, Colo. 


* * 


VW Adds Colo. Outlet 


COLORADO SPRINGS, Colo.— 
Colorado Springs Motors, Ltd., 2353 
E. Highway 24, has been appointed 
gle Volkswagen dealer in this 
area, according to Ray A. Golden, 


general manager. 
* * 


Davidson Building New Home| 


DENVER. — Davidson Chevro- 
let Co. has begun construction 
of a $200,000 building at 2535 S. 
Colorado Blvd. It will house 
offices, showroom, service and 
parts department. The firm is 
headed by Henry J. and Donald 


Davidson, brothers. Present quar- | 


ters at 2222 S. Colorado Bivd, 
will be leased, they said, 


* * * 


Son Heads Persia Deal 





NEW ORLEANS.—Mike Persia | 
jr. is the new president of Mike| 


Persia Chevrolet Co., 317 N. Ram- 
part, succeeding his father, who 
has been elected board chairman. 
The Persias also have Chevrolet 
dealerships in San Antonio and 
Houston. 


12 Realers Get 
SAAB Franchises 


NEW YORK.—Twelve dealers in 
seven states have been awarded 
franchises by SAAB Motors, Inc. 
They are: 

Jim Kittler Motors, Inc., Moline, 


IL; Hammond Motors, Bangor, | 


Me; Bissonnette Motors, Inc., 
Lowell, Mass.; Trio Motors, Inc., 
Flint; E. M, Smith Motors, Inc., 
State College, Pa.; Coleman Buick 
Co., Inc., Trenton, N. J.; Taylor 
Chevrolet, Inc., Flemington, N. J. 
Dodge Lawrence Motors, Inc., 
Lawrence, N. Y.; Fairway Jamaica 
Corp., Jamaica, N. Y.; International 
Motor Sales, White Plains, N. Y.; 
James H. Nadler, Inc., Brooklyn, 
and Welch Chevrolet, Inc., Coopers- 
town, N. Y. 


* * * 


Normand in Larger Deal 


NEW ORLEANS.—Normand Im- 
port Car Center, owned by Louis 
Normand, has moved to larger 
Quarters at 2537 Tulane Ave., New 
Orleans. The company handles 
Volvo, Goliath, NSU, Porsche, Alfa 
Romeo, Lancia, Elva and BMW. 


* * * 


Mohr Expands Facilities 
DALLAS.—A_ two-story build- 
ing has been added to the fa- 
cilities of Mohr Chevrolet Co., 
%5 North Central Expressway. 
It houses the offices, commercial 
fleet sales department and rental 
ent. 
a of 


Gulf Opens New Plant 


BAY ST. LOUIS, Miss.—Arthur 
Tipping, owner of Gulf Chevro- 
let Co., has announced the opening 
of a new plant on US-90 near here. 
consists of a main showroom and 
Service building with a separate 
and paint shop. 
* oe Ba 


Whitlock Ford Expands 


BECKLEY, W. Va.—Grady 
itlock Ford has announced the 
ening of its Ford truck head- 
@arters adjoining its new-car 
m on 19-21 By-Pass here. 


* * og 


Hoffmann Closes Deal 
KANSAS CITY.—Hoffmann 
town Buick Co., 1701-1707 
St., has gone out of busi- 
n according to A, E. Hoff- 
Mann, owner of the dealership. 
- * ca ca 
Smith Discontinues Buick 
MASSILON, O.—Hal R. Smith, 
dent of Massilon Buick-Opel- 
bler, Inc., 131 Tremont Ave. 
8 W., announced the Buick line is 
being discontinued in favecr of 
ler cars. The firm will retain 
Rambler and Metropolitan, It 


¢-WAY POWER PROTECTION! 


l. Perfect Circle Valve Seals 





has been renamed Massilon Ram- 
bler-Metropolitan Sales & Service, 
Inc. 

* os ok 


Leonard Buys Into Deal 


BUFFALO. — Desmond Shanks, 
president-treasurer of Shanks Mo- 
tors, Inc., has announced that 
Homer Leonard has purchased an 
interest in the dealership. Leonard 
has been named vice-president, 
secretary and general manager, 


S-P Adds Outlets 
In Upper Midwest 


MINNEAPOLIS. — Appointment 
of 11 Studebaker dealers and a 
Mercedes-Benz dealer in the Upper 
Midwest has been announced by 
Studebaker-Packard Corp, They 
are: 

Osterberg’s Studebaker, Minnea- 
polis; Cook & Tverberg Motor Co., 





Only Perfect Circle gives you 


solve problem of excessive oil 
consumption past valves! 


New rings and restored valve effi- 
ciency produce higher compression 
pressures —and higher deceleration 
vacuum. Increased vacuum draws 
oil through loose and worn valve 
guides. Stop this loss with new 
Perfect Circle Valve Seals! 


Be sure of customer satisfaction 
—Install Perfect Circle Valve Seals 
on all re-ring and valve jobs. 


z Perfect Circle 
2-in-1 Chrome Sets 


solve problem of excessive oil 
consumption past pistons! 


2-in-1 Chrome sets provide the 
finest piston rings obtainable! Top 
rings and oil rings are plated with 
thick, solid chrome. Doubles life of 
cylinders, rings, pistons. No tedi- 
ous break-in is necessary, rings are 
pre-seated at factory. 


Be sure of customer satisfaction 


Austin, Minn.; Wenzlaff Auto, Pipe- 
stone, Minn.; Sande Auto & Imple- 
ment Co., Thief River Falls, Minn.; 
Missouri Valley Motors, Bismarck, 


N. D.; Stark Motor Co., Dickinson, | | 


N. D. 

LeFevre Motor Co., Brookings, S. 
D.; Curtis Auto Sales, Waukon, Ia.; 
Dresser Sales Co., Dresser, Wis.; 


Rodewald Buick Co., Inc., Sheboy- | 
gan, Wis., and Coney Island Motor | 


Sales, Stevens Point, Wis. 


Russ Buick Co., Fargo, N. D., has} 


been named a Mercedes-Benz 
dealer. 
* * * 


Sams Adds Edsel 


AUTOMOTIVE NEWS, JUNE 8, 1959 





ASHEVILLE, N. C—(UTPS)—| 


Sams Motor Sales, Inc., which han- | 


dles Lincoln, Mercury, Continental | 


and English Ford, has taken over| 


the Edsel franchise from Deppe 

Motors. Edwin L. Sams, president, 

has been a dealer here 41 years. 
* * * 


Renault Picks Distributor 


NEW YORK.—Magna Motors, | 


Inc., has been appointed Renault 
distributor for Delaware, Maryland, 
Pennsylvania and Washington, 


D. C. Magna maintains general of-| 


fices and a parts warehouse at 41- 


38 Thirty-ninth St., Long Island! 


City, N. Y. 


—Install 2-in-1 Chrome sets for 
thousands of extra miles of power 
protection and positive oil control! 


PERFECT “CI 


Hagerstown, Indiana 








Superior Coach Awards Service Plaques— 


John H. Shields, center, president, Superior Coach Corp., Lima, O., congratulates 
four employes who have received plaques for service totalling 140 years with the 
company. With Shields are, from left, Russel E. Makin, Richard D. Johns, Roscoe D. 
Jones and Lloyd A. Naas after they received their 35-year plaques. 







































































RCLE 


POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 


FORD FAMILY OF FINE CARS CLEARINGHOUSE + NO. 138 OF A SERIES 


59 Ford 4} 
Proved Economy, Reliable Pa 


Today, in New York City, there are twice as many new Ford cabs as all 
other 1959 makes combined! And all across the country more new Fords 
are being ordered by cab companies than any other 1959 automobile— 
including specially built taxi models. 

Why? 

The big reason is economy. Pennies count in the operation of a taxi fleet, 
The.cab companies are discovering from their cost-per-mile records that 
1959 Fords, on the average, cost less to run, less to repair and less to replace 
than competitive makes. 

Taxi fleet owners find, too, that the ruggedness of Ford components—such 
as front suspensions, transmissions, upholstery and springs—lessens their 
“down time”’ and lowers maintenance costs. 

Experienced cab men know that they must satisfy their customers’ comfort, 
and here again Ford meets more of the requirements. Passengers can get in 
and out without bumping their heads or barking their shins. There’s plenty 
of room inside, too, even for tall men wearing hats. 
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Ford Economy: proved by thousands of miles of rugged stop-and- Ford Comfort: shown by the ease with which passengers enter 


go driving through rush-hour traffic in downtown New York City. roomy Ford while driver deposits luggage in large, convenient trunk. 





axicabs... 


ormance, Rugged Durability 


The thick foam-rubber seats give even the middleman the comfort he has 
driving his own car... and his knees won’t be under his chin, either. Ford’s 
comfort includes plenty of usable trunk space with the best designed trunk 
for ease of loading and unloading. 

Ford’s success with New York taxi owners and drivers provides added 
proof that should convince even the most skeptical prospect of Ford’s 
product quality. Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


FORD MOTOR COMPANY 


The American Road, Dearborn, Michigan 


FORD e THUNDERBIRD e EDSEL « MERCURY e LINCOLN e¢ CONTINENTAL MARK IV 
ENGLISH FORD LINE e« TAUNUS e FORD TRUCKS e TRACTORS 
FARM IMPLEMENTS e INDUSTRIAL ENGINES 
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For the complete story on the success of the Ford Taxicab, read 
your copy of the January-February Ford Dealer Magazine. 


Ford Performance: demonstrated by round-the-clock operation 
in heavy city traffic as well as turnpike travel on suburban runs. 
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| Sales Conditions in Various Areas... 





Auto Market Reports 


St. Louis 


New-car registrations thus far 
this year in the St. Louis area are 
running about 25 percent ahead of 
1958, with Chevrolet leading the 
pack. 

Imported units account for about 
10 percent of all new-car sales. 
Some lines are showing slight 
losses in the middle-price field. 
Prospects for the summer appear 
reasonably good. 

Most dealers are beginning to 
bee a little cautious in the 
used-car department. Some ap- 
prehension is expressed over the 
probable effect of American man- 
ufacturers entering the small-car 
market. 

Just what will happen to the de- 
mand for used cars is still a matter 
of conjecture. There is a feeling 

among new-car dealers that they 
should not enter autumn with ex- 
cessive used-car stocks.—(Sam X. 


Hurst.) 
” * ” 


Washington, D. C. 


Dealers in the National Capital 
area sold 1,751 new cars and 194 
new trucks in April, compared with 
2,281 cars and 234 trucks a month 
_ earlier and 1,563 cars and 298 trucks 
@ year earlier. 

By makes, new-car registrations 
for April were: Ford, 394; Chevro- 
let, 360; Plymouth, 143; Pontiac, 
138; Oldsmobile, 128; Rambler, 96; 





Cadillac, 60; Buick, 50; Dodge, 46; | 
Volkswagen, 37; Studebaker, 35; | 
| Mercury, 29; Chrysler, 24; Fiat, 20; 
Renault, 18, and DeSoto, 17. 

English Ford, 14; Hillman, 13; 
Fiat, 13; Lincoln, 12; Vauxhall, 10; 
Simca, 9; Volyo, 9; Edsel, 8; Impe- 
rial, 8; Morris, 7; Triumph, 7; Mer- 
cedes-Benz, 6; MG, 6; Austin- 
Healey, 5; Peugeot, 4; Borgward, 3; 
Jaguar, 3; Porsche, 3; Toyopet, 2; 
Taunus, 2, and miscellaneous, 5. 

New-truck registrations were: 
Chevrolet, 52; Ford, 49; GMC, 22; 
Dodge, 14; Mack, 12; International, 
9; Diveo, 7; Willys, 4; White, 2, 
and miscellaneous, 23, — (William 
Uliman.) 


* * * 


Oklahoma 


Dealers throughout Oklahoma 
are showing greater volume and 
profit than for the same period last 
year, but a trip from the Kansas 
border to the Texas line and return 
shows trouble spots. 

Ardmore recently lost an air base 
and at Miami a strike at a big 
rubber plant has 1,500 unemployed. 

The recreational area, Pryor 
south to Durant, an area of big 
dams completed and more under 
way, is picking up year after 
year with annual increases in 
visitors. 

At Pryor, industrial expansion 
has doubled the population since 
1950 from 4,401 to 8,500. Here a big 
cement plant, a farm tractor plant 
and other big industries are mov- 
ing in rapidly to take advantage of 
comparatively cheap electric power 
and an abundance of water. 

This boom is affecting many 
other smaller towns in the state 
and dealers in those areas are 
showing increases much greater 
than the state average. 

Employment in the larger cities 
of Oklahoma is steady and business 
is generally good. There is the 
usual price-cutting in the. larger 
cities but dealers in most smaller 
| towns are holding out for profits. 
Some of them are letting the sharp 
city shopper who comes to the 
country for his bargains take a 
look and walk, a lesson learned 
with red ink. 
the cattle sections, plenty of 
this spring 
grass on 
always presages good busi- 
for car dealers. 

When all the factors have been 
totalled and all the returns are in 
at the end of the year, it would not 
be surprising to see Oklahoma deal- 
ers chalk up a banner year.—(L. H. 
Houck.) 


felis! 
FF 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area declined less than 
seasonally in the week ended May 
23, according to the Bureau of 


Business Research of the Univer- 
sity of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity edged up to 115.9 percent 
of the 1947-49 average during the 
week, It was 114.7 a month ear- 
lier and 115.1 in the correspond- 
ing week of March. 

Steel-mill operations were rated 
at 94 percent of practical capacity 
during the week—(Leon M, Lef- 


fingwell.) 
* cd 


Denver 


Sales of automobiles continue to 
show an increase over 1958 in the 
Denver area. 

In April, dealers moved 1,742 new 
cars, compared with 1,098 in the 
year-ago month. New-truck sales, 
meanwhile, rose to 306 from 158 a 
year ago. 

April new-car sales by makes 
were: Chevrolet, 496; Ford, 362; 
Rambler, 135; Plymouth, 99; Pon- 
tiac, 94; Oldsmobile, 92; Volks- 
wagen, 80; Buick, 54; Dodge, 46; 
Mercury, 34; Cadillac, 29; Check- 
er, 28; Studebaker, 27; Renault, 
17; Volvo, 16; Chrysler, 15; Eng- 
lish Ford, 12; Lincoln, 10; De- 
Soto, 9; Borgward, 8; Triumph, 
7, and Edsel, 6. 

Austin-Healey, 6; Opel, 6; Simca, 
6; Hillman, 5; Alfa Romeo, 4; Go- 


News to Note... 








liath, 4; Peugeot, 4; Imperial, 3; 
Metropolitan, 3; Jaguar, 3; MG, 3; 
DKW, 2; Berkeley, 2; Isetta, 2; 
Mercedes-Benz, 2; Vauxhall, 2; 
Packard, 1, and miscellaneous, 6. 


New-truck sales were: Chevrolet, | ™ 


92; Ford, 79; Dodge, 22; FWD, 21; 
Willys, 20; GMC, 16; International, 
16; Kenworth, 9; Studebaker, 4; 
Diveo, 2; White, 2; Autocar, 1; 
English Ford, 1; Morris, 1; Volks- 
wagen, 1, and miscellaneous, 19.— 


(Ira Alexander.) 
* * * 


Providence 


April new-car registrations in 
Providence numbered 1,330, com- 
pared with 995 a month earlier, 
while new-truck sales zoomed to 
162 from 57. 

New-car registrations by makes 
were: Ford, 353; Chevrolet, 255; 
Plymouth, 117; Rambler, 107; Pon- 
tiac, 64; Oldsmobile, 61; Buick, 56; 
Dodge, 43; Chrysler, 28; Mercury, 
27; Studebaker, 27; Cadillac, 23; 
Renault, 22; Volkswagen, 16; Lin- 
coln, 11; DeSoto, 9; Hillman, 9; Im- 
perial, 6; Edsel, 4; SAAB, 3; Willys, 
2, and miscellaneous, 87. 

Truck registrations were: Inter- 
national, 47; Ford, 45; Chevrolet, 
25; GMC, 16; Volkswagen, 11; 
Mack, 6; Dodge, 5; Willys, 2; 
Diveo, 1; White, 1, and miscel- 
laneous, 3.—(Thomas L, Forbes.) 





Auto News in Brief 


DEARBORN.—Ford Motor Co.’s 
highest dealer honor—the Ten-Year 
Four-Letter Award—has been pre- 
sented to Hebron Motor Sales 
(Ford), Hebron, N. D., and S &S 
Motors (Ford), Watford City, N. D. 

The award signifies that the 
dealerships have earned Ford’s 
annual Four-Letter Award for 10 
consecutive years. Arne G. Sanford 
heads S & S Motors, and O. C. 
Heinemeyer is president of Hebron 
Motor Sales. a a 


Start Due in Fall of 1960 


On Ford of Canada Building 


OAKVILLE, Ont.—Ford Motor 
Co. is expected to start construc- 
tion of a multi-million dollar head 
office building on its Queen Eliza- 
beth Way properties in the fall of 
1960. 

A company source said much of 
the engineering and planning have 
been completed. Costs of the proj- 
ect, designed to house Ford of 
Canada’s head office facilities, is 
estimated at about $3 million. 

a * * 


Ike Again Asks Congress 


To Boost Gas Tax 1% Cents 


WASHINGTON. — President E1- 
senhower again has urged Con- 


gress to enact the 1%-cent increase |. 


in the Federal gas tax that he 
called for in his budget message. 
He described as “unsatisfactory” 








An alarm clock handbag for 
ladies is marketed in Germany. 
The clock can be synchronized 
with the driver’s parking meter. 
When the time expires, the alarm 
rings and the lady rushes back 
to her car. 





alternate proposals that the so- 
called Byrd amendment be waived, 
or that receipts from the manufac- 
turers’ excise tax on autos be ear- 
marked for the Highway Trust 
Fund. 


* * * 


6 Judges to Pick Winners 
Of Rodgers Awards Aug. 7 


WASHINGTON.—Appointment of 
six judges and the date of Aug. 7 
for judging this years’ entries in 
the Ted V. Rodgers Journalism 
Awards have been announced by 
Walter F. Carey, chairman, ATA 
Foundation, Inc. 

The Rodgers awards, for out- 
standing articles and editorials on 
highway improvement and use, 
grant $9,000 annually to profes- 
sional writers on magazines, daily 
and weekly newspapers and to 
recognized schools of journalism. 

« x 7 


American Sponge & Chamois 
Observes 90th Birthday 


LONG ISLAND, N. Y.—Ameri- 
can Sponge & Chamois Co., Inc., 
celebrated its 90th birthday with 
a party on television. 

The company claims to be the 
world’s largest imported of ocean 
sponges and chamois. Board 
chairman is Arthur J. Sloss, who 
has been in the sponge business 
60 years. 

- 7 - 


400 Truck Safety Chiefs 
Attend Oklahoma Sessions 


OKLAHOMA CITY.—Some 400 
safety directors of the nation’s 
leading trucking firms attended the 
annual spring meeting of the 
American Trucking Assns.’ Council 
of Safety Supervisors here, 

The safety directors discussed 
methods of improving the industry’s 
safety record, exchanged ideas and 
shared their experiences on how to 
improve safety programs, 

* a x 


GMC Plans to Construct 
Branch in Philadelphia 


PHILADELPHIA.—A new GMC 
retail branch will be erected on the 
corner of Castor Ave. and Gaul St. 
in the northeast section of this 
city. 

The building will be approxi- 
mately 30,000 square feet in area, 
on a 4.09-acre site. Cost of the 
property and construction will 
amount to approximately $500,000. 











A New Home for Buchanan— 


Buchanan Oldsmobile-Cadillac has moved into this modern sales and service build- 
J. W. Buchanan is the owner. 


ing in Hayward, Calif. 








Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 


| THE past, higher courts have 
refused to hold minors respon- 
sible for false representations re- 
garding their age. A few weeks ago 
a higher court laid down a new law 
to the effect that a minor is liable 
in damages for falsely representing 
his age when buying an automobile. 

For illustration, in Doenges-Long 
Motors v. Gillen, 
328 Pac. (2d) 1077, 
the testimony 
showed facts, as 
follows: A minor, 
named _ Gillen, 
purchased from 
the Doenges-Long 
Motors a new 
Ford automobile. 
As a downpay- 
ment Gillen 
turned over to 

L. T. Parker the motor — 
an 52.98 and a ’49 Pontiac for 

Lar Aer was given credit of $500. 
For the unpaid balance Gillen gave 
his note secured by chattel mort- 
gage on the Ford, payable in 30 
equal monthly installments. 

Later, Gillen advised the deal- 
ership that he disaffirmed the con- 
tract. He returned the Ford and 
demanded the return of his down- 
payment of $452.98 and the Pon- 
tiac. Since the dealership had sold 
the Pontiac it could not be ob- 
tained. 

Legal counsel for the dealer- 
ship contended that Gillen was 
not entitled to a favorable verdict 

because he had misrepresented 
his age, stating that he was over 
21 years of age before the pur- 
chase contract was made, 
Nevertheless, the higher court 
indicated that the dealership must 
take back the Ford automobile, 
saying: 

“An infant lacks capacity to 
make a firm and binding contract; 
in all such contracts lies the in- 
herent weakness and condition that 
the infant may disaffirm the con- 
tract during his minority or within 





A Smooth Approach— 


During the 11th annual client-agency 
bowling match between Dodge and Ross 
Roy, Inc., Detroit, Lee F. Desmond, left, 
Dodge assistant general manager, learned 
what happens to the athlete who takes his 


eye off the ball. Opponent, Ross Roy, 
ad agency president, not only “oiled” him 
in the pregame high jinks, but rolled 194 
later to win the executive challenge match. 
Ross Roy bowlers followed the boss's ex- 
ample and recaptured the Lee F. Desmond 
Trophy which Dodge won last year. 





a reasonable time after reaching 

his majority, The right to disaffirm 

is not lost by reason of the fact 

that the infant has induced the 

making of the contract by delib- 

erate misrepresentation of his age.” 
* * * 


Dealer Obligation 


bee respect to the dealer’s ob- 
ligation to refund to Gillen all 
monies paid, the court said: 

“He (Gillen) is entitled to have 
his automobile returned to him if 
such is possible; if impossible, as 
in this case, he is entitled to have 
his money returned and, in lieu 
of the Pontiac, its reasonable value 
at the time of its delivery.” 

An important part of this de- 
cision involves Gillen’s misrepre- 
sentation that he was over 21. 
This higher court held that Gillen 
is liable to the dealership for all 
damages resulting directly and 
proximately from the false repre- 
sentation that he was over 21. 

In this respect, the court said: 
“Gillen, having falsely represented 
his age and as a result thereof ob- 
tained possession of the Ford auto- 
mobile, is answerable and must 
respond to the motor company for 
its damage.” 

This court went on to explain 
that the amount of damages re- 
coverable by the dealership would 
at least be the difference in the 
reasonable value of the Ford at the 
time of its delivery to Gillen and 
its reasonable value at the time of 


its return to the motor company. 
Oo * + 


Dealer Violates Law 


| A= month a higher court held 
that if an automobile dealer 
violates a state law, when selling 
an automobile, he must repay all 
money paid by the purchaser. 

For instance, in Lewis v. Muntz 
Car Co., 328 Pac. (2d) 968, the testi- 
mony introduced before a court 
showed these facts: An automobile 
dealer sold a car to a purchaser, 
named Lewis. 

The automobile dealer did not 
comply with a state law which re- 
quires sellers of automobiles to 
furnish to the purchaser a con- 
tract which contains all of the 
agreements between the buyer 
and the seller. 

In subsequent litigation, the 
higher court held that the dealer 
must refund all money paid by the 
buyer under the contract on de 
mand by Lewis. 


McCahill Looks 
At Sports Cars 


DETROIT.— Tom McCahill, one 
of the nation’s leading admirers 
the highly tuned sports car and the 
finely turned phrase, has taken pen 
in hand. 

The result, as they say in the 
want-ads, has to be seen to be be- 
lieved, “Today’s Sports & Competi- 
tion Cars,” published at $3.95 by 
Prentice-Hall, Inc., 70 Fifth Ave, 
New York 11, N. Y., is a wacky 
excursion into just about every 
aspect of the non-Detroit automo- 
tive world. 

Some readers may question Mc- 
Cahill’s accuracy, but he can still 
accelerate from zero to 60 in eight 
wisecracks. The book is well il!us- 
trated, including plenty of pictures 
of McCahill, and the writing is 48 
slick as a piece of wet soap, 
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5 Look them all over, then compare Commercial Leasing Plan. 
You'll find Commercial Leasing works best from the dealer’s 

“ point of view. It gives you a profit from each unit you lease. 

ing 

all You get extra service and parts volume since this is a main- 

7 tenance leasing plan @ You control condition and time of 

3 
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Then, to follow through for you, Commercial Leasing has been 
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7 spreading the news to businessmen in your area through ads in 

he Time and Nation’s Business. And you will be ready for prospects 

we with a sales kit packed with the kind of selling material that makes 

“ it easier for you to get the name on the dotted line. For the 
whole story on how to get your share of business in the booming 
leasing field . . . at a good profit . . . get in touch with your 
Commercial Leasing representative, today. 
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ANOTHER SERVICE OFFERED BY AFFILIATES OF COMMERCIAL CREDIT CORP. 


AUTOMOTIVE NEWS, JUNE 8, 1959 


“Our greatest asset,” is how W. McCain of Richards-McCain, Monroe, La., rates 


his Childers Continental Carports. Mr. 
created by (Continental Carports) has . 


McCain says, “ . the attractive picture 


+ » greatly increased our retail sales. In addi- 


tion to the ‘eye appeal’ your product creates it is amazing how cool it is in the 
shade of the carport.” Read how Childers Carports can increase your sales on Page 43. 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


RANKFURT.—Daimler-Benz has 

started to use the plastic ma- 
terial, Vulcollan, for moving parts 
on the chassis and steering linkage, 
thereby eliminating the need for 
lubrication. 


Daimler-Benz also has a patent 
for brake systems which prevents 
the locking of any wheel when 
braking. 

Price of Daimler-Benz stock on 
the West German exchange has 
sailed into outer space. From an 
average of 500 to 600 listing, it went 
clear up to 1,500 on May 16, 


*” * *” 


BMC in Holland 


Bc HAS arranged for the as- 
sembly of the A-40 and A-55 
Austin in The Netherlands by the 
firm which now assembles Morris. 

Parts will be shipped from 
England in returnable containers. 
Dealers in Belgium and Holland 
will be supplied in amounts up to 
20,000 per year by this move. 

BMC has also closed a deal with 
SIAM di Tella, Buenos Aires, Ar- 
gentina, for the manufacture of 
vehicles in South America. 

The Argentine firm is the largest 





engineering enterprise in South 
America. 

It has about 15,000 employes and 
produces refrigerators, Lambretta 
scooters and heavy electrical 
equipment. 

| * * * 


New Opel for U. S.? 


‘TUMOR has it that Opel is pre- 

paring to introduce a heavier 
Kapitan with a six-cylinder engine 
and an automatic transmission. 
Some reports say the car has been 
designed for introduction by U. S. 
Buick dealers in August. 

” *” * 


Smooth, Man! 


yo WERNER, JU. S.-born 
boss of DKW, has always be- 
lieved he could develop a two-cycle 
engine to idle as smoothly as a 
four-cycle job. 

A new patent by Auto-Union, 
maker of DKW, connects the gas 
stream channel through which 
the pre-compressed mixture from 
the crankcase goes up to the 
combustion chamber directly with 
the idling system of the carbur- 
etor. 





If it functions, DKW will have 


Utah Dealers Fete Ballard; 
Tax-Cost Vigil Urged 


SALT LAKE CITY.— The first 
president of Utah Automobile Deal- 
ers Assn., back in 1927, was honored 
with a plaque and a testimonial of 
appreciation at UADA’s sixth an- 
nual mid-year business session. 

Charles C. Freed, NADA director 
for Utah, made the presentation to 
Melvin R. Ballard, who returned to 
the industry after turning his busi- 
ness over to a son and taking a 
short vacation. 

Ballard now has a foreign-car 
franchise. 

Principal speaker at the mid- 
year session, conducted by Rich- 
ard L. Warner, UADA president, 
was Henry R. Pearson, director 
of the Utah Foundation, a non- 
profit tax research organization. 

He said auto dealers should take 


Rockwell Reports 


|| Doubled Profits, 


ALMANAC 


Plan NOW to include 
the auto industry's 


leading reference guide 


on your 1960 


advertising schedule. 


PUBLICATION DATE — APRIL 25, 1960 


Automotive News 


965 E. JEFFERSON 


e DETROIT 7, MICH. 
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29 Pct. Sales Hike 


CORAOPOLIS, Pa—Rockwell- 
Standard Corp. sales in the first 
quarter were up 29 percent and 
net profit was more than doubled, 
according to Col. W. F. Rockwell, 
chairman. 

He said sales totalled $69.1 mil- 
lion, compared with $53.7 million in 
the first three months of 1958, and 
profit was up from $2.35 million to 
$4.8 million. 

“The second quarter also looks 
to be very good,” Rockwell said. 
But he indicated concern for the 
third and fourth quarters because 
of the possibility of a prolonged 
steel strike. 

Rockwell added that “1959 should 
be a relatively good year—and it 
could be a very good one.” 

Two new directors were among 
16 chosen at the firm’s annual 
stockholders’ meeting, They are F. 
W. Parker jr., transmission and 
axle group vice-president, and 
George T, Pew, president of Aero 
Design & Engineering Co., a Rock- 
well-Standard subsidiary. 


183 Jeep Vehicles 
Ordered by U. S. 


TOLEDO —Four contracts for 
183 Jeep vehicles and parts for 
$380,808 have been awarded Willys 
Motors by the General Services Ad- 
ministration. S. W. Connelly, direc- 
tor of government sales for Willys, 
said 123 of the vehicles are for the 
International Cooperation Admin- 
istration, the Federal agency which 


more active part and be willing to 
give a greater portion of their time 
in informing themselves and in 


participating in resolving problems | 


of state and local government, 

One-third of the productive in- 
come goes for taxes and public ex- 
penditures, he said, and it is a 
simple matter of good business to 

give more time and attention to 
that activity than most business- 
men do. 

“Consider your willingness to 
match your demand for or approval 
of expanded government services 
and expenditures with your willing- 
ness to pay the tax to foot the bill,” 
he said. 

In a five-year period, through 
1958, Pearson said assessed valua- 
tion in Utah has increased 4.98 
percent per year; total personal 
income has increased an average 
of 5.45 percent per year; state 
tax collections have increased 
8.88 percent aand state and local 
taxes combined increased at the 
rate of 9.15 percent. 

Educational expenditures—for 
public schools—have shot up 13.4 

per year, he said. 

“It’s up to you to help us find 
where we can cut back or cut down 
on public expenditures,” he said. 

Other speakers were John E. 





overcome one barrier to more sales, 
* * * 


New Diesel Plugs 


a MOTOR ACCESSORIES 
in England has released a new 
type of KLG start plugs for diese} 
engines. 

A sheathed element replaces 
the conventional exposed coil. A 
much smaller entrance hole into 
the combustion chamber ig 
needed and the combustion gases 
which usually deteriorate the 
heating coil cannot reach this 
wire. 

The element will work at full 
battery voltage and wiring in series 
is no longer needed, This means 
that in case one plug should fail, 
the others still will start the en- 
gine. 


Sheathed Glow Plug— 


A new KLG start plug for diesels has 
been introduced by Smiths Motor Acces- 
sories of England. A sheathed element 
replaces the conventional exposed coil. A 
potential increase in cooling area is indi- 
cated by the shaded area as compared 
with conventional glow plug. 


Binns, of the NADA staff; Dave|® 


Reese, head of the Pennsylvania 
Automotive Assn.; Chris J, Hogan, 
dealer from Rapid City, S. D., and 
A. W. Bartlett, Ogden dealer. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
ECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 


administers the U. S. foreign-aid|/ 


program. 


One hundred of these vehicles 


Aiming Lights Under New Law— 


will be shipped to Indonesia and 
23 of them will go to India. In the 
latter shipment will be a Jeep 


and a cargo-personnel carrier. 


Prestige Plus— 


A secretary takes dictation over the 
phone in Citroen's DS19 Prestige, a luxury 
car designed for executives. The car also 
features electric ventilation in a compart 
ment styled for the businessman. 


This is a demonstration on the operation of Germany's new law on headlight «im 
audio-visual truck, two ambulances| ing. Four persons no longer are required to sit in the vehicle while the lights are 
checked. The new law calls for only one person in the rear seat. 
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GM Third Again ss tse 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


The automotive category, with 
General Motors, Ford and Chrysler 
Corp. spending more than $50 mil- 
lion, was sixth among the top users 
of national and regional television 
during 1958, according to the Tele- 
vision Bureau of Advertising. 

Altogether, the automotive 
classification, which includes 
anti-freeze, batteries, cars, tires 
and tubes, trucks and trailers, 
institutional and miscellaneous 
accessories and supplies, expend- 
ed $58,840,855 on network and 
spot commercials during the past 
year. 

GM placed sixth among the top 
100 individual advertisers with 
gross time costs of $22,115,440 for 
1958. Of that total, $20,593,370 was 
for network advertising and $1,- 
522,070 for spot television. 

Chrysler Corp. was 12th with 
gross time expenditures of $14,- 
732,210. Of that total, $14,341,470 
went for network time and $390,740 
for spot commercials. 

Ford Motor finished in 15th place 
with expenditures of $12,561,120 for 
network and $1,041,430 for spot 
television time. Its gross time cost 
for 1958 was $13,601,550. 

American Motors and Stude- 
baker-Packard corporations did not 
place among the top 100 advertisers 
in television time expenditures last 
year. 

Gross time costs for other auto- 
motive firms were $5,687,210 for 
General Electric Co.; $4,724,610 for 
Westinghouse Electric Corp.; 
$3,470,310 for Kaiser Industries 
Corp.; $3,086,950 for United States 
Steel Corp.; $2,546,620 for Standard 
Oil Co. of Indiana; $2,434,000 for 
Marathon Corp.; $2,383,490 for Esso 
Standard Oil Co., and $2,379,860 for 
Reynolds Metals Co. 


* * * 


Buick Renews Hope Series 


Buick has renewed the Bob Hope 
Buick Show for the 1959-60 season 
and purchased four 90-minute 
dramatic programs featuring shows 
based on the writing of Ernest 
Hemingway. 

The Hope show will make its 
seasonal debut on NBC-TV in Oc- 
tober, while the 90-minute dramatic 
shows will be presented over CBS- 





TV beginning in November. 
* oe 7 


Atherton Opens Agency 
Harold S. Atherton, former ad- 
vertising manager of Michigan 
Tool Co., has opened a new ad- 
vertising agency, Atherton & Co., 
at 66 Wellesley Drive, Pleasant 


Ridge, Mich. 
Services offered by the agency 
includes advertising, publicity, 


Sales literature, catalogs, house 


Organs and market surveys. 
* ae * 


New WNR Directory Available 


The 1959 WNR Directory of 
Weekly Newspapers has been re- 
leased by Weekly Newspaper Rep- 
resentatives, Inc., 404 Fifth Ave., 
New York 18, N. Y. 

Listed are a total of 8,287 weekly 
hewspapers with total circulation 
of 20,186,414 and an estimated read- 
ership in excess of 80 million. 

In addition to regular features, 
the latest edition of the directory 
Sives information pertaining to 
those weekly newspapers equipped 
to accept ROP color advertising. 


o* ok * 


Data on N. Y. Market 


A color slide film sponsored by 
the New York Journal-American, 
Herald-Tribune, Mirror, News, 
Post, Times and World-Telegram 
is now being shown to top auto- 
Motive executives. 

The film reveals some of the 
significant changes that have 
taken place to make New York 
“a better new-car marketplace 
_ ever before,’ an official 





Acting as joint hosts at the 
various showings are the adver- 
tising directors of the seven New 
York city newspapers. 

a * * 


Look’s ‘Magazone’ Plan 


Look magazine has worked out 


& “Magazone” plan involving the 
distribution of its national circula- 
tion into seven standard market- 


ing zones and enabling advertisers 
to place insertions in copies of the 
magazine circulated in any one 
zone or in any combination of the 
seven zones. 


The new plan, which will go into 
effect with the Sept. 15 issue, does 
not affect the schedules of adver- 
tisers currently using Look’s full 
run, but offers them new promo- 
tional opportunities never before 
possible in major magazine adver- 
tising, a spokesman said. 

“Magazone” insertions will be 
available in black and white, two- 
color, or four-color letterpress. 


Closing dates will be identical with representative of the Detroit and 


those for Look’s full run, and 
space units may consist of either 
half pages or single pages, the 
spokesman said. 

* * * 


Personnel Changes 


John L. McQuigg from manager 
of the Detroit office of J. Walter 


sell Citroen... 
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Thompson to the agency’s New 
York office to assume executive re- 
sponsibilities, including those of 
chairman of the Ford account re- 
view board and management 
supervisor of the Detroit office... 
William D. Laurie jr. from super- 
visor of account operations in the 
Detroit office to Detroit manager 
of Thompson... Richard W. Pryor 
from sales representative for Locke 
Films, Inc., Kalamazoo, Mich., to 
sales promotion manager for Kay- 
don Engineering Corp., Muskegon, 
Mich. . . . Edward Cassard from 
promotion representative with the 
Baltimore-Washington and Vir- 
ginia editions of TV Guide to 
South Central region promotion 
manager of the magazine, with 
headquarters in Kansas City ... 
Joan Strawbridge from promotion 


Michigan State editions of TV 
Guide to Midwest region promo- 
tion manager in Chicago, succeed- 
ing Elizabeth Troughton, who has 
resigned . . Joseph Heller from 
copywriter at Time magazine to 


copywriter on the promotion staff | 


of Look magazine. 


the prestige 


‘compact car! 


BE A FRANCHISED CITROEN DEALER... 
No other car offers so many powerful sales features. Only Citroen has as standard equipment—Air-Oil Suspension 
-..Front-Wheel Drive... Disc Brakes...Automatic Jacking ...33 mile per gallon gas economy. As a Citroen dealer 
you receive the full support of National and Local Advertising, Publicity, and a complete Sales Promotion Port- 


folio...plus Technical Assistance with factory trained engineers 


Citroen’s expense. 


For your application and additional information, call or write: 


CITROEN CARS CORPORATION 





300 PARK AVENUE, NEW YORK, N. Y. 





Auto Executives Get Together— 


Key executives of the automotive industry were among the 700 guests at the 
“Goodwill Cavalcade of 1959" presented by radio station WJR before Detroit-area 
advertisers, advertising executives, civic leaders, and members of the local press 


and trade publications. From left are J. B. Wagstaff, director of corporate sales 
staff, Chrysler Corp.; John F. Patt, WJR president; George Romney, president, 
American Motors Corp.; H. E. Chesebrough, Plymouth general manager, and E. N. 
Cole, Chevrolet general manager. The cavalcade presented a 50-minute review 
of W4JR's live regular broadcast talent. 





and special service schools provided at 


Sign with Gitroen, and your profits start immediately! 
8423 WILSHIRE BLVD., BEVERLY HILLS, CALIF. 


(SOLE IMPORTER AND DISTRIBUTOR OF S$. A. ANDRE CITROEN, PARIS, FRANCE) 
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STORAGE UNIT—Penco Division, Alan 
Wood Steel Co., 200 Brower Ave., Oaks, 
Pa., has announced the availability of a 
tool storage unit for use in machine shops, 
tool rooms and storage areas. Designated 
as model 181, the unit has 78 compart- 
ments for the storage of tools. The unit's 
two top shelves have 15 compartments, 
each 2 3/16 inch wide, its two center 
shelves have 13 compartments, each 2 
9/16 inch wide, and its two bottom 
shelves have 11 compartments, each 3 
inches wide. The storage unit is con- 
structed of heavy gauge steel finished in 
oven-baked enamel. Al! compartments are 


by Mopar division of Chrysler 
Corp, 

The fast drying lacquer is avail- 
able in a variety of colors to spot- 
finish bodies of '58 or ’59 Plym- 
ouths, Dodges, DeSotos, Chryslers, 
Imperials and Dodge trucks. The 
material can be obtained through 
any Chrysler Corp. dealer or 


Mopar wholesaler. 
am * * 


BLINKER LANTERN—A blinker lantern | 





separated by 1'4-inch high dividers. All| with automatic flashing rear warning light | 


shelves have label holders, turned up to 
form bin fronts. The unit can be used 
alone or will fit into standard shelving 
arrangements. It is 3314 inches wide, 161 
inches deep and 34% inches high. 

ae 





al 


CLUTCH PLATE—A metallic clutch fric- 
tion plate for 1956-59 Powerglide has 
been announced by Tramco Industries, 
125 West End Ave., New York 23, N. Y. 
The plate serves as a heavy-duty replace- 
ment for the conventional cork or paper 
faced models found in 1956-59 Chevrolet 
and Corvette Powerglide transmissions. 
T-127, metallic construction, and grooved 
mating face, provides faster dissipation 
of the high heats developed in automatic 
transmissions, it is said. This cooler run- 
ning clutch with heavier depth of friction 
facing delivers smooth performance and 
longer life of operation, it is claimed. 

oe. © 





TACHOMETER — The ignition-type tach- 
ometer “Tachavi" is a portable multi- 
range instrument for speed measurement 
of internal combustion engines with bat- 
tery ignition for insertion in the primary 
ignition circuit between battery and igni- 
tion coil. For the various types of engine 
and battery voltages the instrument is 
said to be ready for operation by setting 
the selector switch for one, two, four and 
six-cylinder engines running as two or 
four-stroke engines with working voltages 
of six or 12-volt. Three, eight and 12- 
cylinder engines can also be supervised 
by using the instrument accordingly. The 
Tachavi has two ranges, a higher range 
for the operating speeds and a lower one 
for idling speeds, it is said. The range of 
the instrument is 0-5,000 r.p.m. EPIC, 
Inc., 154 Nassau St., New York 38, N.Y. 

782 


Spray-on Touch-up Paint 
Is Offered by Mopar 


Spray cans of touch-up paint and 
assortments of lacquer, primer and 
leveler have been made available 





set on a swinging arm that may be posi- | 
tioned anywhere along a 90 degree are, | 
has been introduced by H. J. Ashe Co., | 
Inc., Glenbrook, Conn. Ash-Flash Model | 
SW-66 lantern, it was stated, is a “must’’ | 
for all emergencies that occur on 
highway, at home or on boating trips; is | 
equally useful for hunting, fishing, camp-| 
ing or other recreational activities. Fea- | 
tures of the Ash-Flash model SW-66 lan- | 
tern are said to include chromepiated, ail- | 
steel case; oversized searchlight head that | 


rotates 180 degrees; separate switch| » 


control for blinker and searchlight; piano- | 
hinged battery case, and plastic handle. | 
Accepts standard six-volt battery or eight | 
standard fashlight batteries. 





DIFFERENTIAL— An improved ‘“‘silent- | 
type” full locking NoSpin differential has | 
been developed. by Detroit Automotive | 
Products Corp., 8701 Grinnell Ave., De- | 
troit 13, Mich., for use in cars and light} 
trucks. The device is said to prevent in-| 
dividual wheel spin and when driving 
wheels lose traction. The model overcomes 
objectionable cam clicking noise of con-| 
ventional NoSpin differentials, it is 
claimed. Operating characteristics of the 
improved NoSpin differential also make it 
suitable for use in special vehicles re- 
quiring planetary or hub gear reduction 
units in addition to their standard ring 
geor drives, it is said. Available in 
standard or silent types. 


i | 
CAR WASHER—The Vangar Mist-O- 








Matic car washer is designed to use water 
only, soaping is done with a mitt. The 
washer revolves around the car, enabling 
the operator to follow with the mitt, thus 
completing the soaping, mitting and rins- 
ing in one operation, it ‘is claimed. De- 
signed for normal water pressure, the unit 
features adjustable jets, adjustable hanger 
and a special hatband design conveyor 
track. Vangar Co., P. O. Box 572, Apple- 
ton, Wis. 





| circulate cleaning fluid. 


the | # 
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NEW PRODUCTS 


PARTS CLEANER—Nielsen Saw & Mfg. 
Co., Seventh Place and McKeniley, Eugene, 
Ore., has introduced a solvent-type parts 
cleaner that has a builtin pump to re- 
Called Nielsen 


Kwik-Cleaner, the unit operates on three 
gallons of solvent. Fluid is filtered as it 
is recirculated through fountain brush, it 
is said. Fluid flow may be adjusted from 
trickle to a flood. 


WASHER-WAXER—Using a special de- 
tergent-wax solution, the Wash & Wax 
Whirl-A-Way is designed to wash and 
wax a car in a one-step treatment. Pro- 
duced by Osrow Products Co., Inc., Glen 
Cove, New York, the unit features a horse- 
hair brush that rotates at 1,500 r.p.m., a 
telescoping handle that locks at any 
length from two to four feet, and a pres- 
sure chamber to activate the Wash & Wax 
solution. 





BRAKE TOOLS—An eight-piece brake 
tool assortment has been announced by 
Raybestos Division, Raybestos-Manhattan, 
Inc., P. O. Box 1021, Bridgeport, Conn. 
The tools are designed for brake service 
work on all automobiles including 1959 
models with 34-inch brake shoes. These 
tools are as follows: Combination 7/16 by 
¥%-inch special offset box wrench; special 
star adjuster spoon; brake adjuster wrench 
for internal expanding parking brakes; 
5/16 by %-inch combination brake 
bleeder and cap wrench; L-shaped tool to 
remove and replace brake shoe return 
springs; 15/16-inch combination box and 
open end wrench; 7/16-inch deep throat 
offset box wrench, and brake spring 
pliers. 

5 8. 


Under-Dash Cooling Unit 
Is Offered by Artic-Kar 


Capitol Refrigeration, Inc., 3922 
Kalloch, Dallas 16, Tex., maker of 
Artic-Kar air conditioners, has in- 
troduced an under-dash air-condi- 
tioning unit designed on the re- 
verse cycle refrigeration system. 


One heat-transfer surface is 











mounted in front of the radiator 
and serves as the condensor for 
cooling and the evaporator for 
heating, The other heat-transfer 
surface is mounted inside the car 
in an under-dash case and serves 
as the evaporator for cooling and 


the condensor for heating. 
7 cm a * 


STEAM CLEANER—The all-electric model 
E-350 Hypressure Jenny steam cleaner has 
been announced by Homestead Valve Mfg. 
Co., Coraopolis, Pa. This electrically pow- 
ered, electrically heated steam cleaner is 
said to be ideal for the average light to 
medium duty cleaning job, and for 
Jenolizing—the process that prevents flash 
rusting of machinery or equipment, and 
imparts a gloss to painted surfaces. Ninety 
seconds after pressing the motor switch, 
turning on the heaters, and setting the 
solution metering valve for the desired 
concentration of cleaning solution, the 
“E-350" Jenny is ready to clean, it is 
said. One of more than 55 models of 
Hypressure Jenny, ‘‘E-350" is offered with 
a choice of wiring for either 220 volts 
or 440 volts, three-phase, 60-cycle, AC 
current. 





INVERTER — Magnetic Amplifiers, Inc., 
632 Tinton Ave., New York 55, N. Y., 
has developed a device, a solid state 
static inverter, that converts six or 12- 
volt DC battery current to 115 volts, fur- 
nishing the equivalent of 100 or 200 
watts. The unit is designed to plug into 
the cigaret lighter receptacle on an 
automobile dashboard. The unit is said 
to allow the hookup of any appliance 
which runs on 60 cycle AC power, The 
inverter has no moving parts, can with- 
stand vibration, shock and temperature 


extremes, it is claimed. 
— s «£ 





TAIL PIPE RACK—Walker Mfg. Co. of 
Wisconsin, Racine, Wis., has developed 


tail pipe racks designed to eliminate 
many of the problems involved in stock- 
ing tail pipes. The racks are available in 
two designs—single entry for use against 
walls and double entry for open areas. 
Both designs are available in five-foot 
“starter” and five-foot ‘“‘add-on" units. 
Each single entry section holds approxi- 
mately 75 pipes and the double entry 
units hold approximately 150 pipes. Mov- 
able, threaded rod dividers provide vari- 
able sections for each type of pipe, it is 
said. 








SCAFFOLDING —A piece of self-pro- 
pelled scaffolding on wheels on which a 
workman can propel himself from loca- 
tion to location while in an elevated posi- 
tion, has been announced by Castle Mfg. 
Co., 1701 Glenwood, Flint, Mich. The scaf- 
folding is said to be made of welded and 
bolted steel construction to withstand the 
most rugged use. The wooden platform 
can be adjusted to seven different posi- 
tions for reaching heights up to 12 feet. 
It features a safety step for surer footing 
and a safety brake to lock unit in posi- 
tion while working. 





BRAKE SHOE GRINDER—Barrett Equip- 
ment Co., 2101 Cass Ave., St. Louis 6, 
Mo., has announced an advancement in 
the B-74 radius shoe grinder. It is said 
to be a cylindrical bench-type radius 
grinder, preset at the factory to provide 
correct fit of shoes to drums. It includes 
a builtin blower for positive dust collec- 
tion. The cam lever lock shoe holder is 
said to provide instant clamping of shoes, 
including Rambler, Chrysler and Bendix. 
Grinds eight shoes in approximately four 
minutes. 





STORAGE CABINET—A portable all- 
metal storage cabinet, featuring bins with 
glass fronts, has been announced by 
Bowers Mfg. Co., 105 Michigan St., To 
ledo 2, O. Designed around user needs 
as a control for small-parts inventory of 
samples, the “UC" cabinet comes with 6, 
12, or 24 bins. Each bin has a removable 
divider. There is space above glass fronts 
for placing identification labels that come 
with each unit, Entire cabinet of welded 
heavy gauge steel finished in baked em 
amel Hammertone blue. Specifications of 
24-bin model: 29 inches high, four inches 
deep, 15% inches wide. Individual bins 
measure 3 inches deep, 3% inches high 
and 4% inches wide including removable 
center divider. 
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Auto Personnel 





Maynard C. Wheeler has been|Jd. Force and Lee J. Perme, attor- 


elected president of Commercial 
Soivents Corp. He formerly was 
senior vice-president. Wheeler 
joined the company in 1932 and has 
been a Vice-president since 1945 and 
a director since 1950. 

In other top-level moves, William 
S, Leonhardt was named financial 
vice-president and treasurer, and 
Jeremiah Milbank jr. was appointed 
chairman of the executive commit- 
tee. As president, Wheeler succeeds 
J. Albert Woods, who continues as 
a consultant. ee 


Long Appoints Lysett 


Sales Vice-President 


Daniel W. Lysett has been ap- 
pointed sales vice-president of 
Long Mfg. divi- 
sion, Bor g- 
Warner Corp. 
Detroit. 

Lysett, formerly 
Long sales direc- 
tor, joined the 
company in 1942 
and served as 
chief clutch engi- 
neer, later becom- 
ing director of 
product engineer- 
ing, then _ sales 
manager. Previously he was a. de- | 
sign engineer for General Motors 
Corp. and Packard. 

oe mn 





D. W. Lysett 


* 


GE Unit Promotes Daily 


Robert T. Daily has been ap- 
pointed marketing manager for 
General Electric’s Silicone Prod- 
ucts department, succeeding Jer- 
ome T. Coe, who has been named 
general manager. Daily had been 
manager of rubber market devel- 
opment. 


* * * 


Fetters Is Appointed 


Pennsylvania Tire Co. has ap- 
pointed Richard S, Fetters as terri- 
tory sales manager for Southern 
Illinois and Eastern Missouri, 

* * * 


Marsh Resigns M-E-L Post 


To Form Consultant Firm 


John L. Marsh has resigned as 
assistant controller of M-E-L to 
form John L. 
Marsh & Co., con- 
Sultants to man- 
agement, The 
new firm’s offices 
will be located in 
Detroit. 

Marsh had 
Served with the 
Ford Motor Co. 
Since 1956. Previ- 
ously he had been 
financial vice- 
President of Fan- 
steel Metallurgical Corp., North 
Chicago, from 1950 to 1956. 

x a * 








J. L. Marsh 


Kingsbury, Cossit Named 
Rubbermaid Sales Managers 


Two new sales managers have 
been named in the Automotive and 
Marine divisions of Rubbermaid, 
Inc. They are Orville M. Kingsbury 
and James N. Cossitt. 

Kingsbury will direct jobber and 
distributor sales and Cossitt will 
Supervise special-products opera- 
tions, dealing primarily with other 
manufacturers. 

x ca * 


Tooker, Gresham Appointed 


White Vice-Presidents 


John C, Tooker and Noah O. 
Gresham have been appointed vice- 
Presidents of White Motor Co. 
Tooker continues as general man- 
ager of Reo division, Lansing, and 
Gresham will head wholesale opera- 








Noah O, Gresham John C. ‘Tooker 


tions for White Truck division. 
Tooker was president of Reo Mo- 
tors, Inc., when that company was 
Purchased by White in June, 1957. 
White also announced that Frank 


neys, have been named assistant | 
secretaries of the corporation. 
* * * 


Nash Heads Car-Radio Unit 
Robert Nash has been appointed | 


head of the Motorola Car Radio di-| " 


vision of Philadelphia Distributors, | 


Inc. 





* * * 


Rech Elected Treasurer 

Edward H. Rech has been elected 
treasurer of Hess & Eisenhardt Co., 
succeeding the late Charles A. Eis- 
enhardt sr. He joined Hess &| 
Eisenhardt in 1942 and had been 
controller. 

* * * 

Firestone Again Elected 


USO National Chairman 


Harvey S. Firestone jr., chairman 
of Firestone Tire & Rubber Co., 


has been elected national chairman | 


of United Service Organizations, 
Ine. (USO), for the ninth straight 
year at the annual meeting of the 
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USO National Council in Washing- 
ton. 

Firestone presented the USO 
Annual Award for 1959 to Secretary 
of Defense Neil H. McElroy. 

x * * 


Dana Promotes Peterson 
To Universal Sales Chief 


J. E. Peterson has been named 


| sales manager-universal joints by 


Dana Corp., To- 
ledo. He succeeds 
W. H. Schomburg, 
recently promoted 
to assistant gen- 


ager. 


ployed as a sales 
engineer at 
Cooper-Bes- 
semer Corp. 
Chicago, he joined 
Dana in a like 
capacity, covering the Chrysler, 
Studebaker-Packard, and Curtiss- 
Wright Corp. accounts, in 1956. 
* 


mn *” 


J. E. Peterson 


Parker Promotes Sackett 


J. E, Sackett has been promoted 
to service and quality manager of 


the Parker Hydraulics division, 
Parker-Hannifin Corp. He had been 


eral sales man-| 


Previously em- 


a foreman in the Hydraulics divi- 
sion, 
* * + 
| Six Office Managers 
Are Appointed by GMAC 


Appointment of six office man- 
agers has been announced by 
GMAC., They are: 

John D. Tedrow, Amarillo, Tex.; 
James G, Stewart, Castle Shannon, 
|Pa.; W. ©. Mawhinney, Paterson, 
N. J.; E, Holmes King, Bridgeport, 
Conn.; Kenneth L, Travis, Roanoke, 
| Va., and LeRoy J. Dehnert, Chey- 
enne, Wyo. es 


Lee Tire Names Veiock 
| Lee Rubber & Tire Corp., Con- 





shohocken, Pa., has appointed| 


Theodore I. Veiock assistant to the 
| president, a newly-created post. 
| Veiock, a tire-production specialist, 


formerly was with Firestone Tire‘ 


& Rubber Co. 
| * 


* * 


_GMAC Appoints Carlisle 
|Oak Cliff (Tex.) Manager 


Acceptance Corp.’s office 
Cliff, Tex. 


Carlisle formerly was sales man-| basic sciences, 








Bill R. Carlisle has been ap- 
pointed manager of General Motors | 
in Oak| 
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ager in the Dallas branch, He 
joined GMAC in 1949 as a field 
representative in Dallas, was 
named credit manager in 1957 and 


sales manager in 1958. 
* * * 





Squitier, Beeler Move Up 


Ernest S, Squitier and B, R. 
Beeler have been appointed terri- 
tory sales managers for Pennsyl- 
vania Tire Co. - 

a 


Chrysler’s Cycleweld Division 


Gets New President 


Sumner B. Twiss has been ap- 
pointed president of Chrysler 
Corp.’s Cycleweld chemical prod- 
ucts division at 
Trenton, Mich. 

Dr, Twiss first 
joined the com- 
pany’s engineer- 
ing division in 
1946 as a project 
engineer. In 1948 
he was named 
head of. the phy- 
sical-chemical re- 
search depart- 
ment. His most 
recent assign- 
ment was assistant chief engineer- 


S. B. Twiss 










































































































































































































































structures. 


pearance. Yet, it’s the 


strongest ... 


nance procedures. 


Butler buildings. 


building methods. 


*Patent Nos. D178605; D178659 


Manufacturers of Metal Buildings 


New Butlerib pancis 


create the 


OUD AND 
eV IUPUI 
LOOK 


SOCHHHSSHSSSHSSSSHSSSSSSSSSSSSSSSSSSSSSSSSESSSESSCOOESOSOOSE 


Jor Butler buildings 


Butlerib—a bold new metal building panel —so beautiful, 
you’d expect to find it only on expensive custom-fabricated 


Butlerib’s unique combination of deep and shallow cor- 
rugations creates pleasing shadows . 
and commercial buildings a substantial, distinctive ap- 


. . gives industrial 


new standard cover on Butler 


buildings—the lowest-cost way to build well. 

Butlerib’s new corrugated pattern creates a stronger, 
more rigid panel. This means there’s less deflection under 
wind and snow loads... 


joints stay tight. The result—the 


most weathertight cover ever offered as 
standard construction on any pre-engineered buildings. 

Butlerib roofs give maximum protection, yet never re- 
quire re-roofing, re-waterproofing, or other costly mainte- 


A full 3 feet wide, in lengths up to 32 feet, Butlerib 
panels make short work of covering even the largest 


Now... more than ever before— Butler is the fastest... 
lowest-cest way to build well. Butler pre-engineering and 
factory fabrication cuts weeks —even months — from 
costly building schedules. This puts you in business, earn- 
ing profits, far sooner than slow, traditional or ordinary 


Get the full story of the Butler system of building from 
your nearby Butler Builder. Ask him about Butler financ- 
ing too. He’s listed in the Yellow Pages under “Buildings” 
or “Steel Buildings.” Or, 


write directly to us. 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 


¢ Equipment for Farming, Dry Cieaning, 


Oil Production and Transportation, Outdoor Advertising - Contract Manufacturing 


Haydon Wins Dealer Award— 


AUTOMOTIVE NEWS, JUNE 8, 1959 


Sid Haydon, center, president, Sid Haydon, Inc. (DeSoto-Plymouth), Little Rock, 


Ark., has won. the Chrysler Motors Corp. 


“quality dealer award" for the second 


straight year. The award was presented to Haydon by W. R. Ward, left, Plymouth- 


DeSoto Little Rock district manager, while 
operations manager, looks on. 


H, P. Massenburg, Memphis zone dealer 


Profit Protection Tip: ... 
Hire a ‘Finance Man’ 


SYRACUSE, N. Y.—‘“Because in 
the last few years the traditional | 
reserve income from the financing | 
and insuring of time sales has 
been the difference between a car 
dealer’s profit and loss, car dealers 
must now assign a ‘finance man’ to 
close sales, or, in the case of smaller 
agencies, the dealer himself must 
effect the closing; otherwise, dealers 
generally are in serious danger of 
losing this vital source of revenue.” 

This was the course urged here 
last week by Ralph W. Pitman, 
senior vice-president of the Central- 
Penn National Bank of Philadel- 
phia, at a regional meeting spon- 
sored by the American Bank Credit 
Plan, which coordinates auto time 
sales at the local bank-dealer level. 

“There are too many car sales- 

men who look upon their indi- 
vidual output as a private ven- 
ture, although they have no risk 
capital at stake,” Pitman said. 
“They have little interest in prof- 
its to the dealer, whether it 
comes from sound sales or re- 
serves. 

“Calling this to their attention 
by bulletins or sales meetings seems 
to have little effect. It seems of no 
interest to them if the customer ar- 
ranges his financing elsewhere— 
just so long as they sell the car. 

“The fact that they are thus tak- 
ing profits from the boss’ pocket 
seems to make little impression, 
even if the boss offers to share it 
with them, The only effective solu- 
tion we have found is to step in at 
the point of agreement to buy, and 
take over from there. 

“A trained finance man can make 
more money for the dealer, by clos- 
ing the deals and explaining the 
financing and the insurance, than 
any two of his star salesman can 
make selling new cars.” 


Pitman supported his argu- 





‘their financing through some 
other source. He warned that 
where no effort was being made 
to check this tendency, a wedge 
is being driven between the dealer 
and his customer, which weakens 
his prospects for renewal sales. 


Pitman said that for the first 
time in years he was revising in 
mid-year his estimate of 1959 sales 
—which he now predicts at five 
million domestic makes, Eight 
months ago he forecast that the 
combined sales of both domestic 
and foreign models would not ex- 
ceed five million in 1959. 

Bhould the Big Three economy 
ears reach substantial production 
before the end of the year, he 
foresaw sales of domestic makes in 
excess of five million. 

“We don’t try to own the dealers’ 
business,” Pitman said. “We don’t 
think they must agree with every- 


thing we want, We are not their 
bosses, but neither are they ours. 
“We are partners and we don’t 
believe we have a single policy that 
is not in the long run, equally as 
good for the dealer as it is for the 
bank, If we do have such a policy, 
we will eliminate it if we find it. 


“These people, the auto dealers, 
have withstood trials and tribula- 
tions since the bonanza strike of 
1955, that would have discouraged 
a less hardy breed, We have no 
doubt they will continue to with- 
stand them and surmount them.” 


Arthur J, Morris, chairman of 
Financial General Corp., which 
holds group interests in a number 
of banks and insurance companies, 
said “that manufacturers for years 
had been consistently behind the 
market through failure to produce 
a smaller economy car.” 


Emphasizing. that his statement 
was not “an attribute of hindsight,” 
Morris said that “manufacturers 
had been deaf to the warnings of 
both banks and dealers that a large 
segment of the buying public was 
no longer content that most or all 
of its credit eligibility should be 
absorbed by the purchase of a new 
car.” 


Morris, who is considered a 
founder of consumer bank credit in 
this country, added that it has long 
been apparent that many time buy- 
ers were considering other items of 
equal importance to motor trans- 
portation, including the purchasing 
of homes, trailers, boats, swimming 
pools and extended vacations 
bought on an installment basis. 


Stainless Steel Bumper— 


Barbera Hughes, a secretary at Alle- 
gheny Ludium Steel Corp., Pittsburgh, is 
shown with a stainless steel clad bumper. 
The bumper is made of Type 301 stain- 
less steel clad on sides of a mild steel 
center, made in the form of a sandwich. 
Inspection is made bimonthly, and com- 
prehensive tests are conducted annually 
on this bumper that. has been field tested 
for more than two years by Allegheny 
Ludium. No pitting, peeling or corroding 
was found on the stainless steel surfaces, 
which are highly corrosion-resistant, ac- 
cording to Allegheny Ludium. 





What's New... 


In Parts and Accessory Distribution 


2 Sales Aids Offered 


By Bowes ‘Seal Fast’ 


INDIANAPOLIS.—_Two sales- 
and-service aids are offered by dis- 
tributors of Bowes “Seal Fast” 
Corp. 

A triple-duty display rack for 
oil filters is free with merchandise. 
It is 36 inches wide, 30 inches high 
and nine inches deep, and it grav- 
ity-feeds 60 spin-on filters and car- 
tridges one at a time. The second 
dealer aid, offered free, is a “how- 
to” chart on tubeless-tire repair. 
It is titled “Tubeless Tire Clinic.” 


* * * 


Local Merchandising Plan 


Developed by AP Parts 


TOLEDO.—A local merchandising 
plan designed to help both whole- 
salers and dealers has been made 
available by AP Parts Corp., ac- 
cording to H. C. Stivers, sales man- 
ager. 

The brochure is designed to help 
wholesalers and dealers tie in with 
AP’s extensive national consumer 
campaign on radio and in national 
magazines. 

* * * 


100 Montana Wholesalers 


Attend Meeting in Butte 


BUTTE, Mont.—More than 100 
delegates and their wives attended 
a one-day meeting of the Montana 
Automotive Wholesalers Assn. The 
theme of the gathering was 
“What’s Going On in the Automo- 
tive Wholesale Industry.” 

Speakers. included Charles Rog- 
ers, New York, sales manager of 
P & D Mfg. Co.; William Kennedy, 
field representative of the national 
association, and Walter Olson, 
Havre, president of the Montana 
group. 


x * * 


Warshawsky Catalog 


CHICAGO.—A 356-page whole- 
sale catalog of automotive parts 
and accessories, listing more than 
100,000 items, is available free to 
the automotive trade from War- 
shawsky & Co., 1900-24 S, State 
St., Chicago 16, Ill. 


I7P& ‘A Mahsrs 
Are Honored for 


Good Management 


NEW YORK.— Seventeen com- 
panies in the automotive parts and 
accessories field have been certified 
as “excellently managed” for 1958 
by the American Institute of Man- 
agement. 

They were among 502 companies 
in 99 industries to receive the 
award, which is based on the in- 
stitute’s appraisal of 10 key man- 
agement functions. Each of the 
firms scored more than 7,500 out 
of a possible 10,000 points. 

The appraisal categories are: 
Economic function, corporate 
structure, health of earnings, serv- 
ice to stockowners, research and 
development, directorate analysis, 
fiscal policies, production efficiency, 
sales vigor and executive evalua- 
tion, 

Receiving the award in the parts 
and accessories industry were: 
American Brake Shoe Co., Ameri- 
can Metal Products Co., Borg- 
Warner Corp., Briggs & Stratton 
Corp,, Chrysler Corp., Clevite Corp., 
Dana Corp., Eagle-Picher Co. 
Eaton Mfg. Co. 

Also, Electric Storage Battery 
Co., Kelsey-Hayes Co., King-Seely 
Corp., Outboard Marine Corp., Ray- 
bestos-Manhattan, Inc.; A, O. Smith 
Corp., Thomson Ramo Wooldridge, 
Inc., and Trico Products Corp. 


* * * 


15,000 Expected to Attend 


P & A Show in Las Vegas 


LAS VEGAS, Nev.—Space reser- 
vations are running ahead of 
schedule for the National Auto Ac- 
cessory and Parts Exhibit, sched- 
uled here in September. 


The major trade show will be 


the first ever scheduled for a West- 
ern location, More than 15,000 are 
expected to attend. 

* ag 


Merit Claims Rust Fighter 


TOLEDO.—_Merit Mufflers has 
reported development of a grease- 
less, dry coating to prevent the 
rusting of exhaust and tail pipes 
while in storage. It is called “Ever- 
Nu.” 7 


+ 


ve * od 
Weissman to be Honored 
By United Jewish Appeal 

NEW YORK.—Charles Weiss- 
man, of American Auto Stores, 
Wilkes-Barre, Pa., will join three 
New York leaders in being awarded 
special industry citations at the 
annual dinner of the automotive 
division of the United Jewish 
Appeal. 

At the June 10 dinner at the 
Hotel Astor citations will also be 
presented to Raymond Brick, of 
Harmosa Oil Corp.; Harold A. 





Imperial Displays 
Plant Techniques 
To Its Dealers 


DETROIT.—A new type dealer 
and salesman orientation-test drive 
program involving more than 500 
dealers and sales managers from 
across the nation, is under way at 
the new Imperial plant here. 

The program is designed to per- 
mit the participants to see first 
hand how craftsmanship and quali- 
ty-control techniques are employed 
at the Imperial installation. 


“We have had many types of 
sales and orientation programs in 
the past,” C. E. Briggs, Chrysler 
and Imperial division general man- 
ager, said. “This is the first time, 
to my knowledge, that the empha- 
sis has been put on how the auto- 
mobile is put together.” 

Briggs said emphasis on crafts- 
manship in manufacturing had 
been an important factor in Impe- 
rial’s sales growth this year. Impe- 
rial retail deliveries in April were 
34 percent ahead of the same 
month last year, he said. 


During the program dealers tour 
all areas of the plant. They are 
shown many manufacturing inno- 
vations including: Individual 20- 
minute road-test of each vehicle, 
in-line water-testing of every car, 
hand water-sanding of bodies, and 
a 38-zone quality control system. 
Following the tour each dealer test 
drives an Imperial from Detroit to 
his home town. 

* 








Perfit, of Harper Motors Corp., and 
Louis K, Beller, of Public Service 
Tire Corp. 

* * * 
Rust Master Launches 


Year-Long Contest 
CAMBRIDGE, Mass.—A sales 
contest with 12 monthly cash prizes 
has been kicked off by Rust Master 
Chemical Corp., manufacturer of 


| Yellow Dot automotive chemicais. 


The program was originated to 
launch Rust Master with Deactane, 
a cooling-system conditioner. 

* * * 


Seat-Cover Assn. Formed 


HARTFORD.\tThe Auto Seat 
Cover Assn. of Retailers has been 
formed here with Harry Davey, 
Gardner Auto Top Co., president; 
Daniel Yellen, Arrow Auto Interior 
Service, secretary, and Joseph 
Goldman, U. S. Auto Top & Body 
Co., treasurer. 


x * * 


Tung-Sol Promotes Stephens 


NEWARK, N. J.—T. D. Stephens 
has been named manager of dis- 
tributor sales of Tung-Sol Electric, 
Inc., Atlanta sales office. He had 
been assistant manager since 1956. 

* * x 


Service Outlet Opens 


DENVER.—Carburetor-Electrical 
Service, Inc., has .opened at 1041 
Acoma by Harold Robinson and Sid 
Taylor. The company has metric 
tools for servicing imported cars. 

ak * * 


Import Parts Firm Opens 

PITTSBURGH.—TyrAc, Inc., has 
opened as a wholesale-retail outlet 
for imported tires and parts and 
accessories for import cars, Its 
territory covers Western Pennsyl- 
vania, Ohio and West Virginia. 

* * * 


Distributors Listed 

DENVER.—A listing of nearly 
500 sales and service points in 
the U. S. and Canada is included 
in a new edition of the Mechanex 
Wheel Oil Seals Distributor Di- 
rectory, published by Mechanex 
Corp., 1144 Broadway, Denver 4, 
Colo. 


x * * 
New Home for Reliable 
HOUSTON.—Reliable Battery Co. 
is building a 15,000-square-foot bat- 
tery service center here at 1811 San 
Jacinto. 
i * 
Cables on Display 
TOLEDO—A combination 
counter display and battery cable 
assortment is offered by Electric 
Auto-Lite Co. 


* 


Dealers Test Drive Imperials— 


Parking lot at the Imperial plant in Detroit is the starting place for the test drive 
the first automotive accessory show | that climaxes Imperial's dealer-salesman orientation program. Imperial is bringing 
to take place in the fall in more| 500 dealer personnel into Detroit to observe new procedures in car manufacturing. 
than a decade,. sponsors say, and| At conclusion, visitors drive Imperials to prove out craftsmanship results. 
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“« DSED CAR FACTS BOOK 
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metric (and it costs money to be wrong!) 





..».you re sure with the 


You'll find every make and series, 1954 thru No need to guess about the age, series, deluxe 
_ 1959, listed, indexed, illustrated, and described or standard. Just pull the Used Car Facts Book 
-» has | so you can accurately identify any trade-in. out of your pocket, pick the index tab, and 


outlet | IT TAKES ONLY 7 SECONDS! there is all the information you need. 
Its 

anegt: An Alabama Dealer Says: 

sg “We were so impressed with your Used Car mailing us two additional copies. ' Complete 

Facts Book that we would appreciate your 


— Ep MOLLIsoN, vice- id. 
og Al DeMent Chevrolet Co.” USED CAR 


is in 


ded w“ e oe 7 . 
anex A “Gold Mine” for Advertising, and Your Salesmen, Too FACTS BOOK 
oo Outstanding features of every make, by years, used cars. Important specifications are given. , : co 7 
7< help you to prepare your used car ads and sell Optional equipment is listed. 6 years + Pocket size + 215 pages * Tabbed 
Memory Sometimes Isn‘t Enough ONLY 95 
ple , 
In the past few years, eight makes of cars Even a good memory may fail you on an ap- 
os have gone off the market, and five new ones praisal. One dealer did himself out of $500.00 POST PAID 
1San_ | have arrived. The Used Car Facts Book keeps on a single new car sale, because he thought the 
| you up to date. trade-in was a year later model than it was. Use the handy Order Form — no postage required 
| 
tion 


carl SUPPLEMENTS AVAILABLE NOW! 


1954 - 1955 - 1956 - 1957 - 1958 - 1959 


TEAR OFF AND MAIL THE CARD BELOW 
NO POSTAGE REQUIRED 


USED CAR FACTS BOOK ORDER FORM AN 
Price | Total | 


USED CAR FACTS BOOK - COMPLETE EDITION $5.9 
Covers all cars for years 1954 - 1955 - 1956 Ec 


ac 


1957 - 1958 - 1959. Complete with index. 





lf you are one of the thousands who already own BINDER ONLY 


a Used Car Facts Book, you can bring it up to date INDEX ONLY - All current domestic makes 
by ordering yearly Supplements as listed on the 


SUPPLEMENTS ONLY - Fill in quantity desired 
J for each year: — 54 55 —_56 —_57 __ 538 —_ 5? 
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order card. New Index also available. 2% 
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19395 JAMES COUZENS HIGHWAY 
DETROIT 35, MICHIGAN 


FIRST CLASS 
PERMIT No. 3759 


Sec. 34.9, P.L.&R. 
DETROIT, MICH. 
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ALBAN 


Tim Anspach Dealer's 
Sale every Monday. Pric 
of May 25. The car mz 
continued on the level of 1: 
with»medium and poor gré 
lower than a month ago. ] 
real front line cars sold | 
quotations. Sold 187 car: 
signments. 

BUICK—’57 Special Rivie 
$1,385*; 4-dr., $1,200' 

’56 Special Riviera 4-dr 

$850*; Riviera 2-dr., 
station wagon, $980" 
$885". 

55 Super Riviera 2-dr 

dr., $610*. 

54 Super Riviera 2-dr 

2-dr., $480°; RM 2-d 

"51 Special 2-dr., $140. 
CADILLAC—’58 (62) sed 

710°. 

"55 (62) 4-dr., $1,600*. 

"53 (62) 4-dr., $600° (| 
CHEVROLET — '59 Broo 

$2,200. 

"58 Bel Air (8) Hardtc 

One-fifty (6) station ° 
‘57 Bel Air (8) conv., 
2-dr., $1,500*, $1,49 
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Air (6) station wago 
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COLORADO AUTO 
UTTLETON, COLO. 

DEALERS O 

Sale Every Monday- 

Owners: Francis R. Casse 

Phone Denver: SUr 

Wire Colorado Auto 

Denver, C< 

Auctionee 


Colonels Johnny Wood, 
Harvey Greer 
All cars paid for by our 
The Bank of | 








Denver Auto 

95 South Santa Fe 
Phone: SU 1-6673, E 
Auction Every 
at 11:00 . 
Auctioneers: Geo, Workm 
Titles and Checks 
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fonday. Prices are for sale 
The car market here today 
he level of last week’s prices, 
and poor grades selling much 
month ago. Better grades and 
e cars sold higher than book 
old 187 cars from 240 con- 


$pecial Riviera 2-dr., $1,425*, 


t-dr., $1,200* (ps). 

Riviera 4-dr., $1,140*; 4-dr., 
iviera 2-dr., $870*; Century 
yagon, $980*; Riviera 2-dr., 
Riviera 2-dr., $780*; RM 4- 
Riviera 2-dr., $520*; Special 
0*; RM 2-dr., $375* (ps). 


2-dr., $140. 
'58 (62) sedan de Ville, $3,- 
r., $1,600*. 
dr., $600*° (ps). 
—’'59 Brookwood (6) 4-dr., 
(8) Hardtop 2-dr., $1,690*; 
(6) station wagon, $1,600. 
(8) conv., $1,750*; Hardtop 
,500*, $1,490*%, $1,460*, $1,- 
r., $1,450*, $1,000* (ps); Bel 
4-dr., 


tation wagon, $1,250*; 






pieuny Bulons Liclins inntecianeans: ieee Gainey 5500. 1-time: $4.00, 18-ledes 
nA: ENG AA, COND For 


ALABAMA 





NSON AUTO 
UCTIONS 


eburg, Tenn.—Tuesday 
ville, Ala.—Friday 
ured—No Registration Fee 





COLORADO 





RADO AUTO AUCTION 
SOUTH 


LO. 

DEALERS ONLY 

ry Monday—11:00 a.m. 

cis R. Cassell—Carroll Kopfer 

Denver: SUnset 1-7821 

lerade Auto Auction FAX 
Denver, Coico. 
Auctioneer 


any 


jarvey 
for by our own check through 
he Bank of Denver 








er Auto Auction 

ita Fe Littleton, Colo. 
SU 1-6673, Ed. G, Smith 

tion Every Friday 

at 11:00 A.M. 

Seo, Workman—Bill Hauschildt 
and Checks Guaranteed 











srossroads 


ere they meet . . . buyers 
} « « « Mew and used car 
ey meet at the dealer auc- 
e nation. . . and on the 
Automotive News. 


reach both groups through 
Automotive News. 








AUTOMOTIVE NEWS, JUNE 8, 1959 





(Compiled by Automotive News from Auction Reports.) 


"68 
Nov. 


"57 =°58 
Sept. 


"57 =+°58 
Oct. 


"57 


$1,130; One-fifty (6) 2-dr., $1,175; 
Two-ten (8) 2-dr., $1,100*%, $1,050*, 
$960. 

’56 Two-ten (8) station wagon, $1,310* 
(ps), $1,250; Two-ten (6) 2-dr., $1,- 
110, $875*; 4-dr., $950*; Bel Air (8) 
4-dr., $1,300*, $1,225*, $850*°; station 
wagon, $1,250*; Hardtop 2-dr., $1,- 
165*; 2-dr., $1,150*; Bel Air (6) 4-dr., 
$1,030*; One-fifty (6) station wagon, 
$940. 

’55 Bel Air (8) conv., $1,050%, $785*; 
2-dr., $825*; Bel Air (6) Hardtop 
2-dr., $870*; Two-ten (6) 4-dr., $925*; 
station wagon, $900*; 2-dr., $800; 2 
at $675; Two-ten (8) 4-dr., $860*; 
2-dr., $500*. 

’54 Bel Air 2-dr., $580*, $510. 

"53 Bel Air 2-dr., $390*%; 4-dr., $270; 
Two-ten 4-dr., $290; 2-dr., $240*. 
’52 Special 4-dr., $270*, $260; Bel Air 

2-dr., $170. 


"50 Deluxe 2-dr., $120. 


CHRYSLER—’55 Windsor Hardtop 2-dr., 


$800*. 

DeSOTO — ’'57 Firedoine Hardtop 2-dr., 
$1,390*. 

DODGE—’58 Royal (8) 4-dr., $1,700* (ps). 

’56 Coronet (6) Hardtop 4-dr., $785* 
(ps). 

’53 Meadowbrook 4-dr., $190*. 

’52 conv., $110. 

EDSEL—’58 Pacer 4-dr., $1,370*; Ranger 
2-dr., $1,300*. 

FORD—’58 Thunderbird (8) 2-dr., $3,030* 
(ps); Fairlane (8) conv., $1,510*; 
Country Sedan (8), $1,500*. 

’57 Fairlane (8) conv., $1,500*; Victoria 
4-dr., $1,180* (ps); 2-dr., $950; Fair- 
lane (8) 500 Victoria 2-dr., $1,450*; 
conv., $1,440* (ps); 4-dr., $1,250*; 
Station Wagon (6) $1,430*; Custom 


CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 





INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 4. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





MISSISSIPPI 


"57 
Dec. 





"58 7°59 
Feb. 


68 =°59 
March 


"58 "68 °59 


Jan. 


Custom 
(8) 


(8) 300 4-dr., 
(6) 300 4-dr., 
2-dr., $1,000. 

’56 Fairlane (8) Victoria 2-dr., 
Victoria 4-dr., $1,000*; 4-dr., $1,000*°; 
2-dr., $850; Country Sedan (8), $1,- 
275*, $1,050%*; Ranch Wagon (8), 
$980*; Custom (8) 2-dr., $740*. 

’55 Fairlane (8) conv., $1,000*; Victoria 
2-dr., $750, $690; Ranch Wagon (6), 
$850; Ranch Wagon (8), $825*, $720; 
Custom (8) 4-dr., $725*. 

’54 Country Sedan (6), $660*; Custom 
(8) 4-dr., $440*; 2-dr., $360*; Main 
(6) 2-dr., $310. 

’53 Custom (8) 2-dr., $340; 4-dr., $330*; 
Custom (6) 4-dr., $220* (ps); Crest 
(8) 4-dr., $270* (ps); Station Wagon 
(6), $250*. 

LINCOLN—’57 Premiere conv., $1,990*. 
MERCURY—’57 Voyager, $1,675*; Monte- 
rey conv., $1,390. 

’56 Monterey Hardtop 2-dr., $900*. 

"53 Custom 2-dr., $350*, $350. 

’53 Monterey 2-dr., $360*. 

NASH—’57 Ambassador 4-dr., $1,150*. 

’54 Statesman 4-dr., $340. 

*58 (98) Holiday 4-dr., 

(88) 4-dr., $1,780*. 

’57 (88) Holiday 2-dr., $1,475*%; (98) 
4-dr., $1,380* (ps); (88) Super Holi- 
day, $1,325* (ps). 


$1,000*, 
$910*; 


$900*; 
Custom 


$1,100*; 





$2,187°; 


56 (88) Super conv., $1,200*; 2-dr., 
$975*; (88) 4-dr., $770*. 

’55 (88) Holiday 2-dr., $1,075*, $760*; 
Holiday 4-dr., $825* (ps); (88) Super 
4-dr., $1,075* (ps), $1,010", $710*. 

*54 (98) conv., $520*. 

’53 (98) 4-dr., $350* (ps). 

PACKARD — ’55 Panama Hardtop 2-dr., 
$340*. 





’53 Clipper 2-dr., $400*. 


MISSOURI 


ST. LOUIS AUTO 
| AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
Twin -Ring Selling 
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NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 





Average Price of Used Cars Sold at Auction 






meres content, a ee 








"5S =’°59 "58 °59 5S 59 
April May June 
To Date 
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PLYMOUTH—’57 Custom (8) 4-dr., $1,- 
410*; Suburban (6) Custom, $1,110. 
"56 Savoy (6) 2-dr., $810*. 
’55 Savoy (6) 4-dr., $775; Plaza (6) 
2-dr., $480, 2 at $460. 
’54 Belvedere 4-dr., $380*; Savoy 2-dr., 
$360. 
’53 Cranbrook 4-dr., $120*. 
PONTIAC—’58 Star Chief 4-dr., $1,950* 
(ps). 
’57 Chieftain Catalina 4-dr., $1,220*. 
’56 Star Chief 4-dr., $1,100* (ps); Cata- 


lina 2-dr., $1,010*; Chieftain Catalina 


4-dr., $1,010*; Catalina 2-dr., $1,000* 
(ps); station wagon, $900*; 2- ar., $750. 
"55 Star Chief Catalina 2-dr., s800*, 


$660*; 4-dr., $660; Chieftain 4-dr., 
$690*, $490°*. 

53 Chieftain Deluxe 4-dr., $310* (ps); 
Catalina 2-dr., $190; Chieftain 4-dr., 
$220. 

RAMBLER—’59 Ambassador 4-dr., §2,- 
250* (ps). 


*5@ Station Wagon, $1,165*. 
’55 Station Wagon, $825*. 
STUDEBAKER — ’57 Golden Hawk 2-dr., 
$1,200* (ps). 
MISCELLANEOUS—’57 Chevrolet delivery, 
$625. 
’56 Willys Jeep dispatcher, $570. 
"54 GMC %-ton pickup, $490*. 
’52 Chevrolet %-ton pickup, $325. 
’49 Ford %-ton pickup, $120; GMC 
ton pickup, $100. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of May 26. Market very 
strong on all sharp cars, Sold 512 cars 
from 710 consignments. 


%- 





BUICK—’58 Special conv., $2,300* (ps), 


NEW YORK 





NEW YORK CITY'S 


Shytine Aullo A 





EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
Tel. CApitol 8-6100 


Auctioneers—David B. Spielman 
John W. Becker 





GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 
Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 
_ Sete SRSA Re RNAS 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y- 
Every Monday — |! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





i 
NORTH CAROLINA 


snes site et hone ents tgs iathehiciel Ee ene eetaneine 
JACKSON — Greater Jackson Auto| LAFAYETTE—Syracuse Auto Auction, | RALEIGH — Mann’s Auto Auction 


Auction, Wilmington St., Box 8468. 


Wed., 12:30. Check, Title Guarantee. 


Center of Empire State. Seem and 
Title Protection. (Wed 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 
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$2,110* (ps); Riviera 4-dr., $2,005*. 
’57 Super conv., $1,800* (ps); RM conv., 

$1,740* (ps); Century Riviera 4-dr., 

$1,690* (ps), $1,355* (ps); Special 


Riviera, $1,440*, $1,300*. 


’56 Special station wagon, $1,175*; Ri- 
viera, $1,075*, $1,060*; Super Riviera 
4-dr., $945* (ps), $920* (ps); Century 
Riviera 4-dr., $900*. 

55 Super 4-dr., $995* (ps); Riviera, 
$780*; RM 4-dr., $935* (ps); Century 
Riviera, $680*; Special Riviera, $675*, 
$665". 


’54 Super Riviera, $545* (ps). 
CADILLAC—’59 (62) conv., $4,900* (ps). 

’58 (62) sedan de Ville, $3,645* (ps), 
$3,600* (ps); coupe de Ville, $3,420* 
(ps); 2-dr., $3,400* (ps), $3,225* (ps); 
4-dr., $3,225* (ps). 

’57 Eldorado 2-dr., $2,025* (ps); (62) 
conv., $2,890* (ps); coupe de Ville, 
$2,780* (ps); sedan de Ville, $2,550* 
(ps); 4-dr., $2,475* (ps). 

’56 Eldorado conv., $2,220* (ps); (62) 
conv., $2,075* (ps); 2-dr., $1,970* 
(ps); sedan de Ville, $1,900* (ps); 
coupe de Ville, $1,750* (ps), $1,595* 
(ps). 

"55 (62) coupe de Ville, $1,875* 

’54 Eldorado conv., $1,425* 
Special 4-dr., $1,300* (ps); 
$1,290*. 

CHEVROLET—’59 Impala (8) Hardtop, 
$2,565* (ps); 4-dr., $2,375*; Bel Air 
(8) 4-dr., $2,050; 2-dr., $1,800; Bis- 
cayne (8) 2-dr., $1,985; Biscayne (6) 
2-dr., $1,935. 

’58 Corvette (8), 
Hardtop, $2,150* 
$1,980*, $1,960*, 
$2,040*, $1,925*; 


(ps). 
(ps); (60) 
(62) 4-dr., 


$2,650*; Impala (8) 
(ps), $2,050* (ps), 

$1,950*; Nomad (8), 

Bel Air (8) Hardtop, 
$1,660* (ps);.Biscayne (6) 2-dr., $1,- 
485*, $1,460, $1,450; Biscayne (8) 
4-dr., $1,410*; 2-dr., $1,400*, $1,300; 
Delray (8) 2-dr., $1,425. 

‘57 Bel Air (8) Hardtop 4-dr., $1,690*, 
$1,575*, $1,540*, $1,520*, $1,425*; Bel 
Air (6) 4-dr., $1,450*; Two-ten (6) 
station wagon, $1,515* (ps), $1,400; 
4-dr., $1,340*, $1,325*, $1,310*; Hard- 
top, $1,240; 2-dr., $1,140*%; Two-ten 
(8) station wagon, $1,500* (ps), $1,- 
220*; Hardtop, $1,280*. 

"56 Bel Air (8) Hardtop 4-dr., $1,360*, 
$1,165*, $1,150*, $1,055*; conv., $1,- 
225*; Hardtop 2-dr., $960*; Bel Air 
(6) Hardtop 4-dr., $1,025*; Two-ten 
(8) 4-dr., $1,005*. 

'55 Two-ten (6) 4-dr., $940*, $840*; 2- 
dr., $685; Two-ten (8) Hardtop, $790*; 


Bel Air (8) Hardtop, $915*, $735*; 
4-dr., $815*; Bel Air (6) 2-dr., $750*, 
$740*; 4-dr., $960*. 

CHRYSLER—’57 NY Hardtop 4-dr., $1,- 
760* (ps). 


56 Windsor Hardtop, $1,140* (ps), $875* 
(ps); NY 4-dr., $1,120* (ps). 

’55 Windsor Hardtop, $700*. 
DeSOTO — '57 Firesweep Hardtop 4-dr., 
$1.505*; Firedome 4-dr., $1,385*. 

’56 Fireflite conv., $1,250*. 
’55 Firedome 4-dr., $620*. 
DODGE—’'58 Coronet (8) 2-dr., 
’57 Station Wagon (8), $1,400*; 
Royal (8) 4-dr., $1,260* (ps). 
’56 Coronet (8) 2-dr., $860, $760*. 
55 Custom Royal (8) 4-dr., $655*; 
net (8) 4-dr., $550*. 
FORD—’'59 Fairlane (8) Skyliner, $2,750*. 
’58 Thunderbird (8), $3,200* (ps), $3,- 
125* (ps), $2,000* (ps); Fairlane (8) 
500 conv., $1,875* (ps); Victoria 4-dr., 
$1,675* (ps); Fairlane (8) Victoria, 
$1,670*; Ranch Wagon (8), $1,605* 


(Continued on Page 36, Col, 2) 


$1,475". 
Custom 


Coro- 


PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—l0:00 A.M, 


%& Dual Lane Selling 
% Auction Checks 
¥* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone .Manheim MOhawk 5-240! 








CORRY A AUTO AUCTION 
joute 6, Corry, 

EVERY FRIDAY—1 00 P.M, 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac- 

ion.” For reserved numbers call 


36-391. Auctioneers: Ray Austin, 
Odi Adcock. Owner: 


= 


Yy- 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Bob McConkey 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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dr., $885* (ps). ’53 Chieftain (8) station wagon, $339+. 

peci Messag Dea ’54 NY Deluxe 4-dr., $660* (ps). 4-dr., $275*, $170*. . 
s al e for Car lers ’53 NY Deluxe 4-dr., $335° (ps). ’52 Super (8) Catalina, $230*; Chieftain 


FOR A LINE? 


Investigate the Golfcar with 
trouble-free auto-mobility! 
GASOLINE POWERED 
AUTOMATIC TRANSMISSION 


Ideal for 
leasing! 


Write, Wire or Call for appointment 


%Golfcar 


GROSS-GIVEN MFG. CO. 


301 Chestnut Street, St. Paul, Minn 
CApital 7-6341 





Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 





HYDRAULIC 
JACK REPAIR KITS & JACK OIL 
Save Money—try a Jack-Pack!/ 
No more big jack repair bills. 
No more high freight charges. 
No more long tie-ups 
of equipment. 
WRITE FOR FREE FOLDER 


jack 


ORDER FROM MEG. COMPANY 
2115 N. MARIANNA AVE. 
YOUR JOBBER! OS ANGELES 32, CALF. 


STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


New York City's 
Car Cooling Center 


Specializing only in 
Auto Air Conditioning 
® Sales 

® Service 

@ Installation 


HIGHWAY AUTO AIR 


CONDITIONING CO., INC. 
676 Grand Concourse, Bronx, N.Y., LU 5-0088 
Open 7 days a week— 
24-hour telephone service. 





MOG R ae 
MASTER 


DEFIANCE + OHIO le 











MISCELLANEOUS—’57 Ford 


OHRYSLER—’ 57 
DeSOTO—’57 Firesweep 4-dr., 


DODGE—’58 Sierra (8), 


$605. 
FORD—’'59 Galaxie 


Used-Car Auction Prices 





(Continued from Page 35) 


(ps); Custom (8) 300 4-dr., $1,350. 

’57 Fairlane (8) 500 conv., $1,700*, $1,- 
450°; Victoria, $1,345*; 2-dr., $1,340; 
4-dr., $1,300*, $1,200* (ps); Country 
Sedan (8), $1,615* (ps); Country 
Squire (8), $1,590* (ps); Custom (8) 
300 4-dr., $1,175*; Fairlane (8) 2-dr., 
$1,100*; 4-dr., $1,000*; Custom (8) 
2-dr., $1,070*. 

’56 Thunderbird (8), $2,195* (ps); Coun- 
try Squire (8), $1,230* (ps); Country 
Sedan (8), $1,135*; Fairlane (8) Vic- 
toria, $1,075* (ps); conv., $1,060* 
(ps), $1,045*. 

'6S Fairlane (8) Victoria, $955°*, 
4-dr., $745*. 

’54 Crest (8) conv., $760, $700*; 
toria, $625; Ranch Wagon (8), 
Custom (8) 4-dr., $500*. 


$845°*; 


Vic- 
$525; 


IMPERIAL — ’58 Imperial Hardtop 4-dr., 


$3,000* 
"57 


(ps). 


Crown 2-dr., $2,310* (ps), $2,070* 


(ps); Imperial Hardtop, $2,140* (ps). 

LINCOLN—’58 Continental Mark III conv., 
$3,400* (ps); 2-dr., $3,325* (ps); 
Premiere 2-dr., $2,975* (ps); Hard- 
top 2-dr., $2,775* (ps); Capri Hard- 
top 4-dr., $2,950*° (ps). 

’57 Premiere Hardtop 4-dr., $2,050*° 
(ps); conv., $2,035* (ps). 

’56 Premiere 2-dr., $1,150* (ps). 

MERCURY—’57 Monterey conv., $1,730* 
(ps); 4-dr., $1,445*; Hardtop, $1,- 
285°. 

’56 Monterey station wagon, $1,275*; 
Montclair Hardtop 4-dr., $1,165* (ps); 
Custom Hardtop, $930*, $840*. 

55 Station Wagon, $825*; Montclair 
Hardtop, $700*. 

’54 Monterey Hardtop, $570*. 

OLDSMOBILE — ’58 (88) conv., $2,550* 
(ps); (88) Super Holiday 4-dr., $2,- 
525° (ps); (98) Holiday 4-dr., $2,330* 
(ps). 

’57 (88) Super conv., $1,865* (ps); Hol- 
iday 4-dr., $1,675* (ps); (98) Holiday 
2-dr., $1,820* (ps), $1,585* (ps); Hol- 
iday 4-dr., $1,700* (ps); Fiesta, $1,- 
800* (ps); (88) Holiday 4-dr., $1,- 
770* (ps), $1,725* (ps), $1,705* (ps), 
$1,435* (ps), $1,410*° (ps); conv., 
$1,690* (ps); 2-dr., $1,365* (ps). 

"56 (88) Super Holiday, $1,350* (ps); 
(88) Holiday 4-dr., $1,285* (ps), $1,- 
260* (ps), $1,225* (ps), $1,180* (ps); 
4-dr., $1,100*; (98) Holiday 4-dr., 
$1,205* (ps); 4-dr., $1,100*. 

’55 (88) Super 4-dr., $1,135*, $1,065° 
(ps); (88) Holiday, $950; conv., 
$940°. 

’54 (88) Super Holiday, $735° (ps); 
4-dr., $715°. 

PLYMOUTH—’'58 Belvedere (8) 4-dr., $1,- 
“640° (ps). 

'57 Belvedere (8) 4-dr., $1,325° (ps); 
Hardtop, $1,175*, $1,065*; Suburban 


(8), $1,310*, 
$950°. 
‘56 Suburban (8), 
4-dr., $870, $765°*. 
’55 Belvedere (8) Hardtop, $755*, 
4-dr., $680°; Belvedere (6) 
$640". 


$1,300; Savoy (8) 4-dr., 
Belvedere (8) 


$660°; 
4-dr., 


$895°; 


PONTIAC—’59 Bonneville Catalina 4-dr., 


$3,045* (ps). 

58 Bonneville conv., 
’57 Star Chief Catalina, 
$1,450° (ps), $1,180*. 
’56 Star Chief conv., $1,250* (ps); Cata- 
lina, $1,200° (ps); 4-dr., $1,100*; 
Chieftain station wagon, $1,180* (ps); 
Catalina, $965*, $900*°, $855°. 

"55 Star Chief conv., $875*, $825°. 


$2,450° (ps). 
$1,535°; 4-dr., 


RAMBLER—’'59 American (6) station wag- 


on, $1,625. 
"58 Station Wagon (8), $1,830°. 
"S57 Super (8) 4-dr., $1,210*. 


'55 Station Wagon (6), $695°*. 
(8) Ranch- 


$985°. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 


ero, 


day. Prices are for sale of May 27. 


BUICK—’'59 Electra 4-dr., $2,900* (ps). 
’58 Super 4-dr., $2,150* (ps). 
"57 Super 4-dr., $1,575* (ps); Riviera 


2-dr., $1,555* (ps); Special Riviera 2- 
dr., $1,455*. 

"56 RM Riviera, $1,125* (ps); Special 
Riviera 4-dr., $975*; Riviera 2-dr., 
$955* (ps). 

’55 Special 4-dr., $700*; Riviera 4-dr., 
$695°; Riviera 2- dr., $625°*, 


CADILLAC—’59 (62) coupe de Ville, $4,- 
825* (ps). 
*58 (62) coupe de Ville, $3,675* (ps), 
$3,470* (ps); sedan de Ville, $3,550*° 
(ps). 


"57 (62) coupe de Ville, $2,730* (ps). 


’55 (62) 4-dr., $1,410* (ps). 

’54 (62) 4-dr., $1,165* (ps). 

*53 (62) 4-dr., $520* (ps). 

CHEVROLET—’59 Impala (8) 4-dr., $2,- 
335°; Biscayne (8) 2-dr., $1,915, $1,- 
840. 

"58 Impala (8) conv., $2,135*, $2,075* 
(ps); Hardtop 2-dr., $2,085* (ps), $2,- 
040*, $2,000; Nomad (8), $2,135*; Bel 
Air (8) Hardtop 4-dr., $1,760* (ps), 


$1,700*; Hardtop 2-dr., $1,675* (ps). 

57 Bel Air (8) Hardtop 2-dr., $1,540°*. 

’56 Two-ten (8) conv., $1,175*; Hardtop 
$1,000*; Two-ten (6) 2-dr., $715°. 

55 Bel Air (8) station wagon, $810*; 
Hardtop 2-dr., $750*; 4-dr., $550*; 
Two-ten (8) station wagon, $705*; 
Two-ten (6) 4-dr., $600; One-fifty (6) 
station wagon, $550*. 

*54 Two-ten 2-dr., $405. 

Windsor Hardtop 4-dr., 
$1,400* (ps). 

*56 NY Hardtop 2-dr., $1,075* (ps). 


$1,085*. 
‘55 Firedome 4-dr., $1,085*. 
‘55 Firedome Hardtop 2-dr., $700*. 
$2,310* (ps). 
"57 Custom Royal (8) Hardtop 4-dr., 
$1,630* (ps); 4-dr., $1,150*; Coronet 
(8) Hardtop 2-dr., $1,130* (ps). 
*56 Custom Royal (8) Hardtop 2-dr., 
$825*; 4-dr., $790* (ps). 
"5S Royal (8) Hardtop 2-dr., $750* (ps), 
$690*; Coronet (8) Hardtop 2-dr., 
5 


(8) conv., $2,475* 
(ps); Fairlane (8) Victoria 2-dr., $2,- 
275° (ps). 

"58 Fairlane (8) 500 Skyliner, $2,150*; 
conv., $1,925* (ps), $1,850*; Victoria 
2-dr., 2 at $1,680* (ps); 4-dr., $1,550* 
(ps); Fairlane (8) 2-dr., $1,550°; 4- 
dr., 2 at $1,500*, $1,445*; Custom (8) 
300 2-dr., $1,435*, $1,350*, $1,285; 4- 

Sina SEOs Custom (6) 300 2-ar., 


$150. 
OLDSMOBILE — '58 


STUDEBAKER—'55 President 
550°. 
MISCELLANEOUS—’59 Ford (6) 


Auction. 
for sale of May 26 
BUICK—’'59 Invicta Riviera 2-dr., $2,940* 


CADILLAC—’58 


’57 Fairlane (8) 500 4-dr., $1,390* (ps); 
Victoria 2-dr., $1,320*; Fairlane (8) 
Victoria 2-dr., $1,305* (ps); 4-dr., $1,- 
150* (ps); Fairlane (6) Victoria 2-dr., 


$1,155*; Ranch wagon (8), $1,250* 
(ps), $1,185*; Custom (8) 300 4-dr., 
$1,145*, $1,130*; Custom (6) 300 2- 
dr., $1,000*; Custom (8) 2-dr., $975; 
Custom (6) 2-dr., $925. 

56 Fairlane (8) conv., $965* (ps); 2- 
dr., $720°*. 

55 Fairlane (8) conv., $650*; 2-dr., 
$600*, $550*, $510*, $410; 4-dr., $600*; 
Ranch wagon (8), $600*; Custom (6) 
2-dr., $335. 

54 Crest (8) Hardtop 2-dr., $515*. 

"34 (6) 2-dr., $450. 

HUDSON—’57 Hornet (8) 4-dr., $915* 
(ps). 
LINCOLN—’ 54 Capri (8) 4-dr., $450* (ps). 


MERCURY — ’57 Monterey Hardtop 2-dr., 


$1,345*. 
*56 Montclair conv., $1,030*, $875* (ps). 
"55 Custom (8) station wagon, $990*; 
2-dr., $550*; Monterey Hardtop 2-dr., 
$750* (ps). 


’53 Custom 2-dr., $250. 


NASH—’53 Ambassador (6) Country Club, 


(98) 4-dr., $2,400* 
(ps), $2,310* (ps); (88) Holiday 2- 
dr., $2,110* (ps). 

"57 (98) 4-dr., $1,825°*. 

"56 (88) Holiday 4-dr., $1,120*. 

’55 (88) Holiday 4-dr., $795* (ps), $710*. 

"53 (88) Super Holiday 2-dr., $265*. 

PLYMOUTH—’58 Belvedere (8) Hardtop 4- 
dr., $1,660*, $1,650° (ps); 4-dr., $1,- 
560* (ps); Savoy (8) 4-dr., $1,350*. 

’57 Suburban (8), $1,475*, $1,460°; Bel- 
vedere (8) 2-dr., $985*. 

*56 Belvedere (8) Hardtop 2-dr., $750*; 
4-dr., $700*, $450; Savoy (8) 2-dr., 
$660°; Plaza (6) 4-dr., $610. 

’54 Belvedere (6) conv., $440*. 

‘53 Cranbrook (6) 4-dr., $240. 


PONTIAC—’58 Star Chief Catalina 2-dr., 


$2,145* (ps). 


’55 Chieftain 2-dr., $500; 4-dr., $415; 
Star Chief 4-dr., $460*. 
’54 Star Chief Catalina 2-dr., $550*; 


Deluxe 4-dr., $270*. 


RAMBLER—’58 Super (8) station wagon, 


$1,950*, $1,750°; 
wagon, $1,800 


Super (6) station 


(8) 4-dr., 

1% -ton 
pickup, $1,410. 

"55 GMC stake, $1,000*; Ford F-100 
pickup, $650; Chevrolet (6) 3100 pick- 
up, $510. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Sale every Tuesday, Prices are 


(ps); LeSabre Riviera 2-dr., $2,750* 
(ps). 

*58 RM conv., $2,470* (ps). 

"57 RM Riviera 4-dr., $1,835* (ps); 
Super Riviera 4-dr., $1,650* (ps); Rivi- 
era 2-dr., $1,630* (ps); Special Riviera 
4-dr., $1,435* (ps), $1,395* (ps). 

"56 Special Riviera 4-dr., $1,035*; Rivi- 
era 2-dr., $1,020*. 

’55 Special Riviera 2-dr., $835*; Riviera 
4-dr., $785*; 2-dr., $665°; 4-dr., $640*° 
(ps), $570°; Century Riviera 2-dr., 
$825*; RM conv., $795* (ps). 

"54 Special Riviera 2-dr., $795* (ps); 
4-dr., $600*, $465°; Century Riviera 
2-dr., $670* (ps); 4-dr., $625° (ps); 
Super Riviera 2-dr., \o 

"53 RM Riviera 2-dr., $295* (ps); Super 


4-dr., $280*. 
*51 Super 4-dr., $145*. 
(62) coupe de Ville, $3,- 


850° (ps); 2-dr., $3,700*° (ps); 4-dr., 
$3,225* (ps). 

’57 (62) coupe de Ville, $3,260* (ps), 
$2,900* (ps); 4-dr., $3,130* (ps), $2,- 
625* (ps), $2,600* (ps); (60) Special 
4-dr., $2,600* (ps). 

"56 (62) sedan de Ville, $2,375* (ps); 
coupe de Ville, $2,285* (ps); 2-dr., $2,- 
055* (ps); conv., $1,940* (ps); Eldor- 
ado Seville, $2,135* (ps). 

*55 (62) coupe de Ville, $2,260* (ps), 
$1,925* (ps), $1,845* (ps), $1,830* 
(ps), $1,690* (ps); 4-dr., $1,480* (ps). 

"54 (62) conv., $1,185* (ps). 

’53 (60) Special 4-dr., $1,065* (ps); 
(62) coupe de Ville, $1,050* (ps), $635* 
(ps); 2-dr., $840*; 4-dr., $800* (ps). 

"52 (62) 4-dr., $495* (ps), $365*. 

"51 (62) 4-dr., $515*, $325*. 

"50 (61) 4-dr., $260*. 

"49 (62) conv., $245*; 4-dr., $175*, $150° 


$145*, $125°. 


CHEVROLET—’'59 Impala (8) Hardtop 2- 


dr., $2,650* (ps); Hardtop 4-dr., $2,- 
630° (ps), $2,600* (ps), $2,550* (ps), 
$2,490; Impala (6) Hardtop 2-dr., $2,- 
395; Biscayne (6) 2-dr., $1,850. 

"58 Impala (8) Hardtop 2-dr., $2,290* 
(ps), $2,380* (ps), $2,300* (ps), $2,- 
190* (ps); conv., $2,245* (ps); Bel Air 
(8) 4-dr., $1,785* (ps); Biscayne (8) 
4-dr., $1,700, $1,685*, $1,335*; 2-dr., 
$1,680*; Delray (6) 4-dr., $1,335*. 

"57 Corvette (8), $2,400; Bel Air (8) 
Hardtop 2-dr., $1,660*; 4-dr., $1,570*, 
$1,505*; 2-dr., $1,570*, $1,560*; Two- 
ten (8) 2-dr., $1,575; 4-dr., $1,480*; 
One-fifty (6) 2-dr., $960. 

’56 Two-ten (8) 4-dr., $1,335* (ps), $1,- 
100*; Two-ten (6) 4-dr., $910*; Bel 
Air (8) Hardtop 2-dr., $1,200*, $1,- 
150*, $980; conv., $1,200*; Hardtop 4- 
dr., $1,125*; 2-dr., $935*, $840*. 

‘55 Bel Air (8) Hardtop 2-dr., $1,175*, 
$1,170*, $1,150, $1,085* (ps), $1,070* 
(ps), $1,040*; conv., $1,055*; Bel Air 
(6) 4-dr., $915"; Hardtop 2-dr., $725°; 
Two-ten (6) 4-dr., $1,055, $650*; 2- 
dr., $900*, $650; "Two-ten (6) 2-dr., 
$950*; Handyman, $750; 4-dr., $650. 

"54 Two- ten Handyman, $650*; 2-dr., 
$565; Bel Air Hardtop 2-dr., $650*; 4- 
dr., $480; 2-dr., $375. 

"53 Two-ten 4-dr., $530* $350, 
$295; 2-dr., $410; conv., $385*; Bel 
Air 4-dr., $440, $325; 2-dr., $385*. 

"52 Deluxe 2-dr., $305, $245; 4-dr., 
$285*; Bel Air, $300*. 

’51 Deluxe 4-dr., $190. 


(ps), 


"50 station wagon, $175; Deluxe 2-dr., 
$170. 

"49 Deluxe 4-dr., $115, $105. 

CHRYSLER—’57 NY station wagon, $2,- 

450* (ps). 

"56 NY Hardtop 4-dr., $1,330* (ps); 
Windsor Hardtop, $1,120* (ps). 

"55 Deluxe Nassau, $995*; Windsor 4- 





DeSOTO—’ 57 Firesweep Hardtop 4-dr., $1,- 


500* (ps). 
’55 Firedome 4-dr., 
$800*. 


’52 Custom bus. coupe, 
D O D G E—’57 Sierra 


Custom Royal (8) 


710* (ps), $1,385"; 


$800; Hardtop 2-dr., 


$170 (ps). 

(8), $1,940* (ps); 
Hardtop 2-dr., $1,- 
Coronet (8) 2-dr., 


$1,250*. 

’56 Coronet (8) 2-dr., $960 (ps), $850*. 

’54 Royal (8) 4-dr., $355* (ps). 

’51 Coronet (6) 2-dr., $195. 

EDSEL—’58 Corsair Hardtop 2-dr., $1,660* 
(ps). 

FORD __'59 Thunderbird (8) 2-dr., $4,325* 
(ps), $3,905* (ps); conv., $3,950* (ps), 
$3,880* (ps). 

’58 Thunderbird (8), $3,400* (ps), $3,- 

" 390* (ps), $3,260* (ps), $3,195* (ps), 
$3,185* (ps); Country sedan (8), $1,- 
910°; Fairlane (8) 500 4-dr., $1,800* 
(ps); Fairlane (8) 4-dr., $1,470*; Cus- 
tom ,(6) 300 2-dr., $1,240. 

’57 Thunderbird (8), $2,770* (ps), $2,- 
715*, $2,700* (ps); Country sedan, $1,- 
815*, $1,810* (ps), $1,725* (ps), $1,- 
515*, $1,495*; Fairlane (8) 500 Vic- 
toria 2-dr., $1,710* (ps), $1,675*, $1,- 
610* (ps), $1,305; conv., $1,615*, $1,- 
510*; Victoria 4-dr., $1,485* (ps), $1,- 
480* (ps); Country Squire (8), $1,630*; 
Fairlane (8) Victoria 2-dr., $1,520* 
(ps); 4-dr., $1,255* (ps); Custom (8) 
300 4-dr., $1,135*%, $1,975, $1,030. 

’56 Country sedan (8), $1,310*, $1,125; 
Country Squire (8), $1,305* (ps); 
Parklane (8), $1,150*; Fairlane (8) 
conv., $1,050* (ps); Custom (8) 4-dr., 
$710. 

55 Main (8) station wagon, $920°*; 
Country sedan (8), $915; Fairlane (8) 
Victoria, $875*; 2-dr., $810* (ps); 
conv., $795*, $785* (ps); Ranch 
wagon (8), $850; Custom (8) 4-dr., 
$675*, $520; Custom (6) 2-dr., $625. 

’54 Country sedan (8), $690; Ranch 
(8), $585*; Crest (8) Victoria, $490*° 
(ps); 2-dr., $455, $385*; Custom (8) 
2-dr., $485*; Custom (6) 2-dr., $350; 
Main (6) 2-dr., $375; Main (8) 2-dr., 
$330. 

’53 Custom (8) 2-dr., $420*, $355*, 
$200*; Custom (6) 4-dr., $325, $275°, 
$240*; Ranch wagon (8), $400; Crest 
(8) Victoria, $375*, $310, $205*; Main 
(6) 4-dr., $255. 

’52 Crest (8) conv., $300*; Custom (8) 
4-dr., $265; Main (8) 2-dr., $225.. 
’51 Custom (8) 2-dr., $180*; Crest (8) 

conv., $145. 

*50 Custom (8) 2-dr., $265; Main (6) 2- 
r., $110. 

"49 (8) 2-dr., $100. 


’47 (8) bus. coupe, $215. 


HUDSON—’S4 Hornet 


4-dr., $260°. 


IMPERIAL—’57 Crown 4-dr., $2,705* 
(ps); Imperial Hardtop 4-dr., $2,395* 
(ps). 


KAISER—'53 Manhattan 4-dr., $205*; 2- 


dr., $170*. 
LINCOLN — 57 Premiere 2-dr., $2,300° 
(ps), $2,050* (ps). 
’56 Premiere 2-dr., $1,750* (ps); conv., 
$1,495* (ps). 
’53 Capri 2-dr., $405* (ps). 
MERCURY—’58 Commuter 4-dr., $2,300* 
(ps). 
’57 Commuter 2-dr., $1,475°*. 
’56 Monterey 2-dr., $1,135* (ps), $885*; 
Montclair 2-dr., $1,090*. 
°55 Montclair 2-dr., $935* (ps); 4-dr., 
$860*; Monterey 2-dr., $910*, $900° 
(ps); 4-dr., $705*. 
’54 Monterey 2-dr., $715*, $555*, $485°, 
$450* (ps), $340*; Custom 4-dr., $450°. 
’53 Monterey 2-dr., $590*, $475*, $425°, 
$380*. 
*52 Monterey 2-dr., $305, $225*, $165. 
’51 Monterey 2-dr., $180*. 
NASH—’58 Super (6) 4-dr., $1,720*. 


’57 Ambassador (8) 
490* (ps). 


Cross Country, $1,- 


"55 Custom (6) station wagon, $1,000°. 


’52 Ambassador (6) 


4-dr., $175*. 


OLDSMOBILE—’57 (88) Super Fiesta, $2,- 


390* (ps); Holiday 2-dr., $1,795* (ps); 
(88) Holiday 2-dr., $1,750* (ps), $1,- 
725* (ps); 4-dr., $1,445°*. 

"56 (88) Super Holiday 2-dr., $1,310* 
(ps); (98) 4-dr., $1,195* (ps). 

*55 (88) Holiday 2-dr., $1,020*° (ps), 
$980*, $935* (ps). 

’54 (98) Holiday 2-dr., $860* (ps), $680* 
(ps); Holiday 4-dr., $800* (ps); (88) 
Super 2-dr., $655*; 4-dr., $600*. 

*53 (88) 2-dr., $225. 

"52 (88) Super 4-dr., $225*. 

*51 (88) 2-dr., $150*. 

PLYMOUTH—’58 Belvedere (8) Hardtop 


4-dr., 
Hardtop 4-dr., 
57 Fury (8), 
(8), 
425° (ps); 
Hardtop 4-dr., 
dr., $1,105*, 


$1,7 


Hard 
$1,1 


$1,800* (ps) ; 


$1,865* 
$1,430; Belvedere 


$1, 


4-dr., $1,585* (ps); 
80* (ps). 
(ps); 
(8) 
top 2-dr., 
290°; Savoy 
00*; 4-dr., 


Suburban 
4-dr., $1,- 
$1,385*; 

(8) 2- 
$1,095*, 


$1,040, $940; Plaza (6) 4-dr., $1,100°*; 


2-dr., 
’56 Suburban (8), 
Savoy (8) 4-dr., 


$1,000, $650. 
$1,240°*, 
$870°, 


$1,150* (ps); 
$785*; Belve- 


dere (8) 4-dr., $740*. 


"55 Plaza (8) 4-dr., 


$680*; 2-dr., $560; 


Savoy (8) 4-dr., $645*. 


’54 Belvedere station wagon, 


Savoy 4-dr., $285. 


’53 Cranbrook conv., 


$555°* ; 


$270; 4-dr., $230; 


Cambridge 4-dr., $235*. 
*52 Concord 2-dr., $200. 


PONTIAC—’57 Super 


Catalina 2-dr., $1,- 


575* (ps); Chieftain Catalina 4-dr., 
$1,515*; Star Chief Catalina 2-dr., $1,- 
485* (ps). 

’56 Star Chief conv., $990*. 

’55 Chieftain Catalina 2-dr., $1,100* 
(ps), $775*, $700*; station wagon, 
$910*, $855*, $825*; 4-dr., $725*; 2-dr., 
$605; Star Chief Catalina 2-dr. . $835* 
(ps); conv., $700*. 





(8) 4-dr., $195*. 
*51 Chieftain (8) 2-dr., $185°. 
RAMBLER—’59 American (6) station wag. 
on, $2,095*. 
53 Custom (6) Country club, $375*, 
STUDEBAKER—’59 Lark (6) 4-dr, $1, 
740. 
’55 station wagon (8), $725*. 
’53 Commander (8), $580. 


"52 Champion (6) Hardtop 2-dr., $159, 
$150*. 
WILLYS — '53 station wagon (6) 2-dr, 
$210. 
MISCELLANEOUS—’59 Chevrolet (8) Ca 
mino, $2,065. 
’58 Ford (8) Ranchero, $1,840, Rancher 
(6), $1,750. 
’57 Chevrolet (8) Cameo, $1,385*; (6) 


%-ton pickup, $1,020. 
’56 Chevrolet (8) %-ton pickup, $985* 
’55 Ford (8) F-100 pickup, $700*; Coup. 
fer (6), $525; Chevrolet (6) %%-to 
pickup, $575*; Dodge (8) %-ton pick. 


up, $525. 
$535; 
$370. 


’54 Ford (8) 
Courier (8), 
%-ton pickup, $655; (@ 
(8) F-100 pickup, 


F-250 %-ton pickup, 


53 Ford (8) 
\%-ton pickup, $560; 
$405. 

*52 Chevrolet %-ton pickup, 
(6) F-100 pickup, $400; 
$200; %-ton pickup panel, 
(6) %-ton pickup, $275; 
(6) %-ton pickup, $220. 

*51 Chevrolet %-ton pickup, $345 

’48 Ford (8) F-100 pickup, $290 

’47 Chevrolet %-ton pickup, $310. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of May 26, 


BUICK—’'57 Century station wagon, §2, 


$425; 
panel, $240, 
$225; Dodge 
Internationa] 


Ford 


195* (ps); Super Hardtop 4-dr., $1, 
675* (ps); Special Hardtop 2-dr., $1, 
505°. 

’56 Special station wagon, $1,340*; Hard. 
top 2-dr., $1,135*. 

’55 Special station wagon, $1,250*; 4-dr,, 
$610*; Super Hardtop 2-dr., $800* (ps), 

"54 4-dr., $710* (ps). 

’53 RM 4-dr., $345* (ps). 

CADILLAC—’56 El Dorado Hardtop 2-dr,, 

$1,900* (ps). 


CHEVROLET—’58 Impala (8) Hardtop 2 
dr., $2,235* (ps); Brookwood (8) sta 
tion wagon, $2,050*; Biscayne (8) + 


dr., $1,755*, $1,725*, $1,680*. 

"57 Nomad (8) station wagon, $1,92)* 
(ps); $1,710*; Bel Air (8) Hardtop 2 
dr., $1,750*%; Two-ten (8) station 
wagon, $1, 675°; 4-dr., $1,380*, $1,355*, 
$1,340, $1,325*, $1, 295*, $1,185; Two 
ten (6) station wagon, $1,645*; One 
fifty (6) 2-dr., $1,050. 


’56 Two-ten (8) station wagon, $1,375*; 


2-dr., $1,020; Two-ten (6) 4-dr., $845* 
(ps). 

"55 Bel Air (8) 4-dr., $1,060*; $940*; 
Hardtop 2-dr., $1,060; Delray (8) 
sedan, $995, $960*; One-fifty (6) 4 
r., $650. 

’54 Two-ten (6) station wagon, $815*; 
4-dr., $625*; Bel Air 4-dr., $745. 
*53 station wagon, $635; 2-dr., $505*. 

"51 4-dr., $305. 

"50 4-dr., $125. 

*49 4-dr., $190. 

CHRYSLER—’54 Windsor Hardtop 2-dr., 
$690* (ps); NY 4-dr., $655* (ps). 


DeSOTO—'49 4-dr., $115*. 


DODGE—’59 Custom Royal conv., $3,150* 
(ps). 
55 Custom Royal Hardtop 2-dr., $765*; 


Coronet (8) 4-dr., $725°*. 

*54 Coronet (8) 4-dr., $590. 
*53 Coronet (8) 4-dr., $340, $295, $290*. 
FORD—’'59 Galaxie (8) Hardtop 4-dr., $2,- 
550° (ps); Custom (8) 300 2-dr., $i, 


860. 

*58 Thunderbird 2-dr., $3,395* (ps); Fair 
lane (8) 500 Skyliner conv., $2,340° 
(ps); Hardtop 4-dr., $1,850* (ps); 2 
dr., $1,650* (ps); Ranch wagon (8), 
$1,895*. 

’57 Country sedan (8), $1,720, $1,700, 
$1,650*; Fairlane (8) 500 Hardtop 2? 
dr., $1,565* (ps), $1,470* (ps); 4-dt. 
$1,350*; Custom (8) 300 4-dr., $1,275*; 
Custom (8) 4-dr., $1,275. 

56 Ranch wagon (8), $1,340*; Fairlane 
(8) Hardtop 2-dr., $1,335* (ps); 4-dt. 
$995* (ps), $960; conv., $885; Custom 
(8) Hardtop 2-dr., $925*; Main (6) 

(8) Hardtop 2-dr., 


4-dr., $850. 
$1,080° 
$850, $800. 


"55 Fairlane 
(ps); 4-dr., 
’54 Ranch wagon (8), $775, $740; Cum 
tom (6), $490; Main (6) 2-dr., $380. 
"53 Custom (8) 2-dr., $560; Hardtop 
2-dr., $550°; 4-dr., $420; Ranch wagon 
(8), $455; Crest (8) 2-dr., $365*; Crest 
(6) 4-dr., $320. 
’53 Main (8) 2-dr., $285. 
*50 2-dr., $235. 
JDSO? ‘55 Hornet 4-dr., 
IMPERIAL—’ 57 Crown 4-dr., 
MERCURY—’57 Montclair 4-dr., 
(ps); Monterey Hardtop 2-dr., $1,550*. 
’56 Montclair conv., $1,360* (ps). 
’55 Monterey Hardtop 2-dr., $1,065% 
Montclair conv., $1,010*. 

*54 Monterey Hardtop 2-dr., $670*. 

53 Monterey Hardtop 2-dr., $565. 
NASH—’55 Ambassador 4-dr., $625. 
OLDSMOBILE — ’59 (88) Hardtop 2-dt., 

$2,755* (ps). 

’57 (88) Super Hardtop 4-dr., $1,760° 

(ps). 
"56 (88) $1,430* 
(ps). 

"53 (98) Hardtop 2-dr., $645* 

"52 (98) 4-dr., $320* (ps). 
PLYMOUTH —’58 Suburban (8) 

wagon, $2,260* (ps). 

’57 Savoy (8) 2-dr., $1,020. 

’56 Suburban (8) station wagon, $1,170, 


(Continued on Page 40, Col, 2) 





$605*. 
$2,595* (ps). 
$1,620° 


Super Hardtop 2-dr., 
(ps). 
station 


ADVERTISEMENT 





Night Showcase, Turn your used car lot into a brilliant, impressive outdoor display 
room with Childers Carports. Childers Carports frame your cars in an exciting ni 
picture that attracts more customers and increases your sales. And because they 
concentrate lighting on your cars, Childers Carports can cut your electricity costs 

and morel Turn to Page 43, learn how Childers Carports can sell more cars for you 








DYNA PANHARD 


| more room—more car than the “big imported 4” 











































1, $+ 
-» $1- 
ce . a 

Hae PANHARD is a sure winner . . . because sales are based on facts 
‘ar, 

Ps), 

2dr, | WHEEL. | | Horse. | miLes | coounc| Tor | 
- | pase | LENGTH SEATING power | PER GAL.| SYSTEM | SPEED | 
3) sta. ——— — - — | —_____— — 
(8) & Car V| 94.5" | 160.2" | : ) ae to eT ae | 68 | 
$1,929° — — - —— —— -|— - 
top CarR| 89" | 155" 2% oe oe water | 76 | 
1, 355°, — -|——_— -|——__—_— 
= Car F| 87" | 149.8" 4 36 | 35 | water | 70 | 
ate Ce Si oe | tar 4 | 48 | 30-35 | water | 80 | 
on PANHARD | 101" | 180" 6 | 50 | 40 air | 85 
(6) + | | | | | 
$815 
5. 
/05* 

...the world’s lowest cost per passenger mile 
— 
ps). 
3, 150° 
$765"; passengers 
oul ride in ee ae ee M O S T P O P U L A R 
dan—1 than the “bi 

"it imported 4” TAXI IN PARIS 
2. Sturdy, rugged, noted for its stamina 
a miles per gallon— e Flat floor throughout 
1, 700° amazingly low maintenance , 
top, 2 costs—in a class by itself e Front wheel drive 
218% e Over-drive geared transmission 
a miles per hour e Independent wheel suspension—torsion bar 
n @) cae rn ene e 50 horsepower aluminum air cooled 
1,080 conditions engine with hydraulic valves 
e Unitized body 
i retail price includes e 1764 pounds 

“— $ pocene ee eS e Wrap-around windshield 

NO EXTRAS, e 950 competition victories 
,065*; 
BE A FRANCHISED 

2 DYNA PANHARD DEALER 
a Some distributor territories 


tation 








PANHARD LEVASSOR, PARIS, SINCE 1891 


120 EAST 56th STREET, NEW YORK 22, N.Y. 


are still available. 


For complete details write: 


VENDOME MOTORS CORP. 


United States Exclusive Importer for Panhard Automobiles 


ELdorado 5-2480 








AUTOMOTIVE NEWS, JUNE 8, 1959 


Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
— standard on Electra and Electra 

«) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorado—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 


Blood on U. S. 


top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

OHEVROLET — (Prices are for six- 
cylinder models, For V-8s, add $118.) 
Biscayne—4-dr, sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr, 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr, 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. 


sed., $6,845.30; 


Highways 


Runs Deeper Than in °58 


CHICAGO.—A total of 10,690 per- 
sons died on the nation’s highways 
in the first four months of this 
year, the National Safety Council 
reported. 

This was 4 percent more than 
the toll of 10,270 for the same 
period last year. 

Each of the four months brought 
more highway deaths than a year 
ago. The increase in April was one 
percent — 2,610 fatalities this year 
against 2,580 in 1958. 

The council estimated that high- 
way accidents also brought dis- 
abling injuries to 400,000 persons 
in the four-month period. 


The council warned that the na- 
tion is heading for a death toll at 
least 1,000 higher than the 37,000 
recorded last year. 


Despite the increase in traffic 
deaths, the mileage death rate for 
the first two months of the year 
i(latest travel figures available) was 
the lowest on record for that pe- 
riod. This is because travel in- 
creased 6 percent while deaths 
went up 3 percent. This produced 
a mileage death rate (deaths per 
100 million miles of travel) of 5.1, 
compared with 5.2 for the same pe- 
riod last year. 

The mileage death rate for 
February alone was 4.8—the low- 
est ever recorded for any single 
month. 

Twenty-eight states reported in- 
creases in their traffic deaths for 


Railroad Chief 
Wants Use Tax 


On Boston Cars 


BOSTON. — An “equitable user 
tax” on automobiles and all forms 
of mass transportation in Boston 
and a czar to regulate all com- 
muter facilities has been recom- 
mended by Patrick B. McGinnis, 
president, Boston & Maine Rail- 
road, 





McGinnis spoke at the final 1959 
Boston College seminar on metro- 
politan problems. He suggested that 
all commuting transportation by 
private car, rapid transit and the 
railroads be taken over by the 
Massachusetts Department of Pub- 
lic Works. 


He asserted that any successful 
solution to the transportation prob- 
lem will have to be financed by 
gasoline taxes and tolls, Rapid- 
transit fares and train fares must 
be low to attract customers, he said. 


He admitted that the users of 
these services do not pay the full 
cost of the ride, but he contended 
that “commuters by private auto- 
mobile into Boston contribute very 
little toward the millions that are 
spent on highway progress.” 

He asserted that the typical auto 
commuter may pay only nine cents 
in gasoline taxes per day or $22.50 
per year “for the right to come 
into Boston by private car.” Mc- 
Ginnis contended that such a per- 
son is “subsidized” by other motor- 
ists who have no interest in com- 
muting to Boston. 







April, while 21 showed decreases. 
For the four-month period 19 
states showed decreases while 30 
had increases. 

Reports from 712 cities with 
more than 10,000 population show- 
ed they had an aggregate 5 per- 
cent decrease in April. For four 
months, these cities showed a one 
percent increase over last year. 

A total of 107 cities had fewer 
deaths in April than a year ago, 
499 reported no change and 106 


showed increases. For four months | 


199 cities reported decreases, 306 
had no change and 207 showed in- 
creases. 

In April, 539 of the reporting 
cities had perfect records. The 
three largest were Louisville; 
Rochester, N. Y., and St. Paul. 
At the end of four months, 343 

of the cities still had perfect rec- 
ords. The three largest were Yonk- 
ers, N. Y.; Canton, O., and Lincoln, 
Neb. 


Contour Guards 


Killed for Illinois 


SPRINGFIELD, Ill.—Illinois has 
no right to require contour mud- 
guards on trucks and trailers, the 
U. S. Supreme Court has ruled. 


The decision came on an appeal 
by the State from a ruling by a 
special U. S. District Court here. 
The special court had held that 
flat mudguards were permitted in 
45 states and that the Illinois re- 
quirement constituted an unreason- 
able burden on interstate com- 
merce. 

The Supreme Court upheld the 
special court’s ruling unanimously. 





4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (Tur hb o-Drive, 
power steering, power brakes standard on 
all models.) 


DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, §$2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr, sed., $3,234; 4-dr. hard- 


top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 


conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., 
586.50; 2-dr. sed., $2,515.50; 2-dr. 
top, $2,643.50. Coronet V-8—4-dr. 
2,707; 2-dr. sed., $2,636; 4-dr. 
$2,841.50; 2-dr. hardtop, $2,764; 
$3,089. Royal—4-dr. sed., $2,934; 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons-—4-dr. 2- 
seat Sierra, $3,103; 4-dr, 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr, 3-seat Custom Sierra, $3,438.50. 

EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr. hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custom 300— 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. 


$2,- 
hard- 
sed., 
hardtop, 
conv., 
4-dr. 





Fairlane—4-dr. sed., $2,- ' 


411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxile— 
4-dr, sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 


Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr, 
$3,696; conv., $3,979. 


IMPERIAL—Custom—4-dr. sed., 
4-dr, hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 


103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoln—4-dr. sed., $5,089.60; 


902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 

| MERCURY— Monterey —4-dr. sed., $2,- 
| 831.50; 2-dr. sed., $2,767.50; 4-dr, hardtop, 
| $2,917.50; 2-dr. hardtop, $2,853.50; conv., 
| $3,149.50. Montelair—4-dr. sed., $3,308; 4- 
dr, hardtop, $3,437; 2-dr. 
356.50. Park Lane—4-dr. hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4,206. 
Station Wagons—2-dr. 
$3,144.50; 4-dr, 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Merc-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
| Multi-Drive, Merc-O-Matic, power steer- 
ing, power brakes standard on Park Lane.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,- 
| 902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
| 036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 
4-dr. sed., $3,178; 4-dr, hardtop, $3,405; 
|2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
| 2-seat stat. wag., $3,669, Series 98—4-dr. 
}sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
|hardtop, $4,086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
|} ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 





" 2-seat | 
Ranch Wagon, $2,634; 2-dr, 2-seat Country | 


hardtop, | 


$5,016; | 


conv., $5,773.50. LeBaron—4-dr. sed., $6,- | 


4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- | 


hardtop, §$3,-| 


2-seat Commuter,.| 


2-seat stat. wag., $3,365. Super 88— | 





a 
add $119.50 for a V-8 engine). Savoy s& 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,239. 
business cpe. (V-8 not offered), $2,142.75 
Belvedere Six—4-dr. sed., $2,439.75; 2-dp 
sed., $2,389.25; 4-dr. hardtop, $2,524.75. 
2-dr. hardtop, $2,461.25, Station Wage, 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dp 
2-seat Deluxe, $2,641; 4-dr. 2-seat C 

$2,761.50. Plymouth V-8—(On the follow. 
ing models, a V-8 engine is standard ang 
a six-cylinder engine is not available) 
| Belvedere — conv., $2,814.25, Fury -— 4-dr 
sed., $2,690.50; 4-dr, hardtop, $2,771.25. 
2-dr, hardtop, $2,714.25, Sport Fury—2.q 
hardtop, $2,927.25; conv., $3,125.25. St, 
tion Wagons—2-dr. 2-seat Custom, §. 
$14.25; 4-dr, 3-seat Custom, $2,990.75; 4 


dr, 2-seat Sport, $3,020.75; 4-dr, 3-seq 
| Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704: 


|2-dr. sed., $2,633; 4-dr. hardtop, $2,844: 
2-dr, hardtop, $2,768; conv., $3,080; 4-dp 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat 
wag., $3,209. Star Chief—4-dr. sed., $3. 
005; 2-dr. sed., $2,934; 4-dr. hardtop, $3. 
138. Bonneville—4-dr. hardtop, $3,333; 2-dr 
hardtop, $3,257; conv., $3,478; 4-dr, 2-gegt 
| stat. wag., $3,532. 


| RAMBLER—American—2-dr. Deluxe seq, 
| $1,835; 2-dr. Super sed., $1,920; 2-dr, 9. 
seat Deluxe stat. wag., $2,060; 2-dr. 2-segt 
| Super stat. wag., $2,145. Deluxe Six—4-qr 
sed., $2,098. Super Six—4-dr. sed., $2,263: 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
wag., $2,562. Custom Six—4-dr. sed., $2. 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Custom—4-dr. sed., §2. 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
stat. wag., $2,807. Ambassador—Super— 
4-dr. sed., $2,587; 4-dr, 2-seat stat, 
$2,881. Custom—4-dr. sed., $2,732; 4-dr 
hardtop, $2,822; 4-dr. 2-seat stat. wag, 
$3,026; 4-dr. 2-seat hardtop stat. wag, 
$3,116. 


STUDEBAKER—Lark Deluxe Six—4-dr, 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-q, 
sed., $2,175; 2-dr. hardtop, $2,275; 2-dr, 
2-seat stat. wag., $2,455. Lark Regal V-3— 
4-dr, sed., $2,310; 2-dr, hardtop, $2,410; 
2-dr., 2-seat stat. wag., $2,590. Silver 
Hawk—six-cylinder cpe., $2,360; V-8 cpe, 
' $2,495. 
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accuracy to the extent of the registrations received at the time the report is published. 
Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart 
These figures have not been subjected to auditing procedures usually applied by R. L 


reason of inaccuracies or omissions.""—R. L. 


ment is included in this preliminary U. S. summa 


Polk & Co, The 1958 figures for Oregon are 
































Polk ‘Reon 


18 States Previously Reported ‘59 27; 8037) 55; 1459; 6563; i788 3242) 725 191 436 876 908 24307 
For April ‘58 16 5465 65) 985 4134) 1285 2369 | 473} 118 263 65! 520; 16344 
Arkansas ‘59 594) 2! 55) 433 125) 127) 6) 5) 3) 8) 9 17 
‘58 376 3) 44) 283) 89} 125} 8 6 5| 12 “ 5 

Connecticut 59 | 164) 76 161} 40 97| 19) 4) 18; 30 77 be 
‘58 |_| 4] -2|_—saa|—S 38] I 8] 4| 14 20 31} 4b 

| District of Columbia ‘59 | 50 1} 16 63) 24 8) it} 1| “ 22 ™m 
'58| 81 2| 10) ‘142 14| 18} 4| | 3 1) 
lowa ‘59| 637) 14 77 595) 119) 366| 6) 15| | 29 58 1941 
‘58 | 498) 24 66| _389 78| __276| 5| 8 14] -10)}— 19) 387 

Maine ‘59 2 141) 26 139| 32) 75| 8) 2) 9) 57 24 SIS 
‘58 1] 137) | 16) 93 28) 64 8| 6| 6} 19} 23 #1 

Nebraska ‘59 | 523 10 51) 435 109) 226| 2) 5 37 2 32 165 
‘58 340) 17} 30) 206 55| 135} 6 3} 15 22 17 ab 

Nevada ‘59 89) ij 8 77 50} «32 l 1 | i) 4) gt 
a ‘58 | _82/ 8} SS] | 4| | 8} 4 = 
New Jersey ‘Ss? 19) 531) 3) 129 594 168) 282) 64 3) 45 67) 112; 27 
‘58 8 430) 15} 106 448 157 165 31} 4) 105| 65 131 1665 

New Mexico ‘59 | 404) | 43 211} 68 | 63 5 ll 6| 38) 20 670 
‘58 | 288} 31) 172} 71] 54) 4) 3| I 22/ 5| él 

Ohio ‘Ss? 1! 944) 12} 221 1022 279) 489) 94) 35) 164} 119) 187' 3567 
‘58 2) 800} 20) 126 652 360) 341) 80) 20 67) 59 110! 2637 

Oklahoma ‘59 | 1156} 2) 121 767 166} 272 29 9) 20) 15) 30! 2587 
‘58 566| 3 57 393 79) 131} 6} 1} 14} Il 21 1m 

South Dakota ‘59 253) 2) 68) 234 68. 207 | | it} 7 24) 21 85 
‘58 142) 1} 31 128 36 116} 3 3 2) 18 12 ai 

Vermont ‘59 I} 110} 30 116) 37| 53) - 3 a 50 28 Oe 
‘58 2) 98) 17} 118} 44) 83) 6} 2| 5 46) 2! 44) 

31 States Reported ‘5S? 50| 13633 103; 2390| 11410 3073, 5539) 973) 295 775) 1359) 1574| 41174 
_To Date for April ‘58/ 29) 9415) 154} 1556) 7344 2347 3976| 642 192 Sil} 966} 971| 2818 
Year ‘5s? 307; 87210) 728| 15548) 70614! 19015| 24125 4005 | 1730| 4027! 7109| 10813) 245231 
To Date ‘58 201! 63351) 825! 10759) 51379! 13899) 24755) 3048 | 1233] 3320| 5227 7177| 195174 
“The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to insure 


L. Polk & Co. cannot assume any liability by 





New Passenger-Car Registrations, 31 States for April, 1959-1958 


















































Car registrations by | AMC | Chrys. | I D Plym- | CHRYS Mer- | FORD Cadil-| Chev-| Olds-| P G.M.|_S-P_ |Miscel- 

states as compiled Ram- ~) e- |Dodge! sy; | LER | Ford | Edsel |Lincoin a Buick | “20! wg 9 0 Tai|Stude-| lan- 

by R. L. Polk & Co. bane ler rial | Soto 9¢) outh TOTAL cury |TOTAL " lac | rolet |mobile} tiac | TOTAL oo pad 
18 States Previously ‘59! 9581| 1878;  440| 1338| 4238| 12101| 19995| 36551| 1285|  760| 4132) 42728| 7158! 3566] 38277| 10070| 10764| 69835| 3523) 11442| 15710 
Reported for April ‘58| 4351| _1736| _382| __1306| _ 3470) _10442| 17336] 22514| _—-924| ~—«695|_—=—«3545| _27678| 7022) ~—«3377| +32903| +8185) +5718) 57205} 1056) 5904) 1135m0 
a a i a a a a a a 
: | i ! | Oe 
Connecticut 59 664) «126 37; 70|  +195|  +633| +1261| +1698 4% 37| +161 +2142) +262) +~=«191| +~+*4162t| +496) ~+~«#585| 3155] 201| 1176, oo” 
58 305} 103 23 71} 200} +708} ~=—«1105| «1189 62 4% 172| 1469} 323] = 22i|_—sts8i| —410]_~«S 342] ~—«2877 62|  940| 68 
District of Columbia ‘59! 128 28 12 19 4| 514| 622). ~—-468 10 12| m| 524 57 75 | 141| 147) «908 53294, aa 
‘58 4! 33 7 29 75| 214) 358] 324 3 10 62} 399 7 73| 528] 126} 102] + «905 11] 207} ‘19a 
lowa "59 537| 97 18 59; 274) 651; 1099) 2199 69) 34 256| 2558 339° ~—«147|—=«2269| ~—S=«*SB 2 582| 3858) 247 3; eee 
58 276 67 15 53} 209} 541] 885| «1744 46 30 224) 2044) 41] ~—«116}~=—-2059] += 453] = 361] +3400 72| 196) an 
Maine 59 Bi 28 4 17; 62) 229|. + «3601631 rT] 11 79| 74 80 43; 647| 122) ~+159| 1051 75| 362) 
58 116 23 4 25| 941 «= 280) += 426] ~=—s570 9 7 301 676| 145 42 ‘5 125} 130) so 7 38} 239) mie 
Nebraska 59 270 58 7} 18; 125|  297|  +S27| +1255; ~~«30 10 -128| +1423| + 183| -100| _1247| 247 Fal 2061; 104| 270, + «5 
‘58 123 42 10 18} 108} 287) 465) 929 18} 20| =: 140)_~=—s07),—Ss«222 80; 1227} 242) 199) ‘1970 26| 147) 3688 
Nevada 59 3 2 2| 2 15 37|~-58)—*162/ 16 13 B| 214 28 | 150 32 53) 292 31; 150) 
58 16 17 8| 19) 28 86] 158! 204 30 17 52] 303 42 57| 217 7 61] 453 15} 186) tal 
New Jersey 59 1223| 380/103) 207) ~+~+«+505| 1759) 2954) 4252 %| 141 507| 4995, 7401 697) 4544] 1335) 1584) 6900) 472| 2213| 2007 
‘58 583) 352 92}  242| 575) 1869] 3130) 2716) 117] ~=129 435| 3397] 928] +695] +4285] ~—«1186| ~~ 798] +=—«7892| +~=—«143|]«1209| «1a 
New Mexico 59 119) 22] ry NW 7) 123) 238). —«=S9 16 8 7| 69 115 57| 620. _—‘*157| 173] 121 69,250) ae 
‘58| 54 31 7| 16 49|149| 252! ~—322 2 7 66} 417] ~—s«s109 47| 499] ttt}, S95] BI 12} 124) 1 

Ohio 59 2070|_377|+‘77| + +328| +1152) 2722) 4656) 6942| 319) 105)  1057| 10423| 1686) 689| @112| 2543/2829] 15859| 1lo06|a7le 
‘58| 742| 325 76|  334/ 960| +2266! st | 5295| 212| «148 842} 6497) 1633! 658] 6154] 1808} 1233) 11486] 215| 1236) 24a 
Oklahoma 59 | 4 7 45| 139) +319| ~+~=559|+1747|~=«39 2 141) 1949) 299] +~+~«144|+~«1965| 432) +460) +«-3300|. +116) 464) «are 
58 144, 31 9 51 120| 375) 586] 1040) _—s3t 35 128} 1234] 278} ~—s«127|—«:1440) «= 362] ~=—-233] = 2440] «3S 43] 267] 
South Dakote "59 1301 “| i 18 a 175| 330) 698 40 8 67, -813|~=S11S|~=S=S«37| +~=«626) +~=«67| ~«<A79| ~~‘NNa4| 43) ~~108) oom 
58 64} 5 5 18 40| 125} 213) += 372 13 10 50} 445] 496 25 | 479| ‘104 Lf 783} 2% 31| 1562 

Vermont "59 157 31 3 19 65|_ 179) +297) ~=C467 9 2 64, +552) +4102 .~«=«40| ~=«#S 28) ~«78| ~«Co2| sO 58) 26! 
58 90 22 3| i" 37| «133 | 290 8 7 rl 334 88} 2% 390| 58 62] 624 Fal 179' 1486 

31 States Reported ‘59 15685| 3156] 755|  2167|  7094| 20156) 33328| 61036) 2043) 1176] 6842) 71097) 11333 5913) 62257) 166221 18197) 1143221 6047 30 
To Date for April ‘58 6970] 2823} 643} + 2210| +6018) 17615] 29309] 38050 ral 1169 $902 46628| 11493] 5611} 53129] 13408] 9539 931801 1773 10982 198612 


Year | 11900) 35084) 93404! 161340| 383055! 13776!  8865| 41959 447655| 76475| 42711| 395298| 104442| 103377| 722303) 36913| 146613| 160088! 
To Date ‘58 15820} 39121] 111360! 190936 376787! 13438! 9712! 39200] 338637| 84725! 38216] 358808/ ead Wie| tana 1328 782i 1 305633 


86027 15956, 4996 
rid 15781 79 


“The information In this report has been compiled from official state documents, Eve 
reqqgend at the time the report is published. R. L. Polk 


958 figures for Metropolitan and Packard are included in miscellaneous. The Ore 
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the O State Motor Vehicl ded Is 
figures have not been subjected to auditing procedures usually applied by R. L, Po! The | . ete Benerteonns, be facie 


& Co. The 1958 figures for Oregon are Polk fig 
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Tyrex Inc. Chooses 
: The No.1 Farm Magazine 





955 

bbe 
| a 
| = To introduce Tyrex* viscose tire cord “Pound for pound, it’s as strong as steel!’’ Tyrex 
| 3 Inc. selected FARM JOURNAL. 
| & Why FarM JOURNAL? Because FARM JOURNAL families are the best automotive cus- 
az tomers in the country. They own and operate more than half of all the passenger cars 


| 3 and trucks on farms. 





4 That is why Tyrex Inc. supports both tire manufacturers and their dealers with consistent 
—_< advertising in FARM JOURNAL. And this is the kind of support manufacturers and dealers 
7 es understand and appreciate. Th ; t of 
| 237 Tire dealers know the selling power of FARM JOURNAL. They know that Tyrex* viscose era 
| im cord advertising is covering their best rural customers and prospects with the density of a the best farm families 
| local newspaper, through the magazine country families love best—FARM JOURNAL. everywhere depend on. 
| a 

41174 

28103 





*TYREX a certification mark of Tyrex Inc. 
for viscose tire yarn and cord. 
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Florida Aide Says 
Small Cars Peril 


Economy of State 


CLEARWATER, Fla.—Avery Gil- 
kerson, Pineallas County clerk, 
sees the increased use of small cars 
as a threat to the economy of the 
State, especially after the Big Three 
mbler, Lark and the imports. 

He believes small cars may have 
a drastic effect on the County’s 
1959-60 budget, which he is prepar- 
ing, and that they may curtail the 
County’s road program. 

The road program is financed 
largely by the State gasoline tax. 
Gilkerson argues that more small 
cars will reduce the consumption 
of gasoline and cut the tax revenue. . 

State and county officials have 
failed to take this trend into con- 
sideration when estimating future 
tax returns, he said, 

Gilkerson feels that most of the 
County’s two-car families will have 
one small car and that many will 
switch to two small autos. 





just how much. . 


$1,175*; 
’55 Chieftain 4-dr., 
RAMBLER—’56 Custom 
$1,060. 
55 Ford 


pickup, $580. 
49 Dodge panel, $195. 


Flint Auto Auction, 


Despite the 


ments. 


485°. 


ADVERTISEMENT | 








2-dr., 


$1,010; Belvedere (8) 
$930*; Plaza (6) 
$585. 


’55 Savoy (6) 4-dr., $575. 

’53 Belvedere Hardtop 2-dr., $445*. 

'52 station wagon, $250. 
PONTIAC—’56 Star Chief Hardtop 2-dr., 
Chieftain 2-dr., 
$800*. 
station wagon, 


FLINT 


Sale every Wed- 
nesday. Prices are for sale of May 27. 
fact the supply of used cars 
are more plentiful the prices remain fairly 
steady. Sold 220 cars out of 319 consign- 





Used-Car Auction Prices 





(Continued from Page 36) 


Hardtop 2-dr., 
$695*; 


$820. 


MISCELLANEOUS — ’56 Chevrolet %-ton 

pickup, $965; Ford %-ton pickup, $795. 
%-ton pickup, 
’53 Dodge pickup, $400; Chevrolet %-ton 


$650. 


BUICK—’59 LeSabre Hardtop 2-dr., 


’57 Century station wagon, $1,900* (ps), 
$1,875* (ps); Century Riviera conv., 


“Within the budget of any size dealership,” writes J. H. Thompson of Thompson 
Motors, Tupelo, Miss., about his Childers Continental Carports. “We cannot tell you 
. they have helped the appearance of our used car lot." Read how 
Childers Carports can sell more cars for you. See Page 43. 





W. P. HOBBY 
Chairman 


OVETA CULP HOBBY 
President and Editor 


Represented nationally by Moloney, Regan & Schmitt 


Ae 


Of Control 


MORE PEOPLE 


READ 


THE HOUSTON POST 


DAILY 
THAN ANY OTHER 
HOUSTON NEWSPAPER 


The Houston Post Leads 
the Houston Chronicle 7,537 
in total daily circulation 


POST: 200,551 


SHIER AND DISPATCHER 


DAY TRIAL 


H-A-CALL 


Dept. AN-210 | 


SERVICE CONTROL 


CHRONICLE: 193,014 


For basis of comparison see Audit Bureau 
Circulation report for year ending Sept. 30, 1958. 


MEMBER 












PROVEN PRACTICAL DISPATCHER-CASHIER 
EU Rm Te SI Tere 


PRIVILEGE 





$1,650* (ps); 
dr., $1,400*; 


2-dr., $1,470* (ps); 4- 

Special station wagon, 
$1,770"; Hardtop 4-dr., $1,570* (ps); 
Super Riviera 2-dr., $1,320* (ps). 

’56 Special station wagon, $1,400* (ps); 
Hardtop 4-dr., $1,100* (ps), $705; 4- 
dr., $980*, $885*; Hardtop 2-dr., $875* 
(ps); Century Hardtop 2-dr., $1,015*. 

55 Super Hardtop 2-dr., $815*, $800*, 
$475*; Special 2-dr., $765*, $645*; 4- 
dr., $700*, $690*; Century 4-dr., $685*. 

’54 Super Hardtop 2-dr., $550*; 4-dr., 
$475; Special Hardtop 2-dr., $260; RM 
Hardtop 2-dr., $175. 

"53 Super 4-dr., $260*; Hardtop 2-dr., 
ae $110; Special 2-dr., $205*, $155, 
110. 


CADILLAC—’54 (62) 4-dr., $1,045* (ps). 
*51 (62) club coupe, $395*. 
CHEVROLET—’59 Parkwood (8) station 


wagon, $2,600* (ps); Impala (6) sport 


coupe, $2,490*; Impala (8) 4-dr., $2,- 
450* (ps), $2,305* (ps), $2,300*; Bel 
Air (8) 4-dr., $2,205*. 

"58 Impala (8) conv., $2,270* (ps); 2- 


dr., $2,215* (ps); sport coupe, $2,065", 
$2,050*, $1,915; Brookwood (8) station 
wagon, $1,955*; Bel Air (8) 2-dr., $1,- 
755, $1,730, $1,600; 4-dr., $1,550*; 
Delray (8) 2-dr., $1,550. 

’57 Bel Air (8) conv., $1,705* (ps); sta- 
tion wagon, $1,600* (ps); 4-dr., $1,- 
515* (ps), $1,400* (ps); Two-ten (8) 
station wagon, $1,455*; 2-dr., $1,170*, 
$970, $900; Two-ten (6) sedan, $1,085, 
$1,055, $960; Delray (6) club coupe, 
$1,220; One-fifty (6) 2-dr., $980. 

"56 Bel Air (8) 4-dr., $1,125*; club 
coupe, $1,125*; Two-ten (6) 4-dr., 2 
at $915*; Two-ten (8) sport coupe, 
$860*; One-fifty (6) 2-dr., $790, $535. 

"55 Bel Air (8) conv., $870; club coupe, 
$820*, $770*; sport coupe, $735*; 4-dr., 
$475*, $425*; Bel Air (6) club coupe, 
770*; 4-dr., $590; Two-ten (8) sta- 
tion wagon, 2 at $850*, $765; club 
coupe, $735*; 2-dr., $625*, $560*, $385; 
Two-ten (6) 4-dr., $730, $440; station 
wagon, $725; club coupe, $490; 2-dr., 
$345; Delray (6) 2-dr., $660; One-fifty 
(6) station wagon, $700. 

"54 Two-ten 2-dr., $630*, $325; Bel Air 
4-dr., $505*, $490*; Delray club coupe, 


$385. 
"53 Bel Air 2-dr., $275; Two-ten 2-dr., 
$120. 
CHRYSLER — ’58 Windsor 4-dr., $1,865* 
(ps). 
*57 Windsor 4-dr., $1,600* (ps). 
*50 Windsor conv., $115*. 
DODGE—’57 Coronet (8) 2-dr., $990. 
FORD—’'58 Country sedan (8), $1,890; 
Fairlane (8) 500 2-dr., $1,855* (ps), 
$1,765*, $1,745*; conv., $1,850* (ps), 


$1,780* (ps); 4-dr., $1,585*, $1,430". 
"57 Fairlane (8) 500 4-dr., $1,360* (ps), 


$1,315* (ps), $1,150*, $1,035, $905; 
2-dr., $1,115; Fairlane (8) 2-dr., $1,- 
195*, $680* (ps); Custom (8) station 


wagon, $1,310*; Custom (8) 300 4-dr., 
$1,080, $1,070, $1,025; Custom (6) 300 
2-dr., $900. 

"56 Fairlane (8) conv., $1,250* (ps), 
$1,030* (ps), $930*, $605; 2-dr., $865*; 


4-dr., $795*; Hardtop 2-dr., $785* 
(ps); Country sedan (8), $955*; Cus- 
tom (8) station wagon, $735; 4-dr., 


$705*; Main (6) 2-dr., $585. 
"55 Country sedan (8), $800; Custom 
(8) station wagon, $730; 2-dr., $515*. 
*54 Custom (6) 2-dr., $350*; 4-dr., $250; 
Custom (8) 4-dr., $320*; Main (6) 4- 
dr., $155. 
"53 Custom (8) club coupe, $310; 2-dr., 
$210. 
LINCOLN—’58 Capri 4-dr., $2,345* (ps). 
MERCURY—’58 Montclair Hardtop 4-dr., 
$1,890* (ps); Monterey 2-dr., $1,345*. 
56 Medalist 2-dr., $575. 
"55 Montclair club coupe, $530*. 
"53 2-dr., $195. 
NASH—'54 Statesman 4-dr., 
OLDSMOBILE—'58 (88) $1,- 
855°. 
"57 (88) 4-dr., $1,675* (ps), $1,650* (ps), 
$1,625* (ps); (88) Super 4-dr., $1,490* 


$205. 
club coupe, 


(ps). 

’55 (88) Hardtop club coupe, $935*; 2- 
dr., $670*; (88) Super 4-dr., $805*; 
2-dr., $550*; (98) 4-dr., $760*. 

"54 (88) 4-dr., $595* (ps); (88) Super 
4-dr., $140*. 

PACKAR D—’55 Clipper 2-dr., $1,470* 
(ps). 

*53 conv., $390*. 

PLYMOUTH—’57 Belvedere (8) Hardtop 
2-dr., $1,390* (ps); conmv., $1,155; 4- 
dr., $900*; Savoy (8) 4-dr., $850*. 

*56 Belvedere (6) Hardtop 2-dr., $665*; 
Plaza (6) station wagon, $645; Plaza 


(8) 4-dr., $640. 

’55 Belvedere (6) 
"54 Savoy (6) 
sedan, $145*. 
PONTIAC —'58 Chieftain station wagon, 


club coupe, $305. 
club coupe. $285*; club 


$2,310*; Hardtop 4-dr., $1,775* (ps); 
4-dr., $1,700*. 

57 Chieftain 4-dr., $1,435* (ps); club 
coupe, $1,350*; Star Chief 4-dr., $1,- 
395* (ps). 


*56 Chieftain station wagon, $995*; Star 
Chief 4-dr., $915*; Hardtop club coupe, 
$715*. 

*55 Star Chief 4-dr., $585*; Chieftain 
4-dr., $580, $525; 2-dr., $480*. 


*54 Chieftain station wagon, $615*; 2- 
dr., $480*. 
53 Chieftain sedan, $155. 
RAMBLER—’58 Super (6) 4-dr., $1,490, 


$1,400. 
’57 Custom (6) station wagon, $1,390. 
"55 4-dr., $180. 
*53 2-dr., $265, $220. 
*51 station wagon, $215. 
STUDEBAKER— 57 Scotsman 4-dr., $725; 
Champion 2-dr., $670. 
*51 Commander 4-dr., $105. 
MISCELLANEOUS—’56 Ford %-ton pick- 
up, $605. 
"55 Chevrolet %-ton pickup, $525. 
’54 Chevrolet dump truck, $575; %-ton 
Panel truck, $135. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of May 19. 
BUICK—’58 Special 4-dr., $1,500*, 

"57 Special conv., $1,460* (ps). 

"55 Special Hardtop 2-dr., $850*; 4-dr., 

. 


$650*. 
CADILLAC—’59 (62) coupe de Ville, $5,- 
100* (ps). 
"58 (62) conv., $3,630* (ps); coupe, $3,- 
280* (ps). 
CHEVROLET—'59 Nomad (6) station 
wagon, $2,635* (ps); Impala (8) Hard- 
top 4-dr., $2,300* (ps); Bel Air (6) 
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2-dr., $2,100* 
dr., $1,700 (ps). 
’58 Bel Air (8) Hardtop 4-dr., $1,700*; 
Hardtop 2-dr., $1,625*; Biscayne (6) 
4-dr., $1,315; Delray (6) 2-dr., $1,280. 
’57 Nomad (8) station wagon, $1,570* 
(ps); Two-ten (8) Hardtop 4-dr., $1,- 
350*. 
’56 Bel Air (8) station wagon, $1,125*, 
$975; 2-dr., $950; 4-dr., $900; Two-ten 
(6) 2-dr., $705. 
’55 Two-ten (6) 2-dr., $690*. 
DeSOTO—’56 Firedome conv., $1,040* (ps); 
Firesweep 4-dr., $765*. 
DODGE—’58 Coronet (8) Hardtop, $1,650* 


(ps); Biscayne (6) 4- 


(ps). 
EDSEL—’5S Citation Hardtop 4-dr., $1,- 
550* (ps). 
FORD—’59 Galaxie (8) conv., $2,500*, $2,- 
240* (ps); 4-dr., $2,425* (ps). 
’58 Fairlane (8) 500 Hardtop 4-dr., 
" -$1,770* (ps); 4-dr., $1,675* (ps). 

’57 Fairlane (8) 500 conv., $1,390* (ps); 
Custom (8) 300 2-dr., $1,115*; Ranch 
wagon (8), $950*. 

’56 Fairlane (8) 4-dr., $945*, 2 at $925* 
(ps); 2-dr., $800* (ps); Custom (8) 
Hardtop 2-dr., $775; 2-dr., $750, $675; 
Custom (6) 2-dr., $725*. 

’55 Fairlane (8) club sedan, $755*; Town 
sedan, $560*. 


’54 Custom (8) 2-dr., $480; Main (6) 
4-dr., $370. 
’53 station wagon, $430. 
LINCOLN—’58 Capri 4-dr., $2,800* (ps). 
’57 Premiere Hardtop 2-dr., $2,000* 
(ps). 
MERCURY—’58 Monterey 4-dr., $1,620*. 


’57 Commuter station wagon, $1,580* 
(ps); Montclair Hardtop 2-dr., $1,575* 
(ps). 


’56 Custom Hardtop 2-dr., $1,065*. 
OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
550* (ps). 

56 (88) Hardtop 4-dr., $1,250* (ps), 
$1,225* (ps). 

’55 (88) Hardtop 4-dr., $990* (ps), $865* 
(ps); 4-dr., $830* (ps); (98) conv., 
$935* (ps). 

PLYMOUTH—’57 Savoy (8) 4-dr., $915*. 


’56 Savoy (8) 4-dr., $725*. 
54 4-dr., $365. 

PONTIAC—’'57 Star Chief Hardtop 4-dr., 
$1,500*; Chieftain Hardtop 4-dr., $1,- 
360* (ps). 

’56 Star Chief 4-dr., $1,005; Hardtop 2- 
dr., $840*, $800. 


RAMBLER — ’59 Ambassador (8) 4-dr., 
$2,000* (ps). 
58 Custom (6) station wagon, $1,685; 


4-dr., $1,525; Super (6) station wagon, 
$1,500; American 2-dr., $1,325". 
MISCELLANEOUS—’59 Chevrolet (6) %- 
ton pickup, $1,515. 
’53 Ford 1%-ton truck, $600, $500. 


CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday. Prices are for sale of 
May 28. 

Sold 303 out of 539 consignments. 
BUICK—’57 Century 2-dr. Riviera, $1,600* 

(ps); 4-dr., $1,535* (ps). 


’56 Special 2-dr. Riviera, $895*. 

’55 Special 2-dr. Riviera, $850*; 2-dr., 
$625, $495; Century 2-dr., Riviera, 
780* (ps), $725* (ps). 

54 Super 2-dr. Riviera, $430*, $420* 


(ps), $380* (ps), $320*. 
CADILLAC—’59 (62) coupe, $4,580* (ps). 
"5S (62) conv., $3,915* (ps); Coupe de 
Ville 4-dr., $3,665* (ps), $3,295* (ps); 
2-dr., $3,430* (ps). 
’57 El Dorado Seville, $3,175* (ps); (60) 


Special 4-dr., $2,880* (ps); Coupe de 
Ville 4-dr., $2,725* (ps). 

56 Coupe de Ville 4-dr., $1,845* (ps); 
(62) 4-dr., $1,575* (ps). 

’55 Coupe de Ville 2-dr., $1,630* (ps), 


$1,285* (ps); (62) 4-dr., $1,100* (ps). 
"54 (62) conv., $1,235* (ps). 
’53 (60) Special 4-dr., $775* (ps). 
CHEVROLET—’59 Impala (8) conv., $2,- 
620* (ps), $2,550* (ps). 

58 Impala (8) conv., $2,105* (ps), $2,- 
090*; Bel Air (8) 4-dr., $1,695*, $1,- 
535*; Sport sedan, $1,670*. 

57 Bel Air (8) conv., $1,575*; 
sedan, $1,545*, $1.430* (ps); Sport 
coupe, $1,405*%; Two-ten (8) 2-dr., 
$1,130*, $1,075*, $1,035*, $980*%; (6) 
2-dr., $925*; One-fifty (8) 2-dr., $1,- 
020*, $945; (6) 2-dr., $950*, 

’56 Bel Air (8) station wagon, $1,220*; 
2-dr., $965*; conv., $875*; Two-ten 
(8) 2-dr., $860*; 4-dr., $645. 

’55 Bel Air (8) conv., $1,100*, $1,070*; 
Sport coupe, $1,010*, $870*; 4-dr., 
$785*; (6) Sport coupe, $800*, $740*; 
4-dr., $710*; Two-ten (6) 2-dr., $595, 
$470; (8) 4-dr., $580*. 

’54 Bel Air 4-dr., $345; Two-ten 4-dr., 
$235°. 

’53 Bel Air Sport coupe, $400; 4-dr., 
$300, 

’41 SL Deluxe 4-dr., $335. 


Sport 


CHRYSLER—’57 NY 4-dr. Hardtop, $1,- 
750* (ps); Windsor 4-dr., $1,445* 
(ps), $1,400* (ps). 

56 NY St. Regis, $1,150* (ps); 4-dr., 
$940* (ps). 
55 Windsor Hardtop, $785* (ps). 


’53 Windsor 4-dr., $335* (ps). 
DeSOTO—’58 Firesweep station wagon, $2,- 


120°. 
’57 Firesweep 4-dr. Hardtop, $1,365* 
(ps); 2-dr., $1,275* (ps). 
’56 Firedome 4-dr., $860* (ps). 
DODGE—’57 Custom Royal (8) Lancer, 


$1,475* 
180* (ps); 


$1,- 
$1,180* 


(ps); Coronet Hardtop, 
2-dr., Suburban, 


(ps). 

’56 Royal (8) Lancer, $835*; 4-dr., $810* 
(ps). 

‘55 Royal (8) Lancer, $775*, $725* (ps), 
$670*; 4-dr., $650*, $480*. 

’53 Coronet (6) 4-dr., $200*. 

FORD—’58 Thunderbird (8), $2,895* (ps); 
Fairlane 500 (8) conv., $1,990* (ps); 
4-dr., $1,575* (ps); Ranch wagon (6), 
$1,450; Fairlane (8) 2-dr., $1,400; 
Custom 300 (8) 4-dr., $1,295*; Custom 
(8) 4-dr., $925*. 

’57 Skyliner (8), $1,765* (ps); Fairlane 
500 (8) 2-dr. Victoria, $1,565* (ps); 
4-dr., Victoria, $1,320* (ps), $1,295* 
(ps), $1,250* (ps); Country sedan (8), 
$1,395* (ps), $1,345* (ps), $1,285*; 
Fairlane (8) 4-dr. Victoria, $1,100*; 
Custom 300 (8) 4-dr., $1,015; Custom 
(6) 2-dr., $835; (8) 2-dr., $800. 

‘66 Fairlane (8) conv., $965*; 2-dr. Vic- 
toria, $945*; 4-dr., $945* (ps), $865*; 
4-dr., Victoria, $930*%; 2-dr., $725*%; 
Ranch wagon (8), $820*; Custom (8) 
2-dr., $800*, $585*; (6) 4-dr., $765*. 

‘55 Fairlane (8) conv., §$900*, $840*; 
Victoria, $790*; Country sedan (6), 
$770*; Custom (8) 4-dr., $515*, $440*, 
$430*; 2-dr., $400*, $375. 

’54 Custom (8) 2-dr., $275; 4-dr., $275*; 
Crestline (8) Victoria, $345*, $325, 
$295". 

’53 Custom (8) 2-dr., $220. 

epi ~~ ethene Hornet (8) Hollywood, 
475°. 

IMPERIAL—’'56 4-dr., $1,400* (ps). 

(Continued on Page 41, Col, 1) 
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Used Imported 
Cars 


Albany 


Fiat—’58 station wagon, $800. 
Liloyd—’ 58 2-dr., $675. 
Metropolitan—’58 Hardtop 2-dr., £1,000, 
Renault—’59 Dauphine 4-dr., $550 
Volkswagen—’55 Sunroof 2-dr., $590, 


Bordentown, N. J. 


Ford (English)—’59 Anglia 2-dr., 
$1,000. 
’58 Anglia 2-dr., $910, $900. 


Jaguar—’56 2-dr., $1,410, $1,250. 
Opel—’56 2-dr., $500. 
Renault—’59 Dauphine, $1,395. 


Buffalo 


Lloyd—’ 57 2-dr., $240. 
Volkswagen—’59, $1,370. 
’58, $1,500. 





$1,160, 


Chicago 
Jaguar—’55 XK120, $1,450. 
Triumph—’58 TR 3, $1,445. 


Volkswagen—’58 4-dr., $1,450. 
’57 Sunroof, $1,120. 


Danville, Va. 


Ford (English)—’59 2-dr., $1,325. 
’56 2-dr., $1,030, $1,005. 


Daytona Beach, Fla. 


Austin—’58 2-dr., $500. 

Fiat—’58 4-dr., $1,025. 

Ford (English)—’59 Escort 2-dr., $1,250, 
’58 Anglia 2-dr., $975, $940, $890. Prefect 

4-dr., $990. 

’57 Squire 2-dr., $730. 

"57 2-dr., $705. 

Renault—’58 Dauphine 4-dr., $815, $600. 


Detroit 
Austin—’56 4-dr., $600. 


| Volkswagen—’52, $525. 


Fargo, N. D. 


Borgward—’58 station wagon, $1,350, 


Flint 
Ford (English)—’58 4-dr., 
wagon, $860. 
Hillman—’58 Husky station wagon, $1,135; 
4-dr., $760. 
Skoda—’ 57 2-dr., $300. 
Volkswagen—’57 4-dr., $1,130. 


$990; station 


Los Angeles 


Austin—’55 Healey roadster, $1,300. 
Hillman—’59 Minx conv., $1,775. 
Jaguar—’54 XK120 roadster, $1,230. 
MG—’5S roadster, $1,610. 

’55 TF roadster, $1,140. 
Metropolitan—’ 57 2-dr., $995. 

’55 2-dr., $560; conv., $545. 
Renault—’58 Dauphine 4-dr., 

195. 

’57 Dauphine 4-dr., $995. 

Simea—’57 Aronde Hardtop 2-dr., $98; 
Versailles 4-dr., $795, $790. 

’56 Aronde 4-dr., $475. 
Sunbeam—’57 Rapier, $1,185. 
Vauxhall—’58 4-dr., $1,220. 
Volkswagen—’59 2-dr., $1,795. 

"58 2-dr., $1,525. 

’57 Sunroof 2-dr., $1,305; 2-dr., $1,300. 

"56 2-dr., $1,040, $825. 
Volvo—’ 57 2-dr., $1,110. 


$1,330, $1,- 


Mason City, Ia. 


Volkswagen—’57 Kombi, $1,120. 


Portland, Ore. 


Borgward—’59 2-dr., $1,845. 
Jaguar—’56 4-dr., $1,620. 
Simca—’57 4-dr., $800. 


Salt Lake City 


Renault—’58 4-dr., $785. 


Volkswagen—’59 Sunroof 2-dr., $1,755. 
Seattle 

DKW—’57 2-dr., $675. 

Hiliman—’58 station wagon, $1,025. 


53 conv., $280. 
MG—’58 MGA conv., $1,920; Hardtop, $1- 
900. 
Metropolitan—’59 Hardtop, $1,275. 


Renault—’58 Dauphine 4-dr., $1,130. 
Simea—’58 4-dr., $1,000. 
Volkswagen — ’58 Karmann-Ghia, $2,100; 


Camper, $1,775. 
’56 Karmann-Ghia, $1,835; 2-dr., $1,0%. 


Volvo—’57 2-dr., $1,410. 


Valdosta, Ga. 


Renault—’58 4-dr., $750. 


Warehouse Point, Conn. 


Borgward—’57 Isabella 2-dr., $1,100. 
Hillman—’'57 station wagon, $470 
Isetta—’58 300, $575. 
Volkswagen—’55 2-dr., $675. 


West Palm Beach, Fia. 
Borgward—’58 Combi station wagon, $1 
295. 
Ford (English) —’58 Anglia 2-dr., $% 
$525 





’57 Escort station wagon, $720. 

’55 Anglia 2-dr., $580. 
Hillman—’'57 Minx 4-dr., $665. 

’53 Mark VI 4-dr., $165. 
Jaguar——’54 Mark VII 4-dr., 
MG—’58 ‘‘A’’ roadster, $1,750. 
Renault—’57 4-dr., $625. 
Simea—’58 Aronde 4-dr., $950; Alysee * 

dr., $925. 

Triumph—’ 56 2-dr., $1,150. 
Volkswagen—’'59 2-dr.,. $1,575, $1,500. 

*57 Karmann-Ghia 2-dr., $1,490. 

*55 conv., $750. 


$625 °. 
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a Bags 


















$1,160, 
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. Prefect 


$600. 


350, 
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30, $1,- 


$1,300. 
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JINCOLN —'58 Mark III 4-dr., $3,825* 
(ps), $3,520 (ps). 

'57 Premiere coupe, $2,195* (ps); Lan- 
dau, $2,140* (ps); 4-dr., $2,115* (ps); 
Capri coupe, $1,545* (ps). 

55 Capri 4-dr., $875* (ps). 

153 Capri 4-dr., $285*. 

MERCURY—'58 Montclair 4-dr., 
(ps); Monterey 4-dr., $1,675*. 

‘57 Montclair coupe, $1,650* (ps); Mon- 
terey 4-dr., $1,500* (ps); coupe $1,- 
385*, $1,275*. 

’56 Montclair coupe, $950°; 4-dr., $825* 


$1,825*° 


(ps). 

155 Montclair 4-dr., $910*; coupe, $880*, 
700%, $555*; Monterey coupe, $700; 
4-dr., $600*; Custom 2-dr., $305. 

‘54 Monterey 4-dr., $585*° (ps). 

NASH—'57 Ambassador Custom 4-dr., 
$880* (ps). 

‘56 Statesman Super (6) 4-dr., $275. 
‘55 Statesman Super (6) 4-dr., $500*. 
OLDSMOBILE—’58 (98) 2-dr. Holiday, $2,- 

450*; (88) conv., $2,380* (ps). 

57 (98) conv., $1,945* (ps); 4-dr. Holi- 
day, $1,730* (ps); Super (88) 4-dr., 
$1,765* (ps), $1,600* (ps), $1,540* 
(ps); 2-dr. Holiday, $1,525* (ps); (88) 
conv., $1,700* (ps). 

56 (98) 4-dr. Holiday, $1,360* (ps), 
$1,350* (ps); 4-dr., $975* (ps); (88) 
2-dr., Holiday, $1,265*; 2-dr., $935*. 

55 (98) 2-dr. Holiday, $1,050* (ps); 4- 
dr. Holiday, $1,050* (ps); conv., $1,- 
000* (ps); Super (88) 2-dr. Holiday, 
$935* (ps); (88) 4-dr. Holiday, $850* 
(ps). 

A (98) conv., $690* (ps); Super (88) 
4-dr., $680* (ps); 2-dr., $610*, $340*. 

"53 (88) 4-dr., $405*. 

"52 (98) 4-dr., $295* (ps). 

PLYMOUTH — ’'58 (8) Suburban station 
wagon, $2,050*; Belvedere (8) sport 
coupe, $1,750* (ps). 

‘57 Custom (8) station wagon, $1,400* 
(ps), $1,365* (ps), $1,285* (ps), $1,- 
100*; Belvedere (8) 4-dr., $1,100*, $1,- 
010*; Savoy (6) 4-dr., $735. 

36 Belvedere (8) 4-dr., $775*; Savoy 
(6) 4-dr., $690°%; (8) sport coupe, 
$640*; Plaza (6) 2-dr., $595; 4-dr., 


15. 

‘55 Belvedere (6) sport coupe, $640*; 
(8) conv., $600%; Savoy (6) 4-dr., 
$500*; Plaza (6) 2-dr., $475, $450*; 
4-dr., $305*, $200. 

PONTIAC—’59 Bonneville conv., 
(ps), $2,250* (ps). 

"68 Chieftain 2-dr. 

‘57 Star Chief 4-dr, 
(ps). 

‘56 Chieftain 870 4-dr. Catalina, $875*. 

‘55 Chieftain 870 conv., $825*; 860 4- 
dr., $735*, $600*; 2-dr., $545*; Star 
Chief 4-dr., $690* (ps). 

RAMBLER—’59 Custom Cross Country, 
$2,235°. 

‘68 Custom (6) Cross Country, $1,650*; 
Custom (6) 4-dr., $1,650*%; American 
(6) 2-dr., $1,155. 

STUDEBAKER—’59 Lark 2-dr., $1,725. 
‘56 Commander (8) station wagon, $975*. 
"544 Commander (8) 4-dr., $425* (ps). 

MISCELLANEOUS—’56 Chevrolet (6) De- 
livery sedan, $605. 


$3,325* 


Catalina, $1,850*. 
Catalina, $1,435* 


"55 Chevrolet (6) %-ton pickup, $695; 
(6) Carryall, $685; Ford (8) %-ton 
Pickup, $545. 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
ntesday. Prices are for sale of May 27. 
Easing off on common cars. Still firm on 
dean cars. Sold 50 cars from 83 consign- 
ments. 


BUICK—’56 Century Riviera 4-dr., $1,050*. 


55 Special 4-dr., $500*. 
"S44 Special 4-dr., $335*; 2-dr., $280. 
CADILLAC—’57 (62) 4-dr., $2,625* (ps). 


"53 (62) 4-dr., $500* (ps). 

CHEVROLET—’59 Impala (8) conv., $2,- 
610* (ps). 

*58 Bel Air (8) Hardtop 2-dr., $1,590*. 

"57 Two-ten (8) 4-dr., $1,125*. 

"36 Bel Air (8) Hardtop 4-dr., $1,150*; 
2-dr., $880*. 

"5S Two-ten (6) 4-dr., $650. 

‘4 Bel Air Hardtop, $550*; Two-ten 2- 
dr., $400; 4-dr., $365. 

53 Bel Air Hardtop, $365; 4-dr., $350; 
2-dr., $305*; Two-ten 4-dr., $225*. 
CHRYSLER—'55 Windsor 4-dr., $735* (ps). 

DeSOTO—'53 4-dr., $174*. 

DODGE—’57 Sierra (8) 4-dr., $1,350* 
(ps); Coronet (6) 2-dr., $1,050*. 
FORD—'58 Fairlane (6) 500 4-dr., $1,500*. 
‘57 Fairlane (6) 500 4-dr., $1,350*, $1,- 
110*; Victoria, $1,280* (ps); station 

wagon (6), $1,100. 
"56 station wagon (8) 4-dr., $1,235* (ps); 
Fairlane (8) Victoria, $1,060*. 
"55 Fairlane (8) 4-dr., $775*; Main (8) 
te $650*, $610; Custom (6) 4-dr., 


"54 Crest (6) 4-dr., $290°*. 
"53 Crest (6) conv., $325. 
URY —’55 Monterey 4-dr., $730* 
(ps). 
“DSMOBILE — "57 (98) 4-dr., $1,595* 
Ps). 
"BS (88) Holiday 4-dr., $735*. 
PLYMOUTH—’58 Savoy (8) Hardtop, $1,- 
: 510*; Suburban (6), $1,325. 
‘57 Belvedere (8) 4-dr., $1,125*, 
55 Savoy (8) 4-dr., $475*. 
PONTIAC—'56 (62) 2-dr., $625, 
55 (62) 4-dr., $475*. 
BLER—’56 station wagon, $1,150*. 
MISCELLANEOUS — '55 Chevrolet %4-ton 
; Pickup, $615. 
54 International walk-in, $250; Chevro- 
let panel, $145". 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
ednesday. Prices are for sale of May 27. 

rket perked up again, Sharp ’55s-’56s 
all changing hands, Lots of activity, Sold 
Tl percent of 165 consignments. 
BUICK—'55 Special 4-dr., $745*. 

54 Century Hardtop 4-dr., $595*. 
CADILLAC—’58 (62) coupe de Ville, $3,- 


,, 800° (ps). 
56 (62) sedan de Ville, $2,070* (ps); 
(60) Special sedan, $1,800* (ps). 


"54 (62) 4-dr., $1,000* (ps). 

CHEV ROLET—'59 Bel Air (8) 4-dr., $2,- 
) 

‘58 Impala (8) Hardtop sedan, $2,000*; 
Brookwood (8) station wagon, $1,910*; 
Bel Air (8) Hardtop 4-dr., $1,740*; 
4-dr., $1,685*; Biscayne (8) 4-dr,, $1,- 
690" (ps), $1,635*, $1,450*; Biscayne 

lS) Q-dr., $1,540. 

57 Bel Air (8) Hardtop sedan, $1,570*; 


Two-ten (8) station wagon, $1,465*, 
$1,300; 4-dr., $1,275*, $1,200*; Two- 
ten (6) station wagon, $1,300; 4-dr., 
$1,100. 

’56 Two-ten (8) station wagon, $1,150*, 
$1,125. 

’55 Two-ten (8) 4-dr., $800*, $545; Two- 
ten (6) station wagon, $785; Bel Air 
(8) 4-dr., $790°%; Bel Air (6) 4-dr., 
$500; One-fifty (6) 2-dr., $445. 

"54 One-fifty 2-dr., $445. 

"52 4-dr., $300. 

CHRYSLER—’56 Windsor 4-dr., $1,040*. 

55 Windsor 4-dr., $880* (ps), $850*, 
$795* (ps). 

*50 Windsor 4-dr., $105. 

DeSOTO—’57 Firesweep 4-dr., $1,315*. 

DODGE — ’56 Coronet (8) Hardtop 2-dr., 
$995°. 

"55 Royal (6) coupe, $665*. 

FORD —’'59 Thunderbird Hardtop sedan, 
$3,605* (ps); Ranch wagon (8) 2-dr., 
$2,160; Fairlane (8) 500 4-dr., $1,885*. 

’58 Thunderbird Hardtop sedan, $3,145* 
(ps); Country sedan (8), $1,700* (ps); 
Fairlane (8) 2-dr., $1,645*; Custom (8) 
4-dr., $1,495*. 

’57 Country sedan (8), $1,295*; Fairlane 
(8) 500 4-dr., $1,240*, $1,145*; Custom 
(8) 4-dr., 2 at $1,050*; Custom (8) 
300 2-dr., $1,005; 4-dr., $1,000*; Cus- 
tom (6) 300 2-dr., $970*. 

’56 Country sedan (8), $1,065* (ps), 
$1,025*; Fairlane (8) Hardtop sedan, 
$1,060*, $975*; 2-dr., $1,000*%; Custom 
(8) Hardtop sedan, $950*; 4-dr., $705*; 


you 
set up 
your 


BRAKE-SHOP-ON- WHEELS! 


Brake Service business is available 
. . . lots of it! Equip to get maximum 
profits with complete customer 
satisfaction. BE PREPARED with 
AMMCO'S new Brake-Shop-On- 


Wheels. 


You can use it and store it anywhere. 


Comes complete with Brake Drum 
Lathe, Brake Shoe Grinder, Drum 
Micrometer, Brake Cylinder Hone and 
other accessories necessary to do a 
fast, sure, safe, profitable brake job. 
Just one complete job a week pays 
for the equipment and brings a hand- 


some profit, too! 





how to earn 
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Main (6) 2-dr., $475*. 

’55 Country sedan (8), $905* (ps); Fair- 
lane (8) 2-dr., $860*; Custom (8) 2- 
dr., $580%; Main (6) 2-dr., $475*, 

’52 Main (8) 2-dr., $350. 

MERCURY—’57 Monterey Hardtop sedan, 
$1,475*. 

’56 Monterey 4-dr., $905* (ps), $885*. 

’55 Monterey 4-dr., $775* (ps). 

53 Monterey 4-dr., $380*. 
OLDSMOBILE — '58 (98) conv., 

(ps); 4-dr., $2,350* (ps). 

’57 (88) Hardtop 4-dr., 
4-dr., $1,600* (ps). 

’56 (88) Super 4-dr., $1,195* (ps). 

’54 (88) Super 2-dr., $660*; (98) Hard- 
top 2-dr., $600* (ps). 

’51 (98) Hardtop sedan, 
PACKARD—’ 53 4-dr., $185*. 
PLYMOUTH—’58 Plaza (6) 2-dr., $1,265. 

’57 Suburban (8) station wagon, $1,345*, 
$1,290. 

’55 Suburban (8) station wagon, $750. 

’55 Belvedere (6) 2-dr., $640. 
PONTIAC—’59 Star Chief 4-dr., $2,595* 

(ps). 

’56 Chieftain Hardtop coupe, $900*. 

’55 Chieftain Hardtop coupe, $575*. 
RAMBLER—'59 Super (8) 4-dr., $1,910*. 
MISCELLANEOUS—’59 Chevrolet (6) %- 

ton, $1,755. 

56 Ford (8) %-ton pickup, $700. 

’55 Chevrolet (6) %-ton pickup, $855. 

"54 Dodge (6) %-ton pickup, $400. 

’53 Ford truck, $545; Dodge (6) %-ton 
pickup, $365; Kaiser 4-dr., $105. 

’51 Chevrolet (6) %-ton pickup, $385. 

*48 Chevrolet (6) %-ton pickup, $310. 

*46 Dodge %-ton pickup, $125. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday. Prices are for sale of 
May 28. Despite heavy rains all day, 
today’s sale was action packed with clean 
cars being snapped up by buyers from all 


$2,550* 


$1,655" (ps); 


$280°. 


PROFITS. 


2150 Commonwealth Ave., North Chicago, Ill. 


WRITE TODAY 
for your copy. New free book- 
let tells how you can increase 
your Brake Business and 





Model Breakdown 
Of Auction Averages 














June, 1959 May, April, 
To Date 1959 1959 
$2,584 $2,572 $2,739 

1,860 1,890 1,956 

1,318 1,343 1,352 

942 966 988 

Wil 738 748 

460 468 461 

302 298 290 

198 218 194 

Average $1,047 $1,062 $1,091 





over the South. 
BUICK—’58 Special Hardtop 2-dr., $2,010*. 


’55 Special Hardtop 2-dr., $765*; 2-dr., 
$640. 

54 Century Hardtop 2-dr., $460*. 

53 Super Hardtop 2-dr., $355*; conv., 
$325*; Special 2-dr., $265. 

°52 Super Hardtop 2-dr., $150*. 


’51 Special 2-dr., $155*. 

CADILLAC—’56 Eldorado Hardtop 2-dr., 
$1,925* (ps); (62) sedan de Ville, $1,- 
900* (ps); conv., $1,700* (ps). 

"52 (62) 4-dr., $425* (ps), $340*. 

CHEVROLET—’59 Impala (8) conv., $2,- 
520* (ps); Hardtop 4-dr., $2,450* (ps), 
$2,385* (ps), $2,385*, $2,375* (ps), 
$2,125* (ps); Impala (6) 4-dr., $2,125* 


(ps); Bel Air (8) 2-dr., $1,895*. 
’57 Corvette conv., $2,130, $2,100; Bel 
Air (8) Hardtop 4-dr., $1,450* (ps); 


Two-ten (6) station wagon, $1,275, $1,- 
145; 4-dr., $1,255*. 
*56 Two-ten (8) Hardtop 4-dr., $920*; 
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4-dr., $610, $600. 

’55 Bel Air (6) 2-dr., $790. 

’54 Two-ten 4-dr., $520; 2-dr., $300*; 
Bel Air 2-dr., $450*; One-fifty (6) 2- 
dr., $285. 

’53 Bel Air 4-dr., $435°*. 

’52 One-fifty 4-dr., $300*. 

’51 Deluxe 2-dr., $100*. 


’49 2-dr., $115. 
CHRYSLER—’55 NY Hardtop 2-dr., $805* 
(ps). 
DeSOTO—’57 Fireflite Hardtop 2-dr., $1,- 
500* (ps). 


’55 Firedome 4-dr., $615* (ps). 

’53 Firedome conv., $205* (ps), 
(ps). 

’52 2-dr., $175*. 

DODGE—’ 57 Royal (8) Hardtop 2-dr., $1,- 

200; Coronet (8) 4-dr., $760. 

’56 Royal Lancer (8) Hardtop 2-dr., 
$760*. 

’53 Meadowbrook 4-dr., $315*, $230, 

’49 2-dr., $255. 


$200* 


EDSEL—’58 Ranger Hardtop 2-dr., $1,- 
165*. 
FORD—’59 Thunderbird conv., $3,850; 


Country sedan, $2,385* (ps); Fairlane 
(8) 4-dr., $2,150* (ps). 

’58 Thunderbird 2-dr., $2,950*; Fairlane 
(8) 500 Hardtop 2-dr., $1,300. 

’57 Fairlane (8) Hardtop 4-dr., $1,380* 
(ps), $1,125* (ps); Country sedan (8), 
$1,100*. 

’56 Country sedan (8), $925* 
Ranch wagon (8), $790. 

’55 Ranch wagon (6), $535*. 

’54 Crestline (8) 2-dr., $445*. 

53 Custom (8) 2-dr., $310*%; Custom 
(6) 2-dr., $225; Main (8) 2-dr., $175. 

*40 2-dr., $370. 


MERCURY — ’'56 Custom station wagon, 
$725°. 
55 Monterey conv., $725*, $695*. 
’54 Monterey 4-dr., $405* (ps). 
OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
(Continued on Page 42, Col, 1) 


(ps); 
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765* (ps); (98) Hardtop 2-dr., $1,605* 
(ps). 


56 (88) Hardtop 4-dr., $905* (ps). 

"55 (88) 4-dr., $575*. 

'54 (88) conv., $570* (ps); Hardtop 2- 
dr., $540* (ps). 


’53 (88) Hardtop 2-dr., $310*. 
PLYMOUTH—’'59 Fury (8) Hardtop 4-dr., 
$1,995* (ps); Hardtop 2-dr., $1,895*. 
'58 Belvedere (8) Hardtop 2-dr., $1,435*. 
’57 Belvedere (8) 4-dr., $1,075*; Plaza 
(8) 4-dr., $920* (ps). 
’56 Suburban (8) station wagon, $925*; 


Suburban (6) station wagon, $635; 
Belvedere (8) 4-dr., $800*; Belvedere 
(6) Hardtop 4-dr., $725; Plaza (8) 
2-dr., $430. 


"55 Plaza (8) 2-dr., $380. 


‘53 Suburban (6) station wagon, $280. 
PONTIAC—’58 Chieftain conv., $1,740* 
(ps). 
'56 Chieftain station wagon, $850°. 
'55 Chieftain conv., $625. 
’53 Chieftain Hardtop 2-dr., $400*, 


STUDEBAKER — '55 Commander 2-dr., 


$435. 
WILLYS—’52 station wagon, $400. 


MISCELLANEOUS—’58 Chevrolet (6) %- 
ton pickup, $1,050. 
’54 Chevrolet (6) panel truck, $140. 


’53 Chevrolet (6) 1-ton pickup, $125. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 28. 

Fewer buyers and sellers today since the 
Memorial Day weekend has started. How- 
ever, clean offerings brought high prices 
today. Sold 51 out of 70 consignments. 


BUICK—’57 Century 2-dr. Hardtop, $1,- 
390; Special 2-dr. Hardtop, $1,100*. 


"53 Super 4-dr., $305* (ps), $135°. 
CADILLAC—’55 (62) 4-dr., $1,350* (ps). 
"564 (62) 2-dr., $1,010* (ps). 
CHEVROLET—’58 Bel Air 2-dr., $1,560*; 
Yeoman (8) 4-dr., $1,550*. 
56 Bel Air (8) 2-dr., $1,105*; Two-ten 


(6) 2-dr., $840. 
55 Two-ten (8) 
$895°. 
"54 Two-ten 4-dr., $480. 
"53 Bel Air 2-dr. Hardtop, $410*; 4-dr., 


4-dr, station wagon, 


$210; 4-dr., Hardtop, $385; Two-ten 
conv., $370; 2-dr., $220, $170*. 

CHRYSLER—’56 Windsor (8) 4-dr. Hard- 
top, $700*. 


*53 Windsor (6) 4-dr, Deluxe, $170*. 
DODGE—’ 57 (8) 4-dr. station wagon, $1,- 
495°. 
"54 Coronet (8) 4-dr., $160°*. 
*53 Coronet (8) conv., $285*. | 
FORD—'58 Fairlane (8) 2-dr., $1,555. 
"56 (8) 2-dr. station wagon, $880; Fair- 
lane (8) 2-dr., $855*. 


"55 Fairlane (8) 2-dr., $725; Main (6) 
4-dr., $380*. 
"54 Custom (8) 4-dr., $410; (6) 2-dr., 
$300; Crestline (8) 2-dr., $385*. 
"53 Custom (8) 4-dr., $225. 
IMPERIAL—’37 (8) 4-dr., $205. 
MERCURY—’57 Monterey 2-dr., $1,420. 


"54 4-dr., $440°. 
OLDSMOBILE—’56 (88) 2-dr., $750°*. 


"53 (98) 4-dr., $330* (ps); 2-dr., $300* 
(ps). 
PLYMOUTH—’57 (8) Deluxe station wag- 
on 4-dr., $1,055°. 


’55 (8) 2-dr. station wagon, $770* (ps); 
Plaza (6) 4-dr., $375. 


’54 Belvedere (6) 2-dr., $365*; Plaza 
(6) 4-dr., $220. 
PONTIAC—'56 (8) 4-dr. 6-pass. station 


wagon, $905*. 
"53 Chieftain (8) 2-dr., $185. 
MISCELLANEOUS—’ 57 Dodge 
panel, $580*. 


DANVILLE, VA. 


Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of May 27. 
Lack of new car sales has greatly reduced 
the number of entries on this sale and 
caused the used cars to bring a premium 
price. 


BUICK—’57 RM 4-dr., $1,475*; Special 4- 
dr., $1,420* (ps); Super 4-dr., $1,410* 
(ps). 

"56 Special 4-dr., $1,055. 
"55 Special 2-dr., $930, $705. 
"54 Special 2-dr., $500; RM 4-dr., $440* 
(ps). 
CADILLAC—’55 (62) coupe, $1,465* (ps). 
"54 (62) 4-dr., $1,200*. 

CHEVROLET—’59 Impala (8) 4-dr., $2,- 

580* (ps); Bel Air (8) 4-dr., $2,105*. 

‘58 Bel Air (8) 4-dr., $1,670*; 2-dr., $1,- 
455° (ps); Biscayne (8) 2-dr., $1,340. 

*57 Bel Air (8) 4-dr., $1,610* (ps), $1,- 
590°, $1,575* (ps); Two-ten (8) 4-dr., 
$1,205, $1,155* (ps), 2 at $1,115*. 

"56 Two-ten (6) 2-dr., $1,055, $905, $705. 

*55 Bel Air (8) 2-dr., $1,025*, $1,005, 
$955*, $930, $865*; 4-dr., $800*; conv., 
$780; (6) 2-dr., $780*, $775*; 4-dr., 
$760*; Two-ten (8) 4-dr., $930%; 2- 
dr., $700; (6) 4-dr., $605, $385. 

"54 Bel Air 2-dr., $685, $555 


(8) %-ton 


CHRYSLER — ‘53 Windsor 2-dr., $230*; 
conv., $230°*. 

DeSOTO—’'53 Firedome 2-dr., $270. 

FORD — '58 Sunliner (8), $1,900* (ps); 


Fairlane 500 (8) 4-dr., $1,675*; 2-dr., 
$1,780* (ps), $1,530*; Custom 300 (6) 
2-dr., $1,235. 

"ST Fairlane 500 (8) 2-dr., $1,380*; $1,- 
290*, $1,205*, $1,085; (8) station wag- 
on, $1,360; Fairlane (8) 2-dr., $1,210*, 
$755; Custom 300 (8) 4-dr., $1,020*; 
Main (8) 2-dr., $1,080*, $1,115; 4-dr., 


$1,020°. 

’56 Fairlane (8) 4-dr. Victoria, $1,010; 
$975; 2-dr., $980*, $730, $725* (ps); 
4-dr., $960, $955*° (ps), $830; 2-dr. 
Victoria, $895* (ps); (8) 2-dr, ranch 
wagon, $990* (ps); (8) 4-dr., Country 
sedan, $755 


°55 Fairlane (8) 2-dr. Victoria, $855; 2- 
dr., $840, $830*, $760; Custom (8) 2- 
dr., $805*, $440; 4-dr., $655. 

"54 Crestline (8) 4-dr., $505*; Custom 
(8) 2-dr., $405*, $355; (8) 2-dr. station 

~ wagon, $405; Main (8) 2-dr., $230. 

MERCURY—’57 Monterey 2-dr., $1,455*. 
56 Custom 2-dr., $1,080*; Monterey 4- 


dr., $730. 
"55 Monterey 4-dr., $800. 
OLDSMOBILE—'58 (88) conv., $2,755* 
(ps). 
"56 (98) 4-dr., $930* (ps) 


54 Super (88) 2-dr., $705* (ps), $625°. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
225° 


'56 Plaza (8) 2-dr., $770; Belvedere (8) 
2-dr., $765°; 4-dr., $730; Savoy (8) 


4-dr., $630; 2-dr., $605. 





PONTIAC—’59 Catalina station wagon, 
$2,505*. 
57 Star Chief 2-dr., $1,295*; Chieftain 
2-dr., $1,165*. 
’55 Chieftain 870 2-dr., $795; 860 2-dr., 
$760*, $505. 
MISCELLANEOUS—’53 Ford (8) wrecker, 
$1,355. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of May 27. 

Market prices remained somewhat the 
same as last week. Clean cars and better 
than average cars are readily up at good 
prices. Off cars are being purchased at 
lower prices. ~ 
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firm with sharp clean cars still bringing 
top-dollar. 1958-59 cars sold well, 1954 and 
earlier models were at an all time high. 
Sold 81 percent of 481 consignments. 

* * * 


FARGO, N. D. 


Tri-State Auction Company. Sale every | 
Steady. Sold 87 cars 


Thursday (May 28). 
from 110 consignments. 


a * * 
NASHVILLE, TENN. 
Nashville Auto Auction, Sale every Wed- 
nesday (May 27). Prices firm, Sold 192 cars 
from 388 consignments. 
* 


* * 
SEATTL 
South Seattle Auto Auction. Sale every 
Wednesday (May 27.) Only cleaner cars 
selling this week. Sold 172 cars from 360 
consignments. 
* * * 
BUFFALO 


Thruway Auto Auction, Sale every Tues- 
day (May 26). Weather: Cloudy and warm. 
Sold 68 percent of 121 consignments, 

* * 


+ 
VALDOSTA, GA. 





BUICK—’58 RM conv., $2,330* (ps). 

’57 Special 4-dr. Hardtop, $1,600* 
2-dr, Hardtop, $1,275* (ps). 

"56 RM 2-dr. Hardtop, §1,085* (ps); 
conv., $740* (ps); Special conv., $970*; 
2-dr. Hardtop, $875*. 

’55 Century 4-dr. Hardtop, $1,025* (ps); 


(ps); 


Super 2-dr., $840* (ps); conv., $305* 
(ps). 
CADILLAC—’59 (62) conv., $5,000* (ps). 


’55 El Dorado 2-dr., $2,225* (ps); Fleet- 
wood 4-dr., $1,300* (ps), $1,125* (ps). 
CHEVROLET—’59 Impala (8) conv., $2,- 
635*; 2-dr. Hardtop, $2,550* (ps). 
’58 (8) Brookwood, $1,700* (ps), $1,675* 
(ps). 
’57 Two-ten (6) 4-dr., $1,275, $1,200; 2- 
dr., $1,175; station wagon, $1,175; (8) 
2-dr., $815; One-fifty (6) station wag- 


on, $1,165. 
"56 Two-ten (8) 2-dr. station wagon, 
$1,170*; Bel Air (8) 2-dr., $775; One- 


fifty (6) 2-dr., $665. 

’55 Bel Air (6) 2-dr, Hardtop, $815*; 
2-dr., $705; (8) 4-dr., $810* (ps); Two- 
ten (6) 4-dr., $650*. 

’54 Two-ten 4-dr., $550* (ps); 2-dr., 
$390; Bel Air 2-dr. Hardtop, $410*; 
One-fifty 4-dr., $340, $325. 

CHRYSLER—’53 NY 4-dr., $105* (ps). 

DODGE—’55 Royal (8) 2-dr. Hardtop, 
$850°*. 

FORD—-’59 Fairlane (8) 4-dr., $1,750°*. 








’58 Fairlane 500 (8) 2-dr., $1,600*; Cus- 
tom (8) 4-dr., 2 at $750 (police car). 

"57 Fairlane (8) 2-dr., $1,200* (ps); 500 
(8) 4-dr. Hardtop, $1,180*; Custom (6) 
ranch wagon, $1,175*; 4-dr., $875*; 
(8) 2-dr., $925. 

*56 Thunderbird (8) 2-dr. Hardtop, $1,- 
600* (ps); Fairlane (8) 4-dr., $925* 
(ps), $880* (ps)*, $850*; 4-dr. Hard- 
top, $900* (ps); 2-dr. Victoria, $915* 
(ps); Custom (8) 4-dr., $700*, $690, 
$625*. 

’55 Fairlane (8) 2-dr. Victoria, $830*; 
4-dr., $635*, $625* (ps), $500* (ps); 
Custom (8) 4-dr, station wagon, $675; 
4-dr., $605*; 2-dr., $540, $500; (6) 
Ranch wagon, $675; Main (6) 4-dr., 
$320. 

"54 Custom (8) station wagon, $500; 2- | 





dr., $350; Crestline (8) conv., $410*, 
$375*; (6) 4-dr., $250, $185. 
LINCOLN—’52 Capri 4-dr., $175*. 
MERCURY — '56 Monterey 4-dr., $950*; 
Medalist 4-dr., $885*, $725*. 
"54 conv., $540*. 
NASH—'55 Ambassador (8) 4-dr., $460*. 


OLDSMOBILE—’59 (88) 4-dr. Hardtop, $2,- 
450°. 

’57 (88) conv., $1,- 
250°. 

"55 (88) conv., $935* (ps); 2-dr., $875*, | 
$800*; 4-dr., $715* (ps). 

PACKARD—’54 Clipper (8) 2-dr. Hardtop, 
$270*, $205°*. 

PLYMOUTH—'58 (8) station wagon, §$1,- 
225* (ps). 

"57 Belvedere (8) 4-dr. Hardtop, $1,280* 
(ps), $1,265* (ps); Savoy (8) 4-dr., 
$875*. 

’55 Savoy (8) 2-dr., $425*. 

’54 Savoy (6) station wagon, $345. 

PONTIAC—’56 Chieftain (8) 9-pass. 
tion wagon, $885*. 

’54 Chieftain 870 (8) 4-dr., $870*. 
RAMBLER—’55 Custom (6) 4-dr., $710*; 
Super (6) 2-dr. Hardtop, $470*. 
cay wneniaies Commander (8) 4-dr., 

15. 


$1,625* (ps); 2-dr., 


sta- 


— Auctions in Brief — 


DYER, IND. 

Len Pollak’s Dyer Auto Auction, Sale 
every Friday (May 29). Terrific! Sold 245 
cars from 375 consignments. 

* ~ * 


BORDENTOWN, N., J. 
National Auto Dealers Exchange. 
every Thursday (May 28). 





Sale 
Prices remain 


Olds Advances 
Carr and Reeves 


LANSING. — George Carr and 
John Reeves, both of whom joined 
Oldsmobile in 1947, have been 
named to new zone managerships. 

Carr has been named manager 








of the Oklahoma zone after three 
years in a similar post in Portland, 
Ore, Earlier he had been assistant 
zone manager in Philadelphia and 
Detroit. 

Reeves was named to succeed 
Carr in Portland. Prior to the pro- 
motion he had served as assistant 
zone manager in Philadelphia, New 
York and Chicago. 





Tom Hewitt Auto Auction. Sale every 
We had a red hot sale 
business is booming here. 


Friday (May 29). 
today, 








Rover—a ‘Surprise Package’— 


The Rover, known in England as the doctor's Rolls Royce, is a smooth-riding cy 
that is highly underestimated in the U. S., according to William Carroll, Automotive 


News staff correspondent who test-drove the vehicle. 





The Man Behind the Wheel... 





* * * 


ales Testing the Rover 90 


(Continued from Page 12) 


manville) has an electric switch 
which operates only when the gear 
lever is in fourth. Rover points out 
that an overdrive is not for the 
purpose of giving a high maximum 
speed but to enable the car to run 
in a higher gear and obtain advan- 
tages of lower engine speed with 
improved gasoline consumption. 
Normal highway driving, be- 
tween cities, the Rover handles 
quite well. At high speeds in the 
70 and 85 bracket, there’s some un- 
desirable wander. However, at legal 
speeds there’s no question of con- 
trol. In turns the Rover sways and 
squeals, demonstrates a tremen- 
dous amount of oversteer and feels 


quite nose heavy. 
* * 


There’s Little Noise 


N ROUGH roads, it provides a 

solid but choppy ride if speed 
is attempted. There is little noise 
and handling qualities on rough 
roads are not affected by the type 
of ride. 

On hills, the Rover shows up 
well. Its high-torque low-speed 
engine lugs down well to keep 
you up with traffic. On corners, 
it doesn’t show up as well as 
other imports but neither is it 
sold as a sports car. 

Rover brakes are exceptional at 
high speed. There was little or no 
fade and the wheels did not heat 
up excessively, even after extreme 
braking. There’s no wind noises or 
air leaks because the rubber 
around the doors is in metal chan- 
nels to keep it from squeezing out 
of position. 

In addition, there’s an extremely 
soft and flexible windlace on the 
inside of the doors which does an 
effective dust-sealing job. 

oe * . 


* 


‘Complicated’ Controls Aren’t 


HE heat-and-ventilation-system 

controls appear complicated, 
but they’re quite simple. One lever 
controls the entry of fresh air, an- 
other organizes air directed at the 
windshield, and a third takes care 
of heat for interior of the car. This 
is an adequate unit, providing 
plenty of heat and plenty of fresh 
air. 

Front and rear seats provide 
comfortable and luxurious sup- 
port. This is a “boulevard-ride” 
car and if sold with that use in 
mind, there will be no unhappy 
customers. High seats supply a 
decent body angle that does not 
cause sleepy feet or unpleasant 
leg pains. 

Fuel economy proved another 
pleasant surprise. In almost 1,000 
miles of test driving, we averaged 
18.1 miles per gallon, City driving 
dropped us to 16.7, while a fast 
270-mile highway trip brought it up 
to 21.2 miles per gallon. 

e * ok 


Appears Easy to Service 


pees every appearance, the 
Rover undoubtedly would be an 
easy car to service, With the hood 
up, you'll find the distributor on 
top of the engine with the shortest 
spark-plug leads we’ve seen since 
Ford’s Model A. 

There are two filler caps to add 
oil and the dip stick is well up 
in the open where it can be seen 
and reached. The _ windshield- 
washer bottle and hydraulic-fluid 


reservoir are both high on the 
front of the cowl, as is the wind- 
shield-wiper motor. 

On the right side of the cowl is 
a complete fuse panel with a care- 
fully marked diagram so that there 
will be no confusion about the 
fuses. The oil-bath air filter is 
mounted on the right hand side 
of the engine where it feeds 
into two highly polished aluminum 
castings. The Rover engine, with 
its four-inch stroke, is extremely 
deep, has a cast-iron block, with 
aluminum heads and camshaft 
chain cover. 

The fully lined trunk is illumi- 
nated with a separate trunk light 
in the lid. The floor is not flat and 
rises as it goes toward the rear. 
Jack and jack handle are mounted 
on the rear wheel housings, clipped 
to remain silent. 

ok x ok 

7 GAIN lightness, Rover makes 

the hood, trunk lid, and all 
doors of aluminum. They’re heavy 
gauge and there is no ringing. Re- 
pairing the Rover should not be 
too difficult, as most panels bolt 
in position with fender sections 
possessing plenty of cutting points. 

The body is mounted in a 
closed channel, ladder-type 
frame. The center cross member 
holds a rubber-mounted center 
bearing for the two-piece propel- 





* * * 





Easy to Service— 
Mechanics should find the Rover six- 








cylinder engine easy to service, accord- 
ing to William Carroll, Automotive News 
staff correspondent. The distributor is on 
top of the engine, there are two oil 
filler caps and the dip stick is well out in 
the open where it can be easily reached. 
2 





Solid Comfort— 


Both front and rear seats of the Rover 


provide comfortable and luxurious sup- 
port. The front seat has a wide center 
armrest, and whole unit is mounted on 
greased skids to swing back and forth 
‘ ata touch. 


ler shaft, An interesting feature 
of independent coil springs in 
front is the use of a stamped and 
bolted wishbone assembly in 
which shock stresses are ab- 
sorbed by a heavy forging slated 
rearward to the frame, This is in 
contrast to most American sus- 
pension systems in which the 
wishbone is spread at a wide 
angle to absorb shock stresses, 
The emergency brake operates on 
the rear wheels through rods and 
angle brackets. The battery, under 
the rear seat, is connected to the 
starter by covered conduit. Semi- 
elliptic rear springs are covered 
and sealed in grease. One thing 
most Rover owners appreciate is 
the fact that only four lubrication 
points (universal joints) need at- 
tention once every 3,000 miles. 
The muffler is so large it looks 
like a 20-gallon water heater. 
a + * 


2 Owner’s Manual is complete 
with all the fine attention to 
detail of most English manuals. 

The Rover Shop Manual is one 
of the finest set of instructions 

I have seen for a long time. There 

are no photographs. Instead, a 

vast collection of carefully pre- 

pared drawings illustrate every 
operation and detail in the as- 
sembly and repair. 

Like all cars, there are some 
compromises in the Rover that had 
best be ignored in selling, Most 
obvious is the deficiency in accel- 
eration, Another Rover problem is 
the rough-road ride. 

Women, undoubtedly will notice 
that steering is rather heavy at low 
speeds, and parking difficult. Par- 
ticularly if they’ve been used to 
driving a car with power-steering. 

This, of course, is offset by the 
short wheelbase and minimum 
overhang which let the Rover fit 
into most any parking spot. 

or * * 


Good Points Are Many 


OX THE good side, you'll find 80 
many things to talk about that 
it'll be a question of presenting 
those points most likely to appeal 
to your prospect. 

Initially, drivers comment most 
favorably on engine smoothness 
and quietness of operation, First 
time you see the car, you'll be 
entranced with interior trim, 
edged carpets, beautiful wood re- 
veal and dash and the manner 
in which seat cushion corners fit 
perfectly. : 

Seats are high off the floor, 
cluding adequate head room 

wear a hat. You can even pitch 
economy with a Rover with t 
overdrive-equipped models giving 
20 to 22 miles per gallon at high 
way speeds of 60 miles an hour. 

Summing the Rover is difficult, 
for at first glance it seems like 
prosaic piece of equipment, Once 
you’re in it, you enjoy the comfo 
and the quietness, But invariably, 
the more miles a Rover is drive™ 
the more you'll become atta 
the more enthusiastic you'll be # 
selling it. 

There’s not a large market for 
the Rover, but in my opinion, 
there’s certainly a solid market yet 
untouched, Thousands of people, 
most of them well along in year 
enjoy the comfort and luxury of & 
fine car. But they are tired 
driving the larger American |! 
cars. 
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(Continued from Page 1) 

4 the strange silence among 
the public on compact cars and 
the wide variety of dealer opinion 
on the small car’s destiny would 
seem to indicate that the auto 
business is entering a state of 


, 


flux. j 
At the Oregon Automobile Deal- 
ers Assn, convention, Dave Reese 
warned that the small cars would 





that makers would push for a 
complete cleanup of current models 
before the new merchandise ap- 

rs on showroom floors. His 
prophecy may be the year’s best. 
Reese, president of the Pennsyl- 
yania Automotive Assn., has ap- 
peared at many state dealer con- 
yentions this year. 

A city-by-city roundup of last 


week’s survey follows: 
* * * 







Worcester, Mass. 


ORCESTER dealers generally 

report volume increased over 
a year ago, with deals more profit- 
able. 

Studebaker reported the largest 
gain in volume, with sales running 
at three times the rate of 1958. 
Among dealers reporting on profits, 
Rambler retailers reported a de- 
cline. 

Dealers look upon the compact- 


car announcement with mixed | 


feelings and public interest is re- 
ported nil. Dealers feel the pub- 
lic is generally unaware of the 
Big Three announcements, 

A Plymouth dealer eagerly looks 


forward to the compact car, feel-| 


ing it may put him in the black. 
A Chevrolet dealer said 
be “just another car to sell.” 

Lark and Rambler dealers wel- 


comed the Big Three announce-| 


ments, saying these plans would 
create more interest in the type of 
ear they are already selling. 
Dealers feel the price structure 
of all used cars will be affected by 
the new models.— (Sidney Dorf- 
man.) 
* * 


Dallas 


prt dealers, happy over sus- 
tained sales volume in May, 
see only an increased market in 
the prospective smaller cars to be 
offered by the Big Three. 
Consensus is that these. units 
will take nothing from the estab- 
lished domestic autos. Most deal- 
efs expect the coming new cars 
to cut into the sales volume of 
some of the imports, but they 
have anticipated that all along. 
Chevrolet, Ford and Plymouth 


British Makers 
Show Off Cars 


To Canadians 


JARVIS, Ont.—On the Harewood 
Acres race track near here over 100 
Ontario press, radio and TV repre- 
Sentatives test-drove over $200,000 
of British cars in one of the largest 
automobile demonstrations ever 
staged in Canada. 

The newsmen were participating 
in the British Motor Industry in 
Canada’s second Press Trials Day. 

Handed the keys of 62 new auto- 
Mobiles by the managements of 
Canadian subsidiaries of British 
Car and component manufacturers, 
they rolled up more than 3,000 
Miles on the triangular track. 

The Canadian Press Trials were 
Modelled on similar events held 
annually at Goodwood, England, 
and Lime Rock, Conn., and intro- 
duced last year at Harewood. 

Geoffrey H. Roost, chairman, 
British Motor Industry in Canada, 

the group of executives who 
Tepresented the Canadian subsidi- 
aries of British car and component 
Manufacturers who sponsored the 
Trials. These firms were: Austin 
Motors of Canada, Ltd.; Dunlop 
Canada, Ltd.; Jaguar Cars, Inc.; 
Joseph Lucas (Canada), Ltd.; Rolls- 
Royce of Canada, Ltd.; Rootes Mo- 
tors (Canada), Ltd.; Rover Motor 
Go. of North America, Ltd.; S. 
Smith & Sons (Canada), Ltd.; 
Standard Motor Co, (Canada), Ltd., 
8nd Wilmot Breedon Canada, Ltd. 
_The Society of British Motor 
4 r Manufacturers was _ repre- 
Sented by John Dugdale, New York. 


* 





cause confusion in dealer ranks and | 


it would) 


lers Divided on Outlook ... 


| Small Car No Curb on ’59 Sales 


dealers said they have received 
numerous inquiries about the new 
compact cars, but that no cus- 
tomers are waiting for them. 

Inquiries apparently are coming 
from a new class of new-car buy- 
ers,-or from those who want sec- 
ond cars. 

Certainly, the prospect of new 
additions is not hurting the current 
market. Sales in May generally 
were on a par or even better than 
those of April. Dallas dealers en- 
tered June with high hopes of 


sustained good volume. 
+ * * 


| were and profit margins con- 
tinue firm in a majority of 
lines. The medium-price market 
has held up well in Dallas, with 
Pontiac setting the pace. 

Rambler sales are running 
about 285 percent over last year 
and -dealers in that line antici- 
pate continued increases, Lark 
sales faltered slightly after their 
first flush market in Dallas, but 
have picked up lately. 


said they welcomed the Big Three’s 
new lines. 


Cates.) 
* 


New Orleans 


EALERS in New Orleans are in 

100 percent accord that used- 
car business is good, but only three 
out of five put new-car sales in that 
category. 

In general, the new-car picture 
is spotty. One dealer said May 
was his best month in the 11 
years he has been in business. 
But another dealer said May was 
the worst month since the ’59s 
were introduced. 

Sales are spotty even within a 
single dealership. One dealer said 
that in the first 10 days of May he 
sold 35 cars. In the second 10 days, 
business was cut in half, and in 
the final period, he sold “like a 
house on fire.” 


* * 


talk regarding the Big Three’s 
small cars, dealers say they have 





not one prospect has said he would 
wait for the smaller car. 
Dealers say they expect the new 





prices and that, when the time! 
comes, they will keep a sharper eye 
on used-car operations. — (Gordon 
Hebert.) 


* * * 


Buffalo 


EW-CAR business in Buffalo 

slowed down in May from the 
fast pace hit in March and April 
but continued to run substantially 
ahead of 1958. 

Several dealers attributed the 
slowdown to concern over a pos- 
sible steel strike July 1. Others 
said it was seasonal, If there is 
no strike, some dealers say, July 
business should be boosted 
sharply. 

The used-car business has been 
holding at good levels and dealers 
have large selections, New-car 
profit has been linked to volume, 
with the average per unit holding 
steady. 


* * * 
[pPALans say announcements of 
new small cars have caused 
considerable comment among cus- 
tomers, but they doubt this has 
been a factor in the recent slow- 
down in sales. 

Some retailers feel the new small 
cars will hurt the demand for one 
and two-year-old used cars this 
fall. 

But one dealer said he believed 
that used cars would not be 


Both Rambler and Lark dealers | 





The market for used cars re-| 
mains strong, with a shortage of | 
merchandise prevailing. — (Charles | 


Although there is quite a bit of | 


yet to lose a single sale. That is, | 


offerings to be reflected in used-car | 





affected because the market for 
small cars and large cars is 
sharply defined, whether new or 
used. 

Most say they expect a continued 
good demand for standard-sized 
models this fall, with the new cars 
competing principally with imports. 


—(George E, Toles.) 
of * ok 


San Francisco 


CHECK of the. San Francisco 

area shows the new-car. market 

is spotty, with plenty of room for 
improvement. 

Chevrolet and Ford dealers said 

they are ahead of last year in 


volume, but admitted that unit 
profit has been “whittled down” by 
keen competition. 


“Too many dealers are trying for 


volume,” a veteran Dodge dealer 
complained. 
Dealers in medium-priced lines 


said May ran below April, but that 
an upturn was noticeable toward 
the end of the month. 


Rambler was reported doing well | 


both in total sales and profits and a 
Lark dealer said May was a “good 
show” after a poor April. 


The used-car market was con- 
sidered healthy, with a shortage of 
the models that are most in de- 


mand. 
” 


oS Big Three’s small cars have 
stirred a lot of conversation 
among dealers and the public, but 
only one dealer (Mercury) said he 
knew of actual instances where 
purchasers are waiting for the new 


* * 





products, Three English Ford pros- 
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Lack of License Costs 
Cincinnati Dealer $700 


CINCINNATI—A Cincinnati 
garage owner was fined $700 and 
costs on charges of operating as 
an automobile dealer without on 
Ohio license and possessing cer- 
tificates of title to cars not trans- 
ferred to his name. 

Calven W. Prem, assistant 
county prosecutor, said that 
Elbert Fernback obtained new 
cars from Northern Kentucky 
dealers and displayed and sold 
them. 





pects, he said, decided “to wait and 
see what they come out with.” 


Dealers said they thought the 
new products might cut into lower- 
priced new cars, late-model used 
cars and imports. 

“It’s a cinch they’re going to | 
hurt something,” one dealer said. 

However, even those who look | 
for the smaller cars to cut into 
used-car sales said they don’t look 





for a major upheaval for at least| 
a@ year. 

The overall opinion seemed to be | 
that if prospects are waiting to 


43 


look at the new models, they are 
doing it quietly at home and not 
mentioning it in the showrooms.— 
(Steve Still.) 
+ a 
Milwaukee 


—— are much improved over 

1958 in Milwaukee dealerships, 
although some dealers said they hit 
a slump in mid-May. 

Dealers say prospects appear to 
have plenty of money to buy, but 
are still resistant to price, 

The approach of summer has 


* 


| quickened trade in “cheapie” used 


cars, although there is a fair de- 


| mand in high-quality brackets, Here 


again, buyers are reportedly driving 
hard bargains.—(John E, Hubel.) 
* * * 


Pawtucket, R. I. 


EW-CAR sales in Rhode Island 

are up about 25 percent over 
last year, but dealers say they are 
in no better position when it comes 
to profits. 

Dealers are inclined to blame the 
situation on competition from mar- 
ginal dealers and from those who 
persist in questionable practices. 

As yet, there has been no pro- 
nounced reaction to announce- 


ments of new smaller cars by the 
(Continued on Page 44, Col, 1) 








These Childers Continental Carports make any lot a distinctive and more inviting 
place to stop, look and deal—and can quickly pay for themselves in savings on 


car 


clean-up costs alone. 


Now! Like Magic, You Can Turn “Just Another Lot” 
Into An Attractive 365-Day Outdoor Showroom 


. - . with Childers Carports, for as little as 2/2¢ per car per day! 


Drive down any street lined with 
car lots. Notice how much they all 
look alike . . . each with its rows of 
sunbaked cars, the long strings of 
lights, the flying pennants and brightly 
colored propellers whirling in the 
breeze . . all for the purpose of 
winning the favorable attention of 
prospects. 

Is your lot any different? Does it 
really stand out? Do folks really know 
you’re there—and, just as important, 
does your lot look as if you'll still be 
there tomorrow? 


Today, all over America, alert car 
dealers are turning their car lots into 
attractive outdoor showrooms at amaz- 
ingly low cost with easy-to-install 
Childers Carports. For as little as 2144 
cents per car per day, dealers are at- 
tracting more prospects, making more 
sales, and cutting down light bills and 
clean-up costs. And, they’re giving 
their places of business a new look of 
permanence and dignity that brings 
in better prospects who select the 
dealer as carefully as they select the 
car they buy. 


Childers Thinline is the revolutionary new 
carport that gives you America’s lowest 
cost protection for your outdoor display. 





Dealers everywhere who have put 
up Childers Carports are enthusiastic 
about the results. Here are some of 
the reasons they consider it one of the 
best investments they have ever made: 


1. Every day is a selling day. With 
your cars protected from rain, snow, 
sleet, and blistering hot sun, you can 
depend on 365 selling days a year, 
whatever the weather. 


2. Trade in the shade—or out of the 
rain—attracts more customers to stop, 
look, talk and deal. 


3. Big savings on labor cost. Cars 
protected from dust, rain and glaring 
sun don’t need as much cleaning and 
polishing. Savings on labor costs alone 
will pay for your Childers Carports. 


4. Higher prices for cars that are kept 
clean and attractive to buyers. 


5. Cuts light bills Y2 or more—be- 
cause light is more easily directed to 
the cars on display. 


6. More sales and faster turnover. 
Expert dealer accountants say it costs 
$3 to $4 a day to “board” a car—yet 
Childers Carports cost as little as 24%4 
cents per car per day! 


7. Architect-designed to harmonize 
with existing buildings and displays. 


8. Easy to install, Your own men can 


§ do it with ordinary tools. 


9. Easy to move if you are on leased 
property .. . or if you want to change 
the arrangement of your outdoor 
display. 3 

Childers Carports are made in two 
styles. The Continental, with‘its archi- 
tecturally-styled fascia, is shown in 


the large photo above. The revolu- 
tionary new Thinline is designed for 
maximum beauty and long life at 
lowest possible cost. 


You can buy the Continental or the 
new Thinline direct from the factory 
—and Childers pays the freight. 


For complete details on both styles 
of Childers Carports, plus a list of 200 
dealers who have installed them (you 
can call any two dealers on the list 
at Childers’ expense) and pictures of 
actual installations, just fill out and 
mail coupén below. 


WE PAY FREIGHT TO 
ANY DEALER IN U. S. 


fl MAIL THIS COUPON TODAY-~—"“ 


| Childers Manufacturing Co., Dept. AN-1 | 
| 3620 West 11th Street | 
| Houston 8, Texas | 
| Please rush me complete details on | 


| both Childers Continental and the new 
| Thinline Carports, along with a list of 
i 200 dealers who have installed them and 
pictures of actual dealer installations. 


| 
| Company. 


| Name 
| & Title 


City State 

Check here if you would like to pay | 

| ‘or your carports while they earn profits | 
for you. We finance up to 36 months. 


| 
! 
| 
| 
Hs ssn es aes mses sar mss astayapontins ces wisp inapil 
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Dealers Divided on Outlook .. . 





(Continued from Page 43) 


Big Three, A wait-and-see atti- 
tude prevails. 
Views are varied to the probable 


motions to compete, and some 
report a satisfactory profit. 


Both sales and profit lag in the 
medium-price field, with a growing 
impact of compact cars on the| tendency among buyers to trade 
used-car market. | down to lower-priced models, 


A few dealers report some de-| . 
mand—not too great—for a compact | Chrysler-line dealers report the 


car from persons who are critical | Stickiest situation. One said that, 
of the size of current new cars and | compared with a year ago, volume 
have delayed buying a new car for| was off 30 percent and profit, 300 
that reason.—(Thomas L, Forbes.) | percent. 
+ * * | 
Birmingham, Ala. | @OME dealers believe that the 
GALES of new cars in Birming- | introduction of new compact 
ham are up in volume in some|C@rs will hurt the sales of imports. 
instances; down in others. Profit-|Others say they will do nothing 
wise, the situation is not good, |more than make the public small- 
A sales contest among Chev- | C4r minded. 
rolet dealers reportedly is causing One dealer said announcements 
some of them to close deals with of the compact cars have had an 
profit shaved mighty thin. adverse effect on all makes, A 
Ford dealers are using big pro-' dealer handling English Ford 





* * * 











DISTRIBUTORS 
WANTED 


The Car with the Backward Look 


Yes! The Merry ’0i—the original reproduction of a fine turn-of- 
the-century car—is rolling off our assembly lines daily. 


Excellent discounts and volume sales developed by the eye-catch- 
ing appeal of the Merry ’01 have made it a high profit item for 
dealers and distributors already handling the car. 


Distributor territories are allotted on the basis of population and 
sales potential—may range from one county in size on up, depend- | 
, ing on locality. Present distributorships are protected—and dis- | 
| tributors are selling—but there are still several top territories 
)| open. Write for full details on how you can become a distributor 
for the Merry '0i—the car that sells itself to both individuals and 
promotionally-minded businesses. 
— THE MERRY ‘01 HAS PROVED TO BE THE TOP 
TRAFFIC BUILDER FOR USED CAR LOTS — 


AMERICAN AIR PRODUCTS 
CORPORATION 


4340 N. W. 10th Avenue Fort Lauderdale, Florida i 
Phone LOgan 6-6521 
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MUSIC SELLS <——/ 
Your Own Music a. 


can SELL YOUR DEALERSHIP 


When the whole town's singing and humming your name and address, 
prospects will automatically COME TO YOU FIRST for new and used 
cars, or service. 


Y 


J 





Dealers from coast-to-coast now using Automobile Dealers Broadcast 
Service Musical Trade Marks know how true this is. 


“Everyone in our organization 

is happy with the results.” 

“The public doesn't hear the music 
without associating it with our firm.” 


“We plan to keep using it indefinitely.” 


Lyman Slack Chevrolet 
Portland, Oregon 


WRITE TODAY — FOR FULL INFORMATION 


‘AUTOMOBILE DEALERS BROADCAST SERVICE, INC. 
59 EAST 54TH STREET, NEW YORK 22, NEW YORK 

SI ad lortathitil ieiesterectpermeasnernennisi 

Te a rinse cingninnenicnemmmneniinpees 

city. sascha NOE cctecenesiiciens 
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Small Car No Curb on ’59 Sales 


says announcement of the Falcon 
has already hurt his sales, 
Used-car business is slow in 
Birmingham and dealers say the 
new compact cars will definitely 
hurt used-car trade this fall, par- 
ticularly in cases where late models 
display price tags above those on 
the new offerings.—(Stuart Riddle.) 
+ * * 


Chicago 
Most Chicago dealers say busi- 
ness is good, although gains in 
volume have outstripped advances 
in profit. Some dealers say used- 
car sales have been running ahead 
of new-car turnover. 

In nearly every line, dealers 
reported “little interest in” or 
“only an occasional reference to” 
the upcoming small cars. 

Main question appears to be, 
“Will they really be much smaller?” 

A majority of dealers questioned 
said the new smaller cars would 
have little or no effect on the used- 
car market. 

Several, however, saw trouble 
looming over the lots, Said one 
dealer, “Small cars will effect late 
model used-car sales because people 
use them as a second car. If the 
‘compact’ is decent looking, people 
will buy it—and for the same price 
as a late regular model.” 

A Ford dealer, who apparently 
takes factory announcements with 
a grain of salt, said, “There’s no 
doubt that the used-car market will 
be a lot tougher once these compact 
cars hit the showrooms—if they 
do.”—(Robert A. Kelly.) 

* x * 


Los Angeles 


[pRALans in the Los Angeles 
area are trying to figure out 
where buyers have gone, With 
minor exceptions, dealers are sing- 
ing the blues. 

Some dealers complained that 
factories are pushing low-priced 
lines so hard “they are cutting the 
medium-price field to ribbons.” 

Dealers in both Ford Motor Co. 

and General Motors lines said 
May represented a big drop from 
April, with dealers “fighting 
every inch of the way” for what- 
ever profit they could salvage. 

Ford, Chevrolet and Pontiac deal- 
ers are doing well with used cars 
because they are getting plenty of 
trading material. 

Chrysler-line dealers are un- 
happy. Plagued by strikes at the 
factory which decimated trained 
sales forces eliminated shoppers, 
the entire group has slipped badly. 

Grosses have gone down the drain 
as managers try to move cars and 
keep the doors open. Most Chrysler- 
liners have hit used cars hard and 
Simca has saved a few. 

Rambler and Lark are pistol-hot 
and used cars are no problem. Deal- 
ers in these lines claim grosses 
“away above” average. 

7” * ~ 


EACTION to compact-car an- 

nouncements has been varied. 

“A stripped version shouldn't 
bother us,” said a Lark dealer. 

“I don’t think we can build a car 
to compete with overseas quality,” 
said an M-E-L outlet handling 
Taunus. 

A Ford dealer said that if he 
had Falcons on the floor today, 
they would account for less than 


| 
| 
a third of his business. 


Dealers agree that recent soften- 
ing in new-car sales is not the 
result of the compact-car publicity. 
| Opinion is fairly well divided as to 
\the effect compacts may have on 
| the used-car market. 
| Dealers who expect the compacts 
| to depress the used-car market ex- 
| plain: A customer will prefer a new 
car to a used car if prices are equal 
and the same maker’s name is on 
both.—(William Carroll.) 
* * + 


Albuquerque, N. M. 


WEw-can sales in Albuquerque 
are up as much as 20 percent, 
with used-car sales reported rang- 
ing from “slow” to “up to 20 per- 
cent.” 

Profits, dealers say, are largely 
the result of improved cost control 
rather than from any gains in 
gross, 

Dealers report little customer in- 
terest in the small cars, 

“There is some curiosity,” said 
one dealer, “but we’re still selling 
°59s.”” 

One dealer said customers are 
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not waiting for the compact cars; 
they are already buying it. He said 
he had booked six orders for de- 
livery when the new car finally 
appears. 

Dealers here see trouble for the 
costly used car when the Big 
Three’s new entries appear.—(John 
D. McKee.) 

+ * + 


New York 


ATISFACTORY new-car volume 

but gross trailing the profit re- 
turned by used units is pretty much 
the story in New York City for 
dealers handling Ford, Chevrolet, 
Plymouth, Cadillac, Pontiac, Ram- 
bler and Lark. 

Average gross for Rambler and 
Lark dealers is in the $250 range, 
while other makes (aside from 
Cadillac) are returning about 
$175. 

Used cars are hot, with many 
dealers claiming average grosses of 
$400 and more. 

a * od 
—— report almost no re- 
action from buyers to an- 
nouncements that the Big Three 
will offer compact cars. Fleet users 
reportedly are anxious to try them 
out from an economy standpoint. 

One dealer may have put his 
finger on the apparent apathy when 
he said, “There has been so much 
talk about small cars from the Big 
Three that the announcements 
came as just more talk to the 
average guy. 

“They haven’t brought anyone 
into the showroom, nor have they 
kept anyone out.” 

The average dealer is not dis- 
counting the compact car, nor is he 
writing it off as a whim, He simply 
doesn’t see it as a solution to the 
problems which beset him, 

In discussing the effect compact 
cars may have on used-car sales, 
one dealer said the used-car market 
is in for a tremendous jolt, adding, 
“Tve given instructions to my 
used-car department to be down to 
an operating minimum by July 4.” 
—(Ed Brown.) 

+ x a 


Atlanta 


eae, May is the best or 
second-best new-car sales 
month of the year in Atlanta, but it 
did not live up to expectations this 
year. 

Volume was off in all makes, 
with the possible exception of 
Oldsmobile. A Lark dealer, how- 
ever, said he could have sold more 
cars if he had been able to obtain 
cheaper models. 

Used-car sales, however, have re- 
mained good. 

Dealers do not believe advance | 
publicity on new small cars has 
had any appreciable effect on cus- 
tomer’s buying habits, although | 
they think so much talk about the! 
new models is “unfortunate.” 

Opinion was divided as to how 
the new compact cars would affect 
the used-car market. Some said 
they would not trouble sales, while 
others said they may affect used- 
car sales, depending on the new 
models’ price, size and performance. 
—(E. C, Bash.) 

* 





£ * 


Denver 


ALES of both new and used cars 

in Denver are showing an in-| 
crease over last year, although! 
profits reportedly are low. Dealers 
blame keen competition for reduc- 
tions in gross. 

Most welcomed Big Three 


small-car announcements, figur- | 


ing the new models will boost | 
new-car sales, Dealers say there | 
is a growing demand for smaller | 
cars in Denver and that the new 
offerings should be just the ticket 
for a good year in 1960. 

Some say prospects have already 
started asking questions about the 
néw compact units and have said 
they are going to wait for them 
before buying. 

Dealers express no worries over 
used cars when the new smaller 
cars arrive.—(Ira Alexander.) 

* * * 


Seattle 
EATTLE dealers offer varied re- 
ports on new-car volume and 
profits, but are in general agree- 
ment that used cars offer no prob- 
lem. 
For most dealers, used-car sales 


| 








are well above those of a year ago 
and profits have increased, too, 

The new-car situation was 
summed up by a Chevrolet dealer 
who said, “There are a lot of 
dollars turning over, but too few 
sticking to our hands.” 

Rambler and Lark sales continue 


——————, 


|at a good clip, with a Studebaker 


dealer reporting profit “better than 


ever.” 


* * * 


Bb preenenery showed only minor 


interest in upcoming sma}! cars, 
Many said they would have more 
effect on imports than on standard 
U. S. makes. 

Little danger to used-car sales 
is predicted. 

Public reaction to annouwnce. 
ments of the new compact cars, 
dealers said, has been noticcable, 
with some “wait-and-see” pros- 
pects noted. 

One Ford dealer has rung down 
a curtain of silence on the new 
small car and ordered his salesmen 
to talk about nothing except the 
merchandise on hand.—(Martin 
Trepp.) 


* 


Cleveland 


|b greece in the Cleveland area 
reported sales volume is up on 
both new and used cars, although 
profit has been cut slightly, pri- 
marily because of a mechanicy 
strike last month. 

There is much interest and talk 
about the Big Three smal] cars, 
they say, but no customers are 
withholding a purchase in order to 
wait for the compact autos, No 
dealers seemed worried.—(Sanford 
Markey.) 


oa 








Long Term 
Leasing Is 
Profitable! 


Even for the smallest dealer 


10 LEASES WILL EARN 
$5,000.00 PROFIT 


| 

The Manual on Leasing by Harold D. 
Draper, volume Chevrolet dealer for 32) 
years and a veteran of over 10 years 
leasing and 3,000 leases in that period, 
will give you accurate procedure step 
by step to insure profitable leasing. 


Costs 

Insurance 

Financing 

Depreciation Rates 
Service Costs 

Resale Policies 
Accounting 
Protection Against Losses | 








PRICE $20.00 POSTPAID 





Make Checks Payable To: 


Harold D. Draper 


Box 530, Saginaw, Michigan 











TURNTABLES 












PORTABLE 


TURNTABLES 
















PARAVANE for big cars 
PARAVANETTE for small 


No tools required 


SEND FOR FREE CATALOG 


Macon 


MACTON MACHINERY COMPANY, !NC. 
STAMFORD 10, CONNECTICUT 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 























Week Week 
Ended Same Ended Total 
June 6, Week May 30, Output, June 7, June 6, 
1959 -_ 1958* 1959* May* 1958* 1959 
AMERICAN MOTORS § 9,7065 4,934 8,093 38,473 79,041 | (,188,672 
CHRYSLER CORP, .... 18,120- 11,526 17,175 79,526 271,992 © 374,508 
NE siasivcsvsinsoeciwinsins 1,700 103 1,653 8146 25,740 37,862 
RNIN, Ghcsiscethicetenoneies 1,000 1,528 885 4,714 17,368 26,962 
A saieeecortvis tect etvoroveee 3,700 3,549 3,166 15,684 48,079 83,088 
Imperial aoe 318 =: 1,5 78 6,902 10,392 
Plymouth 11,300 + 6,346 11,153 49,404 173,903 2 216,204 
FORD MOTOR 37,195 14,502 35,348 161,731 523,814 825,262 
EL dec niieciocsianesiestocere ee sideman 597 2,959 6,447 21,324 
SN oh resasnioaickbcsidens dhces 31,100, 12,642 29,879 137,086 429,245 > $82,519 
Thunderbird ............ 1,875 1,466 1,559 6,755 19,187 33,683 
ERS Ul iviscwiebiibsiias 510 394 417 2,263 18,824 14,669 
IE aici eck wndeensscs eee. ..asiatien 2,896 12,668 55,111 73,067 
GENERAL MOTORS .. 58,810 41,582 54,114 254,645 1,087,162 1,384,070 
SIE peck sc an cssashnscstdere 4,146 3,928 3,934 17,086 120,877 127,344 
NED Riscticcdu cacssactaeiod 3,360 1,934 2,689 13,505 67,365 177,884 
II ysccaisdivseretecao 32,200 | 26,241 30,007 144,445 627,827 770,233 
Oldsmobile .................... 8,454 5,594 8,082 35,989 161,105 ~196,988 
Las cisbioectedaat 10,650 3,885 9,402 43,620 109,988 211,621 
§$-P CORP. 
Studebaker .................. 2,652 1,098 2,671 12,442 15,715 79,993 
Total Cars, U. S.** ....126,483 73,666 117,401 546,817 1,979,179 2,852,505 


*Revised. 
Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 




















Week Week Jan. 1 dan. 1 
Ended Same Ended Total To To 
June 6, Week May 30, Output, June7, June 6, 
1959 1958* 1959* May* 1958* 1959 
GHEVROLET .................. 9,100 6,131 8,288 36,098 131,436 184,431 
DIAMOND T 140 99 128 539 2,409 2,985 
eee 80 15 61 253 1,225 1,415 
SE - iivetinctsiidesseanssicetiailh 1,600 1,289 1,540 6,405 25,927 37,983 
IID i ndininisinavcncedecsodsnnese 7,850 3,611 6,948 31,755 102,308 153,290 
SIE? vate saiiatslonnchantenieucnsoetins 1,825 1,084 1,600 7,899 28,234 40,679 
INTERNATIONAL ...... 3,580 1,365 3,331 14,076 44,263 65,264 
OES «iv cicdasnsscsadaivcneon 375 274 366 1,503 6,640 7,810 
STUDEBAKER .............. 260 158 213 616 2,885 6,065 
SE iicstvcenactonesesasen 420 138 451 1,830 7,670 8,754 
EE i iniihinidicsdsuniesiie 2,440 1,855 2,339 11,231 35,520 53,412 
MISCELLANEOUS** .. 86 91 80 358 1,607 1,784 
Total Trucks, U, S. .... 27,756 16,110 25,345 112,563 390,124 563,872 
Total Cars, Trucks, 
NG Saha iiiiadstonainkcnbscies 154,239 89,776 142,746 659,380 2,369,303 3,416,377 
Total Cars, Trucks, 
III. baciiiadasanehbeaneneas 10,080 7,990 10,887 40,436 186,942 208,324 
Grand Total, 
Cars and Trucks, 
U. S. and Canada ..164,319 97,766 153,633 699,816 2,556,245 3,624,701 


*Revised. 


Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. S. totals include cars and trucks for military orders. 


Auto Credit Total Climbs 
By $311 Million in Month 


WASHINGTON.—The volume of 
automobile credit outstanding shot 
up by $311 million in April to a 
total of $14,686 million, the Federal 
Reserve Board reported. 

A gain of $311 million was just 
about double the $152-million in- 
crease in March, The April boost 
was the largest of five consecu- 
tive monthly boosts which have 
followed 13 straight months in 
which the auto credit total de- 
clined. 

The Apr, 30 credit total was 





Convene Today 


WILMINGTON, Del.—The ninth 
annual convention of the Delaware 
Automobile Dealers’ Assn. will be 
held today (June 8) at the Hen- 
lopen Hotel at Rehoboth Beach. 


Speakers at the business session 
will be Warren King, automobile 
merchandising manager of Life 
Magazine, and Herbert Gordon, 
Kaplan & Crawford, Washington. 

King will speak on “What’s In It 
for You?” and Gordon’s topic will 


Delaware Dealers 
be “Look Before You Lease.” 





within $5 million of the total a year 
before. 

All types of installment credit 
expanded in April and total in- 


stallment debt stood at $34,453 mil-| 


lion on Apr. 30. The total repre- 
sents a gain of $510 million during 
the month and an increase of $1,565 
million during the last year, 

Auto credit extended in April 
amounted to $1,580 million, com- 
pared to $1,476 million in March 
and $1,211 million in April of last 
year. The volume of auto debt re- 
paid in April totalled $1,269 million, 
compared to $1,324 million in March 
and $1,313 million in April of 1958. 

Of the auto debt outstanding on 
Apr. 30, commercial banks held 
$6,499 million, up $168 million dur- 
ing the month and $328 million 
above the total a year earlier, 

Finance companies held $6,543 
million of the paper, up $114 mil- 
lion during April but $425 million 
below the total for Apr. 30, 1958. 


Other financial institutions held 
$1,205 million of the paper, a gain 
of $20 million during the month and 
an increase of $103 million over the 
year-earlier total. 

Auto dealers held the remaining 
$439 million, up $9 million during 
April but $11 million less than the 
total held a year earlier. 
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Car Production Steady . . 








Week’s Truck Output 


=: «(Cracks 1959 Record 


(Continued from Page 1) 


from 30,007 to 32,200; Buick, 
working five days, was up from 
3,934 to 4,146; Cadillac climbed 
from 2,689 to 3,360; Oldsmobile 
was up from 8,082 to 8,454, and 
Pontiac, the only GM unit to 

work six days, rose from 9,402 to 
10,650, 

The Buick-Oldsmobile-P ontiac 
plants at Atlanta, Framingham, 
Mass., Kansas City, South Gate, 
Calif. and Linden, N. J., worked 
five days last week, but Arlington 
(Tex.) and Wilmington (Del.) 
plants were down one day each for 
inventory readjustments. The Ar- 
lington and Atlanta plants also wili 
be down a day each this week, 

* oe * 
HRYSLER CORP. also saw all 
of its divisions gain ground 
over the week ended May 30 as 
it raised its output from 17,145 to 
18,120 units. 

Working five days across the 
board were Plymouth, which was 
up from 11,153 to 11,300 assem- 
blies; Chrysler, up from 1,653 to 
1,700, and DeSoto, up from 885 to 
1,000 units. 

Dodge, which worked its Detroit 
assembly plant only four days, was 
up from 3,166 to 3,700, and Imperial, 
also on four days, climbed from 318 
to 420. 

American Motors, with its Ken- 
osha plant working Saturday, 
climbed from 8,093 to 9,706 cars, 
but the other independent, Stude- 
baker, declined from 2,671 to 2,652 
units as it worked four days for 
the second consecutive week, 

* * * 

LTHOUGH last week’s output 

was below the weekly car out- 
put average of the last two months 
(excluding the Memorial Day 
week), U. S. car output in June is 
expected to match May’s 546,817 
assemblies. 

It may, however, mark the last 
“big” month of 1959 model output 
as some makers will begin build- 
ing out on current models in the 
latter part of July. 

Definite dates for buildouts of all 
’59 models have not been finalized, 
but it is expected that Dodge, 
DeSoto, Chrysler and Imperial will 


Ford Car Output 
Boosted Again 


As Sales Increase 


TOLEDO. — General Manager J. 
O. Wright Friday said that Ford’s 
car production schedules had been 
increased for the 10th consecutive 
month. 

Wright said that by the end of 
June, total Ford 
car sales since 
introduction last 
fall are expected 
to exceed one 
million. Ford 
leads all other 
makes in sale of 
1959 cars, he said. 

He also re- 
ported that Ford 
Gealers sold new 

. cars at a 10 per- 
J. O. Wright cent faster rate in 
May than in April. May, he claimed, 
exceeded any other month in two 
years or any May since 1955. 

He said the June production 
schedule had been increased 4 per- 
cent over the previous plan to meet 
the rising demand for Ford cars. 
One additional assembly plant 
began two-shift operations in April, 
and another will add a second shift 
next month, he added. 

Wright said Ford’s estimated 
daily sales rate in May was 62 per- 
cent above the May (1958) rate and 
15 percent higher than the daily 
average for the first four months of 
1959, Ford sales in the first five 
months of 1959 were 54 percent 
above the corresponding period last 
year, he added. 

The estimated Ford truck selling 
rate in May was 43 percent above 
May of last year and 10 percent 
greater than the monthly average 
for the first four months of 1959, 
Wright claimed. 





go down for changeovers during 
the last week of July. 

Buick, Cadillac and Plymouth in 
Detroit are expected to close out on 
59 model output during the first 
week of August; Oldsmobile, Pon- 
tiac and Rambler the second week 
of August; Lincoln, Thunderbird 
and Chevrolet the third week of 
August, and Ford, Edsel and Mer- 
cury the last week of August or 
first week of September. 

A date has not been set as yet 
for buildout of Studebaker. 


* * * 


OMMERCIAL-CAR output con- 
tinued at its May pace as it 
climbed near 28,000 last week, com- 
pared with 25,345 assemblies a 
week earlier and 16,110 for the com- 
parable week a year ago. Ford di- 
vision worked five truck plants 
overtime last week, while Chev- 
rolet-Janesville also operated Sat- 
urday, The truck manufacturers 
turned out 112,563 units during May, 
or about 3,000 fewer than were 
made in April. 

Canadian automotive operations 
slumped from 10,887 assemblies a 
week earlier to an estimated 10,- 
080 cars and trucks last week. 
The makers turned out 7,990 ve- 
hicles during the week ended 
June 7 a year ago. 

A breakdown of Canadian opera- 
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tions showed the makers turning 
out 8,085 cars and 1,995 trucks last 
week, compared with 8,556 cars and 
2,321 trucks a week earlier, 

* * + 


AMC Employment at Peak 


In Wisconsin Plants 


MILWAUKEE, — Recent hiring 
has swelled employment at the 
Wisconsin automotive plants of 
American Motors Corp. to an all- 
time high. 

A company spokesman said that 
the 21,118 employes at the Milwau- 
kee body and parts and Kenosha 
assembly plants is nearly twice 
what it was a year ago. 

In Milwaukee, there are 8,057 
hourly and 589 salaried workers at 
the body plant and an additional 
427 workers at the parts plant for 
a total of 9,073. A year ago, there 
were 3,616 hourly and 327 salaried 
workers at the body plant and 384 
at the parts plant for a total of 
4,327 employes. 

In Kenosha, the company re- 
ported, there are 10,905 hourly and 
1,140 salaried employes—a total of 
12,045. Last year at this time in 
Kenosha there were 5,786 hourly 
and 878 salaried workers for a 
total of 6,664. 

The current Wisconsin automo- 
tive division total of 21,118 com- 
pares with 10,934 at this time last 
year. AMC’s corporation-wide em- 
ployment now stands at about 28,- 
000, the spokesman said. 


The spokesman said that employ- 
ment in Kenosha nearly reached 
the 12,000 level during World War 
II, but that employment in Mil- 
waukee is far higher now than 
during the war. 


Joust Over R. I. Tax-Bill ‘Sleeper’ ... 


Governor vs. Dealers 





(Continued from Page 3) 


tax of three percent in closing 
deals. 

The governor, accusing dealers 
of “greed,” said, “I am going to 
stamp out greed in this state. I 
am going to teach these dealers a 
lesson.” 

The lesson came swiftly in the 
form of the governor’s decision to 
“enforce the new law as it is writ- 
ten.” This means, he said, that 
dealers no longer will be able to 
issue temporary 10-day registration 
permits while new registrations or 
transfers are being processed. 


Consequently, dealers will not 
be able to arrange for immediate 
registrations for cars sold at 
night or when motor vehicles 
registry is closed, as on Satur- 
days. 

Del Sesto said that as a result 
of the “sleeper,” no registration can 
be issued after July 1 to any car 
buyer until the sales tax is paid, 
and the only place the tax will be 
accepted is at the registry offices 
in Providence. No tax payments 
will be accepted at the registry 
branch offices in other parts of 
the state, he said, 

Contending dealers “have over- 
reached themselves and have come 
up with a bill which is bad for the 
public and bad for the dealers.” 
Del Sesto said the net effect will 
be hardship for motor vehicle own- 
ers. Dealers are going to find out 
they have handicapped themselves 
in the sale of cars, he added. 

Rallying quickly to the defense 
of dealers, Robert W. Pierce, 
RIADA president, said, “We have 
tried to clean up the ethics of 
the automobile business. Why 
should the governor of the State 
of Rhode Island try to inter- 
fere?” 

Pierce said he questioned 
whether dealers would be deprived 
of temporary registration permits 
as a result of the measure, and 


All GM Officers 
Are Reelected 


NEW YORK.—The board of di- 
rectors of General Motors reelected 
all officers of the corporation last 
week, 

The action was taken atithe first 
regular monthly board meeting 
following the annual shareholders 
meeting held May 22 in Wilmington, 
Delaware. 


suggested this was merely the gov- 
ernor’s interpretation. 


No such question was raised in 
a series of discussions between 
legislative leaders and RIADA 
members prior to passage of the 
controversial measure, Pierce said. 


Del Sesto’s objection to the bill, 
which he said he would not have 
signed had he been aware of the 
unpublicized amendment it con- 
tained, concerns a provision ex- 
empting dealers from a _ require- 
ment that they collect the sales 
tax from car buyers. 


In its original form, the bill 
merely would have authorized the 
state tax administrator to empower 
another state agency to collect the 
sales tax on any article or com- 
modity required to be registered 
with the state. Explanation at the 
time of introduction was that the 
bill would make it possible for the 
Division of Harbors and Rivers to 
collect the sales tax on boats under 
the new boat law. 

* * * 


Standing Committees 


Named in Rhode Island 


PROVIDENCE. — Standing com- 
mittees of the Rhode Island Auto- 
mobile Dealers’ Assn. for next year 
have been announced by Robert 
W. Pierce, who was reelected as- 
sociation president, They are: 

LEGIsLATIVE—J oseph C. Scuncio, 
chairman; Leo B, Carey, C, George 
DeStefano, George M. Westlake and 
John M, Dunner. 

AvupitiInc—H arold A, Lanphear, 
chairman; Edward B, Jones and 
Frank S. Shy. 

MemsBersHip—C harles H. Scott, 
chairman; Alphonse A. Marcoux, 
Joseph L. Nunes and Eugene B. 
Moone. 

SociaAL AND FUND RAISING—Dunner, 
chairman; Charles W. Criss, Julius 
L. Abrams, Frank A. Morrone, C. 
A, Ramsay and Robert F. Tasca. 

SPECIAL FUNCTIONS AND FUTURE 
PLANNING — Criss, chairman; Alice 
M, Cummings, Marcoux, Scott, 
Frank L, Hurd and Carey, 

DEALER AND PUBLIC RELATIONS— 
Charles R. Boggess, chairman; 
Carey, Hurd, Marcoux, Nunes and 
Morrone. 

LEGAL, BYLAWS AND RESOLUTIONS— 
Thomas A. Clarke, chairman; Hurd 
and Dunner. 

Sarety — Daniel La Polla, chair- 
man; John P, Maurer, Wallace A. 
Sefsick, Westlake and James F. 
Gilbert. 
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Making the Sales Meeting Sell 


By Ernest W, Fair 
Staff Correspondent 


BOULDER, Colo.—“Gos h—an- 
other sales meeting! Wish I could 
think of some excuse to duck it!” 

“Great—it’s time for another sales 
meeting. I always look forward to 
them!” 


Which of these two comments 
by average salesmen is heard 
most often around one’s dealer- 
ship? The former is voiced con- 
cerning the big sales meetings of 
far too many automobile dealer- 
ships, In many cases, manage- 
ment never realizes there is 
such a dislike for the gatherings. 


No dealership ever can be certain 
such a situation is not present 
within its own sales staff unless 
maximum effort is expended toward 
creating more interesting and 
profitable sales meetings, 

Where there is well-planned 
effort to make the salesmen antici- 
pate each meeting with pleasure, 
we will have a more willing and 
receptive audience, and sales will 
increase. 

Following are some observations 
gleaned from attending more than 


100 sales meetings of every kind | 


during the last three years. They 
are the points any dealer can apply 
toward making the next (and each 


succeeding) sales meeting a much} 


more result-getting and profitable 
affair for his business. 

Make it interesting—the dull 
procedures never stimulate sales- 
men to any kind of activity what- 
soever. 

One result we always seek from 
a sales meeting is to arouse en- 
thusiasm for the selling job on the 
part of our salesmen, How they 
feel when they leave the meeting 
has a great deal to do with how 
well that selling spark will be car- 
ried into day-after-day sales ac- 
tivity. 

It always pays to spend a little 
extra time in planning more inter- 
esting sales meetings. 

Provide a profit motive—every 
time! Every salesman is on his job 
(and participating in that sales 
meeting) to find ways for making 
more money for himself. 

If every sales meeting is loaded 
with ideas and suggestions he can 
apply in his work to his own profit, 
We may be sure he will look for- 


Oil Men Expect 
High-Compression 
Engine Slowdown 


NEW YORK.—A slowdown in the 
advance towards higher-compres- 
sion auto engines and higher octane 
gasolines was forecast last week by 
four oil scientists at the Fifth 
World Petroleum Congress. 


Further improvements are likely, 
they said, “but the pace of the past 
cannot be presumed to be the 
future.” 

The four scientists, all members 
of the research staff of Standard 
Oil Co, (Ind.), were J. B, Duck- 
worth, E. W. Kane, T. W. Stein and 
T, O, Wagner. 

They noted that with current re- 
fining techniques, further increases 
in octane ratings mean higher 
manufacturing costs. Retail prices 
“must eventually reflect these 
costs,” they said, This is ample rea- 
son, they added, for careful plan- 
ning by the automotive and petro- 
leum industries. 

“The large capital investment for 
processing facilities to improve 
octane number should be fully jus- 
tified in terms of benefit to the 
consumer,” they said. “Although re- 
search will doubtless lower cost of 
raising octane number in the fu- 
ture, gasoline is already a highly 
developed product.” 

Harold J. Gibson, of the Detroit 
laboratories of Ethyl Corp., re- 
ported the development of a new 
experimental antiknock compound 
based on manganese. 

The new compound, he said, 
promises to broaden the usefulness 
of tetraethyl lead, which is cur- 
rently the principal antiknock com- 
pound in use. 


ward to the next sales meeting with 
great anticipation. 


Be sure that the profit motive for 
the salesman as well as for the 
firm is supplied in fullest measure. 


Make it HIS sales meeting— 
give him the chance to partici- 
pate. If every man knows in ad- 
vance he will have a definite 
voice and active role in the affairs 
of the sales meeting, it will have 
much greater interest for him 
than if he knows he is expected 
simply to occupy an uncomfort- 
able chair and just listen. 


The more each and every sales- 
man on the staff can be made a 
part of the meeting, the greater 
assurance of success. 


Use it as THE “conference’— 
don’t “short out” results by indi- 
vidual and private conferences with 
each member of the sales staff 
beforehand. 

Give every man something to 
look forward to along these lines. 
If individual “conferences” are 
necessary, save them for imme- 
diately following the sales meeting 
or for the next day. 

Set dates well in advance—give 
the salesman (and his wife if it’s a 
night meeting) ample time to ad- 
just their own planning. A surprise 
| Sales meeting which tears up the 
social lives of the men and their 
wives is liable to be the worst 
thing a dealer or sales manager 
can do. 


Have lots of visual material. Sure, 
it takes time and trouble to prepare 
such material, but visual aids make 
a sales meeting far more interest- 
ing. 

The more visual material, the 
easier to put over points and the 
easier to sustain interest. 

Time them just right. Too short 
a sales meeting not only accom- 
plishes little but convinces every 
salesman that his time has been 
wasted. Too long a meeting is just 
as bad. Length depends upon fre- 
quency and type of meeting, The 
most successful ones run from 30 
to 90 minutes. 


Make it comfortable to be there. 
Seating, air conditioning, good 
acoustics, arrangements to permit 
good visibility—all these things help 
get the job done and have a lot 
to do with whether the meeting will 
be successful insofar as the men 
are concerned. 

Neglecting such small matters 
can do a great deal toward making 
a salesman dread the sales meeting. 

Open discussions add much value 
to sales meetings and also give the 





men greater incentive to partici- 


pate. 
Hold these open forum discus- 





Detroit Hotel Prepares 
For Auto Previews 


DETROIT. — Oversize freight 
elevators and other special equip- 
ment necessary for automotive pre- 
views are being installed by the 
Detroit-Leland hotel. 


Lanson M. Boyer, general man- 
ager, said the new equipment will 
permit the display of 1960 models 
in the lobby and main ballroom and 
in the Detroit Press Club, which is 
in the hotel. 





sions on actual field selling prob- 
lems, because the sales meeting 
often is the only opportunity for 
the men to exchange ideas. 

Get the factory representative 
there. Whenever possible, have a 
factory representative at the sales 
meeting. Make it a rule that the 
men will be allowed to ask ques- 
tions both about the product and 
how it can best be sold. 


Avoid generalities, Discussions 
and presentations during a sales 
meeting always should present 
the sales idea or theory with a 
specific suggestion or suggestions 
as to how it can be applied. 


Meeting after meeting containing 
nothing but high-pressure presen- 
tations of theories and slogans can 
become utterly boring to the staff 
members. 


Pass out “pats on the back” at 
sales meetings. Any salesman likes 
to have such good deeds credited to 
him before the men with whom he 
works. It means a lot more to him 
than if done privately. It also gives 
the meetings much more individual 
and personal value to each man. 
Also, it’s best to save the “slaps 
on the wrist” for private confer- 
ences rather than the meetings, 


Don’t order—suggest, Save the 

human dynamo” procedure for 
other use. Generate enthusiasm by 
cooperation not by pile-driving pro- 
cedures, One can never blame a 
group of salesmen for dreading a 
sales meeting when they know their 
ears will be subjected to such pro- 
cedure. Once in a year’s period of 
time, yes, but not meeting after 
meeting. 

Plan it in advance—carefully and 
in detail. Haphazardly conducted 
sales meetings usually wind up as 
joke-telling sessions and have little 
advance appeal to the salesmen. 
Good planning also enables you to 
present the most ideas and material 
in the shortest period of time— 
something which always makes a 
sales meeting more attractive, 

If there’s bad news, get it over 
with first. Saving bad news until 
last dulls the men’s enthusiasm 
for active selling after the meet- 
ing is over, and that’s the impres- 
sion of the meeting each man 
takes with him when he leaves— 
and which he will remember 
until the next meeting. 


See that the last thing he remem- 
bers is something good—something 
worthwhile. Then the next meeting 
will be much more attractive to 
him. 


Talk it up in advance, Use a| 
to create an) 


little “advertising” 
affirmative attitude toward the 
next sales meeting. This is standard 
procedure in big companies, and 


it can be just as effective for a/| 


three-man meeting. Anything we do 
is always of more interest to us 
when an element of anticipation is 
present. 


Listen to the men—their reac- 
tions to what goes on in the sales 
meeting can help plan those which 
are to follow. Every firm has differ- 
ent problems in handling such 
meetings—each group of men is 
different from another—so stereo- 
typed patterns should be avoided. 





Frontier Ford Expands— 


Construction has begun on this new $500,000 home of Frontier Ford in Albuquer- 
que, N. M. This is the first phase of a multimillion-dollar, two-year expansion plan 
which is scheduled to occupy 12 acres, according to Jack Jones, Frontier president. 
The first unit will be completed in October, covering 39,800 square feet. The Frontier 
| Plant will feature a 150 by 600-foot frontal display lot. 





































Show Ideas— 





The 1959 Design Engineering Show at Convention Hall in Philadelphia featured 
many innovations but one of the most unusual was this telephone setup in the Arm. 
strong Cork Co. exhibit. Armstrong installed a special plexiglas telephone booth with 
a direct line to the company's research and development center in Lancaster, Po, 
When visitors asked for detailed chemical and physical information, operator at right 
placed a call to an Armstrong technical representative and the visitor could talk 
directly to him. A panel portrait of the Armstrong man talking was lit up to identify 
him. Something new for industrial shows, this system made it possible to answer highly 
technical questions without the necessity of having a large staff of engineers and 
scientists present. It proved popular with show visitors. 





Ford Called Target of Bid 
For Factory-Retail Probe 


LANSING. — Ford Motor Co. is 
the target of a Michigan bill calling 
for a probe of retail sales proce- 
dures by auto makers, according to 
Gilbert L. Haley, executive secre- 
tary of the Michigan Automobile 
Dealers Assn. 

Ford Motor is competing di- 
rectly with its dealers and has 
refused to alter its retailing 
policy to benefit the dealer, Haley 
told the House Rules and Resolu- 
tions Committee at a hearing on 
the proposal. 

“The dealers are powerless; they 
must go along with the policy,” he 
said. 

He pointed out that General Mo- 


Treasury-Justice 


Slap DuPont-GM 
'Tax-Relief Bill 


WASHINGTON. —A plan to ex- 
empt from income tax the General 
Motors stock which might be dis- 
tributed to DuPont shareholders 
has been opposed by the Treasury 
and Justice departments. 

The agencies reported their 
views at a Senate Finance Com- 
mittee hearing on a bill authored 
by Senator J. Allen Frear jr., Dela- 
ware Democrat. Both said they 
might be willing to try to work out 
some alternative tax relief plan. 

The Frear bill would be general 
legislation and would apply to 
eases in which a company is or- 
dered to distribute shares it held in 
another firm as a result of anti- 
trust proceedings. 

The bill provides that sharehold- 
ers receiving such stock would not 
have to pay income tax on the cur- 
rent market value. They would still 
be subject to the capital gains levy 
if they disposed of the stock. 

It has been estimated that Du- 
Pont shareholders would have to 
Pay some $700 million in income 
taxes if DuPont’s 23 percent owner- 
ship in GM were distributed to 
them. A 1957 Supreme Court de- 
cision held that DuPont’s owner- 
ship of GM shares violated anti- 
trust laws. 





Kansas City Dealers 
Elect Armacost 


KANSAS CITY.—-Robert S, Arm- 
acost jr. has been elected president 
of the Motor Car Dealers Assn. of 
Greater Kansas City. He succeeds 
Jerry Scott jr. 

Other officers are vice-president, 
R, S. O'Neill; treasurer, Gene 
Cable; secretary-manager, William 
W. Engelhoff, and directors, Lloyd 
Ketcham, Harvey Laner, E. E. 
Massengill, Leon Morse and W. D. 
Woods. 





| 


tors dealers, on the other hand, 
receive 5 percent of the sales price 


|of vehicles purchased by GM en- 


ployes. 

Haley said Chrysler Corp. also 
handles its sales to employes 
through dealers, and although there 
is no flat percentage figure, “the 
company is cooperating in plans to 
improve the dealers’ position.” 

Patrick J. Crowley, GM dealer 
relations director, opposed the 
legislation on general principles. 

“It will prove burdensome and 
expensive to manufacturers and all 
other parties concerned,” Crowley 
explained. 

He insisted that the makers’ had 
not abused retailing policies to the 
point where such legislation is 
needed. 

“There has been and can be no 
showing that the retail dealers 
constitute a special economic class 
who are to be benefitted over all 
other businesses in the state and 
at the expense of automobile manu- 
facturers’ employes and the expensé 
of the public,” he said. 

Crowley added that any such 
probes “will inevitably lead to 
further investigation of the retail 
automobile dealers themselves.” 

The proposal, sponsored by six 
legislators, would set up a commit- 
tee of five members of the House 
to conduct the investigations. 

No immediate action on the pro 
posal was taken by the Rules and 
Resolutions Committee. 


Rambler Exports 
Hit 3-Year High 
In May, Says AMC 


DETROIT.—Although total] auto 
exports from the U.S. have beet 
dropping steadily since 1955, Ram- 
bler shipments abroad hit a three 
year high in May, according t 
W. H. Thoreson, American Motor 
Corp. automotive export director. 

He said AMC’s goal this year is 
a 30 percent increase in overseas 
sales. 

May shipments totalled 562 Ram- 
blers, compared with 370 in the like 
month of 1958, Thoreson said, add- 
ing that the U.S. auto industry is 
expected to export about 100,000 
cars this year. 

Contributing to the Rambler sales 
success overseas are lower prices, 
economy of operation and ease 
handling and parking, Thoreson 
said. 

Another reason, he continued, is 
the recent tariff cut by Mexico, 
which placed the Rambler into the 
same price class as European cars. 
The action cut the price of a Ram- 
bler there by $621 and provided for 
increased quotas for small cars, 
added, 
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This Fall... 


Dodge Dealerships 
Lose Plymouth for ’60 


(Continued from Page 1) 


guth duals. Wheelbase of the ’59 
Dodge is 122 inches. 

4 Three series of Darts will be 
vailable as sixes or V-8s—the 

Seneca (lowest priced), the 
Pioneer and the Phoenix. Prices 
will be comparable with those of 
Plymouth. 

The larger Dodges will be avail-| 
able in two series—the Matador | 
and the Polara, They will replace | 
this year’s Coronet, Royal and} 
Custom Royal. 

The Dart reportedly will be built | 
at the Dodge Main plant in Ham- 
tramck, Mich. | 

* * * | 
artenvesan sources say Dodge 
production estimates for the 1960 | 
model run are about 450,000, com- | 
pared with some 480,000 Plymouths. | 
This indicates the Dart’s place in| 
Chrysler's 1960 plans. Plymouth 
production has traditionally ex- 
ceeded Dodge car output by a much 
wider margin. 
Grant Advertising, Inc., report- 


edly will handle the Dart account, | 
and gross billings of $5 million have 
been mentioned. Grant also handles | 
Dodge car advertising which is; 
said to run about $16 million an-| 
nually. 


In some quarters, the Dart was 
viewed as a painless way of fur- 
thering the corporation’s program 
to increase its number of single- 


22 Ford Dealers 
Mute in Detroit 


Price-Fix Case 


DETROIT.—Twenty-two Detroit-| 
area Ford dealers and their trade} 
association stood mute last week 
when arraigned on charges of fix-| 
ing prices in violation of the Sher-| 
man Antitrust Act. 

Federal Judge Arthur F. Lederle 
directed that a plea of innocent be 
entered for them. The case has 
been assigned to Judge Ralph M. 
Freeman, but it is not expected to 
go to trial for several months. 

The dealers are charged with re- 
stricting competition by adopting 
uniform price lists for new cars, 
parts and accessories and conspir- 
ing to fix and establish a minimum 
gross profit of $225 per car. 

Awaiting trial on similar charges 
are 22 Detroit-area Chevrolet deal- 
efs and their trade group. Counsel 
for both the Ford and Chevrolet 
retailers have declared that they 
will fight the charges rather than 
enter nolo contendere (no-contest) 
Pleas as has been done by dealers 
and trade organizations in Wash- 
ington and New York. 


Olds Sales Office 
Shifted to L. A. 


LANSING.—S. F. Mehring, Olds- 


| 


} Mobile assistant general sales man- 


ager for the western half of the 
U.S. has moved his base of oper- 
ations from Lan- 
sing to Los An- 
geles, according 
to V. H. Suther- 
len, general sales 
manager. 

Sutherlen states 
that the move 
will not affect 
the operations of 
G. J. Clemeson, 
assistant general 
sales manager 
for the East, 
Whose office in Lansing is already 
strategically located for serving his 
area. 

Assistant general sales manager 
since 1956, Mehring’s Los Angeles 
office will be located in the Tish- 
Man Bldg., 3540 Wilshire Blvd. 


8. F. Mehrin 


Fire Destroys Building 
MANSFIELD, Conn—Fire de- 
stroyed the one-story cinder-block 
ding of Connecticut Auto Sales 
& Service Co. Damage to the 
ding was put at $30,000. A 
New Ford truck and car also were 
royed. 


line dealerships, Dodge dealers 
are losing Plymouth, but they are 
getting a Plymouth-type car to 
replace it. 

At the beginning of this year, 


Collins Vis-U-Lizer Goes 
To Reynolds & Reynolds 


DAYTON, O.—Reynolds & Rey- 
nolds Co., manufacturer of auto- 
motive forms and systems, has 
acquired from Collins Sales En- 
gineering Co., Detroit, all manufac- 
turing and distribution rights to 
the Collins New and Used Car 
Viz-U-Lizer. 

The Collins Viz-U-Lizer is a sys- 
tem of maintaining control of new 
and used-vehicle sales and inven- 
tories. 


| Chrysler Corp. had 2,331 Dodge- 
| Plymouth duals. When the Dart 
| appears next fall, all of these will 
become one-line outlets. By com- 
parison, there were only 566 one- 
|line outlets in the Chrysler Corp. 
| dealer family last Jan. 1. 


In addition to the Dodge-Plym- 
outh duals, the Dodge dealer organ- 
|ization as of Jan, 1 
exclusives and 606 combinations 
| with other Chrysler makes for a 
'total of 3,229 franchises, 
| Many of those 606 multiples in- 
clude Plymouth, The corporation 
must work out a program for 
stripping either Dodge or Plymouth 
from such establishments, 

* * * 


os a dealer standpoint, the 
move should benefit both Plym- 
outh and Dodge. The Metropolitan 
Detroit area can be used as an 
example. 

There currently are 56 Plymouth 
outlets in Detroit, including 19 
Dodge-Plymouth deals, Next fall, 
there will be only 37 Plymouth 
spots. 


The remaining Plymouth deal- 
ers, therefore, will have consider- 
ably fewer competitors, and the 


included 292) 


with other Dodge merchants for 
the lower-priced market, 

There will be difficulties, too, for 
Dodge dealers. A major one will be 
hanging onto Plymouth service 
customers. Another will be fleet 
accounts. Dodge dealers will be 
faced with a selling job in switch- 
ing long-time Plymouth fleet own- 
ers to Dart. 

oe * * 

OX THE personnel front, Chrysler 

Corp. vehicle divisions last 
week announced realignments 
brought about by 
the returning of 
field sales author- 
ity to the divi- 
sions. 

Plymouth-De- 
soto division ap- 
pointed Edward 
P. Letscher gen- 
eral sales man- 
ager and Jack W. 
Minor, director of 
marketing, Let- 
scher had been 
director of Plymouth-DeSoto sales 
under the Chrysler Motors Corp. 
setup, and Minor was Plymouth 
assistant general manager before 
the DeSoto-Plymouth merger. 

At Chrysler-Imperial division, E. 


Jack W. Minor 
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| sales manager, the position he held 


from 1953 to 1956. Since then, 
Braden has been assigned to 
Chrysler Motors Corp., most re- 


E. P. Letscher 
cently as Chrysler-Imperial sales 
director. 


W. Ledyard Mitchell was ap- 
pointed Chrysler-Imperial pro- 
gramming manager, and Walter 
E, Foraker remains as executive 
assistant to the general manager. 
Mitchell formerly was coordinator 
of product scheduling and direc- 
tor of volume planning. 


Dodge division earlier named 
William J, Bird assistant general 
manager, John B. Naughton gen- 
eral sales manager and Lee F. 
Desmond executive assistant to the 


| Dodge dealers will be vying only |M. Braden was appointed general | general manager. 
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‘We'll Be Ready for Dream Cars and Roads,’ Says Oil Man... 


Gas Stations Readied for New Era\ 


DES MOINES.— When “dream” 
cars and automatic highways be- 
come reality, the oil industry will 
be ready with filling stations to 
provide needed new services, ac- 
cording to a Standard Oil Co. 
spokesman. 

The present stations are flex- 
ible enough in design to permit 
their conversion to meet chang- 
ing conditions, said R. A. Niles, 
Standard Oil of Indiana., 

Chairman of the operations and 

engineering committee of the 
American Petroleum Institute’s 
Marketing division, he spoke at the 
division’s midyear meeting in Des 
Moines. 

The one predictable change in 
service-station design and con- 
struction will be a trend toward 
prefabrication, Niles said. 

The committee, he continued, 
was in agreement that “the answer 
to holding the line on cost lies in 
the field of prefabrication or uni- 
tized construction.” 

Other innovations cited by the 
committee as possible cost cut- 
ters were automatic nozzles, ex- 
tended use of submerged pump- 
ing stations, tight fill connections 
of tanks and ticket-printing and 
preset dispensing equipment. 

Niles said the committee consid- 
ered the following changes in 
product that probably would affect 
service operations: 

The elimination of chassis lubri- 
cation, sealed cooling systems, 
rear-engine vehicles, new type en- 
gines, highways with beams or con- 
trols for vehicles, vehicles riding 


Playing Up Price 
Is Main Theme 
In Dealer Ads 


(Continued from Page 3) 


you'll want to talk to our sales 
manager.” 





* * * 


i MISHAWAKA, Ind, Grady 
Buick declared: “We're not com- 
edy men, we’re automobile men, We 
do not wish to insult your intelli- 
gence with a lot of hocus-pocus, but 
once a year it is sound business to 
have a sale—and this is it!” 

Also in Mishawaka, Gates Chev- 
rolet staged a “May Madness’’ sale 
with $25 worth of free accessories 
for each new-car buyer, and Jordan 
Motors (Dodge-Plymouth-Rambler- 
Triumph) held a public auction of 
used cars. Twenty cars went on the 
block, and used-car dealers were 
welcome. 

In the price arena, many deal- 
ers are advertising Big Three 
full-sized cars below $1,300. 
Among them are Ed Hoffman 
Motors (Plymouth) and Gulf 
Chevrolet, located a few blocks 
from each other in Corpus Christi, 
Tex. 

Hoffman said prices start at $1,- 
745, and Gulf mentioned $1,772. 
Both figures included a $95 down- 
payment. 

Huntsville (Ala.) residents were 
offered “brand new” ’59 Fords and 
Chevrolets for $2,069, They were 
advertised by Arthur E, Cole, Inc., 
who calls himself “Your Independ- 
ent Ford & Chevrolet Dealer.” 


Obituaries 


Leo H. Harvey 

KINSTON, N. C.—Leo H. Harvey, pres- 
ident of Harvey Motor Co., Inc, (Chev- 
rolet), is dead. He had been active in the 
North Carolina Automobile Dealers Assn. 
and had been a member of the State 
Board of Conservation and Development 
since 1953. 





* * * 


Morton E, Park 
OREGON CITY, Ore.—Morton E. Park, 
a pioneer Oregon Ford dealer, is dead, 
* * * 


Raymond L, Laub 
FINDLAY, O.—Raymond L, Laub, co- 
operator of Laub Motor Sales, is dead. 
* * * 


‘ Herman Rodell 

SPOKANE.—Herman Rodell, 50, pres- 
ident of MHull-Rodell Motors, Inc., and 
past president of the Spokane Auto Deal- 
ers Assn., died May 28 after a short ill- 
ness. He had received DeSoto quality dealer 
awards and had served on the national 
DeSoto dealer advisory group. 

os * * 


Paul J, Gerzseny 


ROCHESTER, N. Y.—Paul J. Gerzseny, 
49, who was engaged in the auto business 
here for nearly 30 years, died May 25. 











on an air cushion, thus eliminating 
the need for tires or at least mini- 
mizing wear, and vehicle power by 
other energy sources, such as elec- 
tricity. 

Niles said these dreams “should 
alert direct sales-promotion inter- 
ests toward providing services to 
take the place of current ones that 
must be eliminated if and when 
these dreams become realities.” 


John Scott, general counsel of 
Socony Mobil Oil Co., warned 
that supporting legislation that 
helps you at the other fellow’s 
expense often will result in a 
blow right down the line. 


“The final effect,” Scott said, 
“may be of the Rube Goldberg 
variety, where a machine crank is 
pulled, wheels turn, gears grind 
and some unexpected and irrele- 
vant thing happens at the far end.” 

He said the Senate price-notifica- 
tion bill would hit hard at jobbers 
although it is aimed directly at 
“big companies.” 

R. P. Ferguson, Esso Standard 
Oil Co., described criteria devel- 
oped by Esso as an aid in judg- 
ing the desirability of investing 
capital funds in service stations. 


The employment of proper cri- 
teria, plus continuing review and 
followup, “will increase the care 
used in selecting such investments 
and place greater emphasis on in- 
creasing the efficiency of the total 
distribution system in order to at- 
tain minimum operating costs,” he 
added. 

He also said it increases the em- 
phasis on the need for careful 
selection and proper training of 
qualified dealers, “in order that 
these people will conduct a sound 
and profitable business for them- 
selves.” 

‘Willard W. Wright, Sun Oil 
Co., reported progress with the 
auto industry in efforts to work 
out “a simplified drain-interval 
recommendation that could be 
more easily understood and mer- 
chandised.” 

He said the oil industry has sug- 
gested that auto makers recom- 
mend an oil change every 2,000 
miles or every 60 days, whichever 
comes first, for summer driving 
and a winter-driving change of 





South Carolina 
Enforcing Law 


On Dealer Plates 


COLUMBIA, S. C.—Chief High- 
way Commissioner Claude R. Mc- 
Millan, said the State Highway 
Department has begun enforcing 
a new law governing the use of 
dealer demonstration licenses, 

He said dealer demonstration or 
“X” plates may be used on any 
car owned by a licensed dealer 
which is for sale. Such plates may 
not be used on work or service 
vehicles, including wreckers. 

McMillan said the “X” licensed 
car may be used by the dealer 
himself, his employes, any mem- 
bers of his family or a prospective 
customer, just as long as it is a 
vehicle which the dealer owns and 
is holding for sale. 

“Dealer demonstration plates 
may not be used on a vehicle which 
a dealer owns and keeps primarily 
for his own personal use or the 
use of his family,” McMillan as- 
serted. 

“However, if county authorities 
feel that a dealer is using an ‘X’ 
plate to evade the payment of 
county property taxes, it is up to 
the county authorities to initiate a 
case against the dealer.” 


Hamilton Celebrates 


25 Years with Ford 


PORT JERVIS, N. Y.—Hamilton 
Brothers, Inc., here has celebrated 
its 25th anniversary as a Ford 
dealer. 

The Hamilton family has fur- 
nished transportation in this area 
since 1900, when J. B. Hamilton sr. 
started manufacturing wagons and 
sleighs. In 1929, the present firm 
was organized by James B. Ham- 
ilton jr. as an Oldsmobile outlet. 
He switched to Ford in 1934, added 
Mercury in 1939, Lincoln in 1948 
and Edsel in 1959. 








every 2,000 miles or every 30 days, 
whichever comes first. 

Wright added that a survey of 
new-car dealers showed their rec- 
ommendations averaged 1,833 miles, 
while their manufacturers’ recom- 
mendations averaged 2,846 miles. 

A panel discussion produced 
these four basic methods for reduc- 
ing the manpower turnover rate at 
service stations: 

Proper selection of dealers, 
proper training program for deal- 
ers, adequate financing for the 
station property and holding field 
managers of suppliers account- 
able for the stations under them. 


Wright said a Sun Oil program| 


on proper selection and training 
has reduced turnover from 44 per- 
cent to only 2.6 percent. 

L. S. Marshman, Mobil Oil Co., 
said the industry is planning to 
intensify its drive to check natural- 
gas inroads into the heating-fuel 
market. 

Marshman, who heads the pro- 
motional subcommittee of the API 
fuel-oil committee, said the sub- 
committee has proposed formation 


of an entirely new group to pro-| 


mote oil heating to the public. 





es 


At M-E-L Sales Meeting— 


To sustain the momentum of the spring selling surge through the summer months, 
the M-E-L New York district sales office held a sales meeting at Yonkers Raceway 
for dealership salesmen, sales managers, dealers and wives to kick off M-E-L's Prize 


| Parley Pay-Off Promotion. 





tinental. 


Hurlburt, M-E-L New York district 





To lend authenticity to the program, Paul Davis, M-E/ 
New York district sales manager, arranged for a demonstration race on the track 
with horses named after the division's car lines—Mercury, Edsel, Lincoln and Cop. 
Shown here with the winning horse, Ruth Ann Rodney, are from left, Jack 
merchandising manager; 


Henry Daniels, M-E-| 


Northeast regional sales manager; Davis; Sam Dretzen, Long Island City, N. Y,; 
M. M. West, Newburgh, N. Y.; Pat Brescia, M-E-L assistant New York district sales 
manager; Nat Gordon, Brooklyn, N. Y.; Howard Clauberg, Lindenhurst, N. J., and 
| driver Gene MacDonald. 











HELP WANTED 


AUTOMOBILE 
MECHANIC 


If you want to enjoy life in sunny 
Florida, in a beautiful city four 
miles from Cypress Gardens, and 
are an experienced Lincoln-Mercury 
mechanic willing to work, you can 
$5,000 a year. Fifty 





earn over 
lakes within five mile area for boat- 
ing, fishing and swimming. A life- 
time opportunity for the right man. 
Write complete details. Ask any 


questions you wish. Permanent. 
Mr. Kaas, Lincoln-Mercury, 
Winter Haven, Florida 


SALES MANAGER, 30-45 years of age 
for established dealership handling cars 
and trucks. Buy-in basis for the right 
man, Must know the automobile busi- 
ness and come well recommended, Send 
photograph and complete resume. Box 
453, c/o Automotive News, Detroit 7. 





SALES MANAGER—Not over 40 for com- 
plete line of imported cars in southern 
city. Trading radius of 250,000. Compen- 
sation will be based on ability. Applicant 
must be experienced, energetic and with 
unquestionable character. Box 454, c/o 
Automotive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives — $7,000 plus to 
Start. High caliber, car necessary, ex- 
clusive territory. Excellent future. Box 
416, c/o Automotive News, Detroit 7. 


TREASURER — 
ACCOUNTING MANAGER 


Reputable well established GM dealer, 
metropolitan Chicago, seeking treas- 
urer-accounting manager to assume 
complete direction and supervision of 
accounting division, Position requires 
heavy background GM accounting, 
taxes, budgets, controls, systems and 
procedures. Excellent opportunity for 
man interested in permanent affiliation 
—and salary commensurate with qual- 
ifications. If interested in personal ap- 
pointment submit complete history, 
employment, earnings and recent pic- 
ture. Replies strictly confidential. Box 
478, c/o Automotive News, Detroit 7. 





SALES MANAGER: Aggressive individual 
to reorganize Ford agency, metropolitan 
area New Jersey; has lowest sales vol- 
ume in excellent area. Interested in 
executive with background who can reor- 
ganize and take complete control. Salary 
plus percentage. Box 464, c/o Automo- 
tive News, Detroit 7. 

SERVICE MANAGER able to take com- 
plete charge of cleanest and busiest shop 
in area. Wonderful climate on banks of 
Columbia river. Salary plus percentage. 
Give details first letter. Also need two 
mechanics work on 50-50, customer labor 
rate $6.00. Anderson Motors, Chrysler- 
Plymouth, Richland, Washington. 





HELP WANTED 


POSITION WANTED 





LIFETIME OPPORTUNITY for right man. 
Sales manager with some capital (35 to 
45 years old), with the desire to take on 
sales and general management of an 
established, growing dealership. Must 
have a proven record of ‘‘hard-sell’’ and 
successful sales management experience 
to take full charge of sales—new cars, 
used cars, imports, and car leasing in a 
modern suburban dealership doing over a 
million dollar business, Located within 
a few miles of Philadelphia. Growth pos- 
sibilities unlimited, Invest on a buy-in 
basis, upon factory approval, Owner de- 
sires early retirement. The man we select 
for this job must grow into full manage- 
ment. Write us giving complete back- 
ground, education, sales experience, bank 
and other references, present connections 
and compensation. Early interview will 
be arranged. Box 469, c/o Automotive 
News, Detroit 7. 


AUTOMOBILE 
SALESMAN 


To sell Lincoln, Mercury, Edsel, Stude- 
baker and used cars, with a two- 
salesman organization so you can 
make real money instead of a rat 
race. | came from New York City 
and love it here. If you are willing 
to work, you and your family can en- 
joy life; fishing, boating, swimming in 
over 50 lakes within a five-mile area. 
You will be just one of two salesmen, 
working for highest commissions; full 
cooperation BUT you must be a sales- 
man. Write complete details and ask 
any questions. Mr. Kaas, Lincoln-Mer- 
cury, Winter Haven, Florida, 





DISTRICT SALES MANAGER. Leading 
imported car manufacturer has immedi- 
ate opening for states of Kansas, Ne- 
braska, North and South Dakota, Must 
have wholesale and retail experience and 
thorough knowledge of distributor-dealer 
organization, Travelling required. Send 
complete resume. All replies confidential. 
Box 463, c/o Automotive News, De- 
troit 7. 


USED CAR SALES MANAGER for well 
established dealership in Southern Cali- 
fornia, Outstanding opportunity, excellent 
fringe benefits. Submit resume with re- 

Box 

Detroit 7. 


cent photo. All replies confidential, 
445, c/o Automotive News, 








FACTORY OR DISTRIBUTOR LEVEL 
SERVICE MANAGER, imported field, 
desires position California Bay area or 
vicinity, Thoroughly experienced factory 
procedure, technical instruction, field op- 
erations, service administration, war- 
ranty and parts. Highest references 
available. Write or wire Box 465, c/o 
Automotive News, Detroit 7. 








GENERAL OR SALES MANAGER 


DESIRES NEW ENGLAND LOCATION with 
financially stable General Motors or Ford 
dealership. 25 years' experience in al! phases 
of dealership operation. Available July Ist. 
Best of factory and dealership references. 


Box 25, Porter Road, Littleton, Mass. 
Phone: HUnter 6-4459 





AUTOMOBILE FINANCE-INSURANCE 
executive, vice-president, general man- 
ager. Director in automobile insurance 
company. Age forty-three, twenty years 
with present company, member American 
Finance Conference. Experienced in all 
phases, outstanding record in dealer con- 
tacts plus complete responsibility for 
branch office operations. Highest caliber 
references, morally and _ professionally. 
Only reason for change is ambition for 
greater responsibility and higher earn 
ings. Prefer south or southwest, Box 
451, c/o Automotive News, Detroit 7. 


GENERAL MANAGER—College graduate, 
young and aggressive, with pay-dirt ex- 
perience in retail sales, factory repre- 
sentation. I know all sides of the opera- 
tion including accounting, service and 
parts. Presently operating a profitable 
dealership. Am willing to move. If you 
have an adequately capitalized dealer- 
ship and need help, I’m interested, Box 
455, c/o Automotive News, Detroit 7._ 


AUTO RENTAL EXECUTIVE — 38 years 
old, family man, desires change from 
present position. Will demonstrate ability 
to open new company or manage ¢s 
tablished firm. Six years’ owner of own 
company with two branches in Miami 
and Miami Beach, Presently employed 
for the past three years as manager. 
Will consider moving to Los Angeles 
area. Write: P. O. Box 1011, Miami 
(North Miami Branch) 61, Florida. 

ie 


GENERAL MANAGER, now employed @ 
such a capacity, would like a larger d 
ership, preferably 200 to 300 new cars & 
year. Quality minded with profit and 
volume uppermost. Thirty-one years old, 
married, two years of college. Al! replies 
strictly confidential. Apply Box 476, ¢/0 
Automotive News, Detroit 7. 


ACCOUNTANT-OFFICE MANAGER, 36 
34, 11 years’ GM experience, Fast, 
accurate, South or west preferred, Box 
470, c/o Automotive News, Detroit 7. 

aie 


DEALERSHIPS AVAILABLE 


AUTOMOBILE DISTRIBUTOR has opet- 
ings for dealers in the following states: 
Wisconsin, Michigan, Pennsylvania, I0- 
diana and Ohio, All inquiries held conf- 
dential. Reply giving full particulars te 
Box 468, c/o Automotive News, De 
troit 7. 

ae 


EXCELLENT DEALERSHIP available 
handling Studebaker-Packard ‘‘Lark’”’ iM 
northwestern Ohio, population 50,000, 
trading area over 75,000. Dealer retiring 
on account of ill health, Box 466, ¢/@ 
Automotive News, Detroit 7. 











FOR QUICK RESULTS 
TRY AUTOMOTIVE NEWS 
CLASSIFIED ADS 
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DEALERSHIPS AVAILABLE 





LIQUIDATION 
AUCTION 


CITY MOTOR COMPANY 


OLDSMOBILE-CADILLAC 
BRECKENRIDGE, TEXAS 


JUNE 15TH — 10 A.M. 

“EVERYTHING MUST SELL 

TO THE HIGH BIDDER" 
& Accessories, Bins, Shop Equipment, 
Furniture & Fixtures, Real Estate 
Detailed Listing Upon Request 


Auction Conducted by 


Yon Reece Associates, Inc. 
BOX 9121, AUSTIN, TEXAS 


aa 


E LOCATION, modern building and 
facilities, franchise handling Buick plus 
four leading imports and car rental 
business, established and going. 150,000 
trade area in fastest growing suburban 
area adjoining Philadelphia, Doing over 
one million dollar business and potential 
great due to rapid growth of area. Owner 
desires early retirement. This deal will 
stand strictest investigation, Factory ap- 
proval and good investment necessary. 
Wonderful opportunity for a hustler to 
acquire an established, profitable busi- 
ness in one of the best locations in the 
east. Box 472, c/o Automotive News, 
Detroit 7. 











DEALERS WANTED FOR NEW AMERI- | 


CAN AUTOMOBILE, Locations avail- 


able in [llinois, Kentucky, Virginia and | 


in confidence to 


West Virginia. Reply 
De- 


Box 471, c/o Automotive 
troit 7. 


News, 





HANDLING FORD, northwestern Illinois 
—handling over 100 new units yearly. Buy 
only parts at actual cost and equipment 
at depreciated value. Factory approval 
necessary. Owner will stay until end of 
year if desired. Box 473, c/o Automotive 
News, Detroit 7. 


i LL 
LEADING EAST COAST automobile sales 
outlet desires to contact dealers in Mary- 
land, D. C., Delaware, New Jersey, New 
York and New England. Reply giving 
full background to Box 474, c/o Auto- 
motive News, Detroit 7. 





DEALERSHIP HANDLING OLDSMO- | 


BILE, Cadillac and Rambler, located in 


an Ohio town near a large metropolitan | 


area. Parts and equipment only—no used 
ears or accounts receivable. Modern build- 
ing for lease, with plenty of outside 
space. Used car lot adjoins building and 
is lighted. Box 461, c/o Automotive News, 
Detroit 7. 


STOP LOSING NEW CAR SALES! 





DEALERSHIPS WANTED 


CHEVROLET, FORD, PLYMOUTH dealer- 


ship wanted, 200-400 contract desired. 
All replies confidential, Box 467, c/o 
Automotive News, Detroit 7. 


DEALER SERVICES 





Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance a 
you make more auto sales to Military per- 
sonnel... 


Corporation will help 

because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay — —5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 Broadwa 


San Antonio, Texas—Telephone CApitol 63601 
ae Financing for Militar 


Personnel" 
USAA Insurance available 
to qualified officers) 





Dis- 
cover how much your competitors’ cars 
really cost, The book, ‘‘AUTO COSTS,’’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your °59 edition today for 
only $10—three year subscription $18 
(including all supplements). AUTO 
=? Box 224, Dept. 3Z, New York 
a, XN. FT. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland 


Ave. Detroit 27, Michigan 
WEbster 3-6445 


BUSINESS OPPORTUNITIES 





| PROTECT YOUR CAR AGAINST THEFT. 


Our unique electronic 
theft of cars completely. 


device prevents 
Distributors 


wanted. Sales price $7.80. Impex Credit | 


Corp., 27 William St., New York 5, N. Y. 





FRANCHISE AVAILABLE for one of Ger- | 


many’s finest cars, Borgward, Dealer- 
ships ready now for Illinois, Indiana, 
Wisconsin and Michigan. Martin J. Kelly, 
441 East Ohio Street, Chicago 11, Illinois. 


DEALERSHIP AVAILABLE handling Ford 

in a growing, healthful community in 
the southwest’s fastest growing state. 
Volume presently $1,000,000.00 per year 
with potential greater. Factory approval 
necessary. Box 422, c/o Automotive 
News, Detroit 7. 





Southern Massachusetts 


BUILDING FOR SALE 
OR LEASE 


11,700 sq. ft., approximately 300-ft. frontage. 





} 


| 
| 
| 


lot approximately 300’ by 350’. Long estab-| 


lished automobile and truck dealership, oper- 
ated successfully for 30 years, Modern build- 
ing, four offices, showroom, large service 
tlation and body shop. Each department fully 
equipped and ready for immediate use. Lo- 


tated on U. S. Route 44, main route to Cape) 


Cod and about seven miles east of Provi- 
dence, R. |. Attractive price for immediate 
tale or lease. Will carry substantial 
gage. Owner has other interests. For details 
wite direct to owner: Mr. J. W. Dias, sr., 
% Jacobs St., Seekonk, Mass. Tel: EDison 





DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—stee! hull, aluminum cabin, 
toilet, kitchen, three open sun decks. 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.O.B, Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales. 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


HANDLING DODGE, PLYMOUTH, Dodge 
trucks-—-In central Pennsylvania, 50,000 
drawing potential. Selling due to ill 
health. Box 413, c/o Automotive News, 
Detroit 7. 

a ee 


DEALERSHIP WANTED 


ll 
COMPETENT, EXPERIENCED MAN- 
AGER wants dealership on buy-in, buy- 
Out basis. Swell proposition for dealer 
who wants to retire slowly. Prefer small 
(under 500 cars) Ford or Chevy deal, 
consider other. Location must be in one 
of the following five eastern counties: 
Fairfield, New Haven, Westchester, Nas- 
Sau, Suffolk. Factory and your own 
approval assured. Mutual rigid investi- 
gation anticipated. All replies will be 
answered and treated confidentially. Box 
477, c/o Automotive News, Detroit 7. 
celle a aE Se 
FLORIDA TRADE—Want to trade approx- 
imately $40,000 prime investments and 
hew three bedroom, two bath waterfront 
home in Fort Lauderdale area for blue 
chip 200-300 car deal in Great Lakes 





area. Price must be realistic—take or 
Bive difference. Factory approval as- 
Sured. Replies strictly confidential, Box 


436, c/o Automotive News, Detroit 7. 


cite ii a 
WANTED—GM, FORD OR CHRYSLER 
Product franchise in Chicago suburb, 
Southern Wisconsin, western Michigan or 
Tllinois. Pay all cash, lease or buy facili- 
ties. Factory approval assured, Confiden- 


tial. Box 475, c/o Automotive News, 
Detroit 7. 


I i 
SENERAL MOTORS OR FORD—Michi- 
€an, Florida—Factory approved, Replies 
confidential, 11261 Gates Road, Romeo, 
Michigan, 


mort- | 











CARS FOR SALE 


Volkswagens 


TOD-O-CAR, INC. 
Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 
All Cars Americanized 


On Hand at Our 2 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, S. C. 
Clanton's Auto Auction 
Phone: L. D. 2 





1959s 
Chevrolet, 
Oldsmobile, Ford, 
Triumph TR 3 
Rambler 
Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 





"55s THROUGH ‘59s 
190s, 190 SLs, 219s, 220 Ss 
Convertibles end Hardtops 


Large supply—immediate delivery 
Perfect condition 


MERCEDES-BENZ DIVISION 
735 Port Washingten Bovlevard 
PORT WASHINGTON, N. Y. 


Port Washington 7-3565 
New York City phone: 


INdependence 3-9900 
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CARS FOR SALE 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 


We Supply 


Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


CRANE TRADERS 
INC. 


Small Car Division, 
Sales and Service 
2911 35th Avenue, 
Long Island City 6, N. Y. 


EMpire 1-1690-1-2 





VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses. All commercial 
models. 


ALL CARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 
PLANT. 


Bank and Trade references will 
be furnished. 
RUDI ARONS, 


INTERNATIONAL 
AGENCIES G.M.B.H., 


Neue Rabenstrasse 32, Hamburg 
36, Germany. 

Cable address: 

RARONS HAMBURG. 


Contract your conversion work ||, 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 











VWs - RENAULTS 
_ FIATS - VOLVOS 
SIMCAS 


Fully Americanized—All Colors Available 
Immediate Shipment Anywhere in U. S. 


For information, price list, details, 
phone, wire or write: 


NANA TRADING CORP. 


120 Wall St., New York 5, N. Y. 
BO 9-4747, TWX: NY 1-481 











_ VOLKSWAGENS 


Sedans, Ghias, Buses 


AMERICAN MODELS 
MERCEDES 220 S 


Immediate delivery direct shipments to NEW 
YORK, HOUSTON, JACKSONVILLE, Laverne 
Moore, EL 6-7551. 


BENTON ENTERPRISES, INC. | 
1860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 


Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 








ATTENTION VW BUYERS 
Who Buy In Lots of 25 or More 


East, Southwest and West Coast, new ‘59s 
and ‘58s. Best prices in the U. S. Direct ship- 
ments from largest exporter in Germany. We 
give U. S. titles. Every car guaranteed. 





GERMAN IMPORTS, INC. 


7925 Stephenson Road, Pikesville 8, Maryland 
Phone: Baltimore, HUnter 4-0887, Mr, Grillo 








ATTENTION DEALERS! 
We Have a Fine Selection of 
1954-'58 CADILLACS AND 
OLDSMOBILES 
WE WHOLESALE 


KOTCHER CADILLAC OLDS 
15554 East Warren, Detroit 24, Mich. 
TUxedo 1|-6600 


SEVEN PASSENGER CADILLAC 


Quick action. 


NEW PACKARD PARTS — some 


"59 Anglia 
‘59 MGA 


‘57 
‘57 
"59 
"59 
59 


TRUCK DECALS; 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
! 
| 
| 
| 
| 
| 
Le 


CARS WANTED 


RAMBLERS 
WANTED 


Any Year @ All Models 
Late Models Preferred 


including 
Low Mileage 1959s 


Jack Schwartz 


Levittown Rambler, Inc. 
3130 Hempstead Turnpike 
Levittown, L. I., N. Y. 
PErshing 5-9400 


limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E, Sandy, Portland 12, Ore. 





CASH WAITING 


For 1 or 100 New or Used 
TRIUMPH TR-3s, AUSTIN-HEALEYS, 
MGS, FIATS, AND SPRITE 
ROADSTERS 


Bank references, Call or write: 
Mr, Ross, CApital 8-537! 


JAN ROSS INTERNATIONAL SALON 


257 East Broad Street, Columbus 15, Ohio 





PARTS FOR SALE 

*35-'42, 
mostly ’48-'56. Inventory cost better than 
$20,000. Engine, sheet metal parts, etc., 
special factory tools, National cash reg- 
ister, rings $10,000, large safe, bins, mis- 
cellaneous equipment. Brophy Packard, 
Inc., 1975 Nott St., Schenectady, New 
York. 


CHEVROLET PARTS, antique or classic. 


Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 


Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


PACKARD PARTS, 1954, '55, 56. 50% 


off net, approximately 5,000 gross. Kaye 
Chrysler, Albany, New York. 


ACCESSORIES FOR SALE 





NEW AUTO RADIOS 


59 Consul 


59 VW, 
Simca, Manual 


RCA Licensed 6 Tube Radios 
Write for complete catalog 


Mail and phone orders 
Fast C.O.D. shipments 


LIBERTY AUTO RADIO, INC. 


191 E. 161 St. 


New York 51, N. Y. 
LUdiow 8-7111 





TE 


DECAL TRANSFERS 

no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


ANTIQUE CARS FOR SALE 


1921 CHEVROLET model 490 touring car, 


excellent condition, rebuilt by General 
Motors executive. Leather upholstery and 
top, authentic, brand new, built by 
Fisher Body. A crowd gatherer. Grand 
River Enterprises, 624 New Center Build- 
ing, Detroit 2, Michigan. 








MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS' SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fr.0.8. 


$44.85 Fe. 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 
Terente, Ontarie 


$72.20. Headlinings, 
logue. BIG BUCK, 12 Elliott, 
Mass. 


SEE PAGE 35 
for the nation's 
TOP AUTO AUCTIONS 


The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
S 51 45 


“WRIST ACTION" 

Incldg. BRAKE HOOK-UP 

TowKinG .cc'c, $45 

TRAIL-KING $37.50 

Fast Pickup and Delivery 

ait rewtez ct Fits 2" Ball 
CLOSING OUT RED ARROW 


American Cars 
PARTS AT 50% DISCOUNT 


Protecto Covers (Tailor Made) 
c ing Bags $2.00 
CHAINS, set of 2, only 


Tow Bar Sales Co. 


Exclusive Factory 
DE 2-0700 AN 3-8888 


Distributors 
Nites: BA 1-8717 
40 So. Clinton St., Chicago 6, Ill. 





CONVERTIBLE TOPS—$20.50. Jeep tops, 
$12.50. Free cata- 
Beverly, 








EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 


answer! 


AUTOMOTIVE NEWS 








TO. 20. 


eeeeeeeeee 


Mi eetreicr iat. 


Car Dealer (] 
Jobber [) 


Make of Car........ 


Insurance [] 





Peewee eeeeeeeseseseeees 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S.. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Biveet AGRO. 6s io6c ce vnsacnwninseses<dsesneseasesccs ME 


Dale. ccccccccccecses 


TRADE CONNECTION: 
Truck Dealer [) 
Financial [) 


Manufacturer [] 
Supplier [) 


corre sscvccccccscccece@cccs Meccccccccccescsccece 


6-8-59 


s; 
HOW MUCH ADVERTISING CAN 


an OLDSMOBILE pEater ke MIAMI cet ror $34 9 2 ? 


That amount buys 46 lines (little more than three inches) in the leading Miami newspaper or —a full-color, full-page ad in The 
Saturday Evening Post! A Miami Oldsmobile dealer gets 174,842 selling exposures to prospects right in Miami from every Olds ad page in 
the Post. ‘They're Post-Influentials, who not only buy cars, but help sell them, too! Yet the factory’s cost per Miami Oldsmobile dealer is only 
$34.92. That’s efficiency, that’s sales power . . . at the local level! Proved! Oldsmobile gets more than 29 million Ad Page Exposures — 
29 million face-to-face contacts with Post-Influentials — with every ad it runs! Like to know how many of your local prospects your 
factory's ad page will be exposed to... and at what cost? Drop me a card. Let YOU CAN'T BEAT 
me know the make of car you sell and your city: Jim Gavagan, Vehicle Market- ye 

ing Mgr., The Saturday Evening Post, Independence Square, Phila. 5, Penna. & | ho q 


A CURTIS MAGAZINE 


FOR LOCAL IMPACT! 





